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The New BEAVER Model-B 
4 to 2-inch, complete, $283.00 Resale 


', to 2-inch, complete, $275.00 Resale 





































Simplicity! 
Oil flows to the dies 
from the overbead reser- 
voir—chips and oil drop 
into removable trays on 
either side of the machine 
-—from which the oil is 
poured through a strainer 


hack into the reservoir. 
Nothing to get out of 
order. 











F.O.B. Your Stock 
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Lips 


Beaver Model-B 
fully 
covered by Pat- 
erits issued and 


design is 








and: Bolt Machine 
As 


units! 


Here is the long-awaited little brother of the BEAVER Model-A. In its design we have been 
able to include many of the features which have made the Model-A the leader in the field of 
small pipe machines—such as right hand operation like a lathe; 50% more open working 
space than competitive machines; full 1 to 2-inch range; the ability to cut off solid bolt 
rounds—as well as pipe; helical all-gear drive; choice of wheel or knife cutoff; floating die- 
head; low center of gravity; all controls on front of the machine at the operator’s finger tips; 
standard all-steel chuck—with automatic chuck wrench ejector; adjustable quick-opening die- 


heads 


reamer; 





etc. 


We have aimed, in designing the Model-B, at three things 
—(a) serviceability, (b) dependability and (c) simplicity. 
Trouble-free service is what insures satisfied customers and 
a net profit to both manufacturer and distributor. 


Best of all, the BEAVER Model-B may be sold to your 
customer in “units.” He can start, at $187.50, with Unit 
No. 1--a portable convertible power drive which will con- 
vert his hand tools into power tools. Later, at moderate 
expense, he can buy unit No. 2 and build his power drive 
into the complete BEAVER Model-B '4 to 2-inch port- 
able pipe and bolt machine—and the only tool he will 
require is a wrench—and 15 minutes of time. 


A new bulletin completely describing the BEAVER 
Model-B is now ready for distribution. Please send for 
copies for your salesmen—the BEAVER Model-B has real 


sales possibilities because of its many exclusive advantages. 








either “self-contained” or “universal”; thread length indicator; hinged cone-type 

















Unit No. 1—A Power Drive! 


BEAVER Power Drives have been popular 
for nearly 20 years. bey convert band 
tools into power tools and are useful for 
many other odd jobs. The BEAVER 
Model-B_ Convertible Power Drive sells 
for $187.50—and at any later date can be 
converted into the complete Vg to 2-inch 
Pipe and Bolt Machine by the addition of 
unit No. 2 This feature will appeal to 
many of your prospects. 


BEAVER PIPE IQDLS 
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“We Sold 118 New Lubriplate 


Accounts in 5 Months” 
















7 Quick Facts About 


LUBRIPLATE LUBRICANTS 


writes T. W., Lewzs, President, 


Lewis Supply Co., Memphis, Tennessee 


“< E got our business the hard way. In every 

case we asked the plant superintendent to 
give Lubriplate lubricants the toughest lubricating 
job in his plant. And in every case we licked. the 
problem. 


“I've been in the industrial supply business for 33 
years and I’ve never taken on a line that has been 
more readily accepted or delivered such satisfactory 
results.” 


Why not let Lubriplate lubricants open the door to 
new business for you? Mr. Lewis’ 
experience is typical of the new 
sales volume and increased profits 
you can make. With Lubriplate 
you can offer scientifically correct 


1, Produces a wear resistant film on work- ; i ; 

* ing surfaces lubrication. Lubriplate takes you 
2. Resists rust corrosion and pitting out of competition with ordinary 
3. Lowers maintenance and power costs greases and oils. Your salesmen 
i, ‘tees teationcendanes can solicit tough lubricating prob- 

lems. And lick them. 
5. Outlasts innit lubricants wen times Study de? Quick ——— 
6. —— ee Se Lubriplate Lubricants. Then in- 
J. Available in fluid and grease types for vestigate the Lubriplate Fran- 





your every need 








chise. Write, wire or phone for 





complete details. 


“LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


NEWARK, N. J. * TOLEDO, OHIO *« DEALERS FROM COAST TO COAST 
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% Don't allow gaps in your power 
transmission equipment sales— get 
the business that is in your terri- 
tory — make good friends of your 
customers—keep going up in sales 
—make your selling effort count in 
terms of profit — sell Link - Belt 
power transmission equipment. 
Link-Belt is the line that works for you 
—that produces—that earns—that holds 
the confidence of industrial buyers. 
Investigate the sales possibilities this 
equipment offers you — get catalog — 
address Link-Belt Company, 2410 West 
18th Street, Chicago. 7393 
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Over Half 


Viewed 

















THERMOID 
DOUBLE WELD HOSE 
Two equal lengths of spe- 
cially constructed welding 
hose, bonded together to 
form a single unit. Split- 
ting beyond desired point 
is prevented by special 
clip. Saves time and 
confusion. No twisting ; 
or tangling. One red - anceere erect hon ssss3 
cover... one green Ot EL ELEORO seeeee 
cover for easy iden- —— ‘ é 
tification 
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THERMOID MULTIPLE-V BELTS 
Special construction gives a ‘‘shock-absorbing”’ 
action and eliminates practically all belt stretch. F L AT A in| DV 5 E L T S 
Extra high tensile cords and wear-resisting cover. 
HOSE - PACKINGS 


Thermoid Multiple-V Belts complete a line of 


belts that serve every transmission purpose. 
BRAKE LININGS 





a Century of Servic 
in the light of PROGRESS 





L- GRATIFYING to any manufacturer to look back on a record 
of more than fifty years of operation. But, before that record 
means anything to those who sell the manufacturer's products, 
it must be studied in the light of progress. 


Fifty-seven years to Thermoid have meant an accumulation of 
experience in the manufacture of better industrial rubber prod- 
ucts, better on the basis of proven performance. They have 
meant over a half a century of progress in terms of ability to 
serve every customer efficiently with a thoroughly complete 
line of products. 


During the last twelve months, for example, Thermoid has 
perfected and introduced these outstanding new products... 
Double Weld Hose... Multiple-V Belts .. . Gasoline Hose... 
Tank Truck Hose. 


Each of these is more than just another product. They represent 
the product quality that only sea- 
soned experience makes possible. 
-W THERMOID GASOLINE HOSE 
They represent Thermoid’s constant Neoprene tube resist 
aggressiveness in broadening the checking action of tun 
" 2 ighcar in stee wire pre- 
distributor's sales and profit possi- caiaaneeacialaneties 
bilities on the complete line of 


Thermoid Industrial Rubber Products. 


Thermoid 


THERMOID RUBBER 
DIVISION OF THERMOID COMPANY 


TRENTON, NEW JERSEY 





THERMOID 
TANK TRUCK HOSE 


Molded and braided 
construction. Special 
synthetic rubber tube. 
Extremely flexible for 


More than Half a Century of Progressive — | 4 Sense wats foes: 


moid’s line of hose 
one of the most com- 


Enaineerina and Product Development antsccio nen 





LERCOLA FLEX.O-MATIC LEBRICRTING SYSTEMS 


FLEX.O-MATIC FLEX-O-MATIC SLECTRIC LUBRIGUN 
AIRLINE LUBRIGUN Medel 1740 Ples-@ Moti Eiestrie Labeiqun ss vote 
OLb Copacny i a _ ia orkan orn Vaeiet 
Mode! (980 Pee O Mat: Atriine Lubeyur - 


FLEX-O-MATIC 
ELECTRIC LUBRIGUN : FLEX-O-MATIC AIRLINE LUBRIGUN 
3O-Le Copacity $00-Lb Drom Sire 


Medel 17%) Ten-O- Mate Airtime Lasbeigum © 5 be) 
Medel 1866 Mas O-Matie Eiectrie Lesbengun et ee fre 


argon sy ome 


LINCOLE ENGINEERING COMPANY - SQIBT LOUIS. me. LINCOLE ENGINEERING COMPRKY - SQIRT LOIS. MO. 


LINCOLN ENGINEERING COMPANY 


nn ee ee en ee 
GENERAL OFFICES, ST. LOUIS, MO FACTORIES: ST. LOUIS, MO.. DETROIT, MICH 


MILL SUPPLIES © MAY 1938 





























FASTER 


TURNOVER 
Than Any THOR TOOL 


Ever Offered 


Though the Thor U44 12” electric drill was an- 
nounced only 3 months ago, many distributors 
report that sales in the first quarter for this new 
tool have equalled their total half-inch drill sales 
for the entire year of 1937! Re-orders have come 
from every section of the country. Turnover... 
and profits .. . are greater than with any Thor 
tool ever introduced! 








This is action — dynamic sales action! Such a 
record is positive proof that the outstanding sell- 
ing advantages of small size and light weight 
have enabled the U44 to capture the biggest 
electric drill market. In addition, distributors 
featuring the U44 have enjoyed a substantial 
sales increase in other Thor tools as well. 

The same sales potential exists in your territory. i 
Thor sales cooperation will help you to find these pros- ye U 44 THE SMALLEST LIGHTEST 1% 
pects; and Thor tools will help you to sell them. Ask about a ELECTRIC ORILL EVER BUILT 
the Thor franchise and learn why “You Sell More... 
When You Sell Thor.” 











“WHERE TO SELL PORTABLE ELECTRIC TOOLS” 
A brand new book completely describing what electric tools 


INDEPENDENT PNEUMATIC TOOL CO. are used in a score of major industries will be furnished Mill 


, a Supply executives. Return this coupon with a request for 
600 West Jackson Boulevard © Chicago, Illinois a sufficient quantity for your entire sales organization. 


TOOL MAKERS hor; SINCE 1893 


PORTABLE ELECTRIC TOOLS 
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BRODERICK & BASCOM 
ROPE CO., St. Louis 


Factories: St. Louis, Seattle, Peoria. 


Branches: New York, Chicago, Seattle, 
Portland, Houston. 


Our Distributors Stick Because 
Of Our Unusual Cooperation 
And Service. 


I'm “Flex-Set” Preformed Yellow Strand 


My life line is long because long life has always been a char- 
acteristic of Broderick & Bascom Wire Ropes, of which | am 
the youngest and, if | do say it myself, the greatest of this 
great family. 

My steel wires are identical with those of regular Yellow 
Strand—wire that is made to Broderick & Bascom's own exact- 
ing specifications. The same infinite care is given to my 
manufacture. Where | differ is in this one respect, which 
accounts for my extra long life: 

At a critical point in my manufacture, my wires and strands 
are given the identical helical form they occupy throughout 
my long life. And here is the result: 

I'm more flexible—more easily handled and installed. I'm 
practically pre-broken in, which means that less time is 
required Selene | can work at full capacity and speed. I'm 
very resistant to drum kinking, crushing and fatigue, too. 

I'm the kind of wire rope that builds profitable repeat busi- 
ness for Distributors—the kind that makes a salesman's job 
easy. Put me to work making profits and easy sales for you. 


“FLEX-SET" PREFORMED 
YELLOW STRAND © x: 
( 


} 
y 
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DODGE manufactures a complete line 
of } 


. A TYPE AND oa FOR EVERY POWER 


=e 2 82 B22 6 = oe — mm wm © te 
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BRASIVE DUST ... excessive water ... acid 

fumes, high temperatures ... shock loads... 

high speeds . . . all are conditions presenting difficult 

problems to industrial operating executives. You as a 

Dodge distributor can offer effective and economical 

solutions for all of these problems . . . “the Right Drive 
for Every Job.” 


The Dodge line is not only complete in that it offers 
every appliance necessary for the mechanical transmis- 
sion of power but it also includes practically every type 


of every appliance to accommodate all service require- 
ments. 


Only Dodge distributors can offer this . . . therefore 
profit and prestige naturally come to you in return for 
this invaluable and unique service you are able to ren- 

der to the plants in your territory. 
DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA, JU. S. A. 


DOD 





























} not only offers its distrib- 


utors and their salesmen a com- 


copy of Dodge Rolling 
Write for it now 


Bearings Catalog 


plete line of transmission equipment— 
but pledges its support to them in 


developing and maintaining markets 


There ts Added Value 
in the Neme Dodge 


through promotion campaigns—and 
the production of sales literature, 





catalogs, exhibits, and a consistent 
advertising program carried on in 
leading business publications. This co- 
operation is helping the distributor 
realize the greatest possible return 
from his effort. 
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prelubricoted 


— Dodge advertis- 
ing—in the form of attention com- 


pelling two page spreads, appears 


MISHAWAKA, INDIANA, U.S.A 


”“ 


regularly in leading publications 


“ 


having wide industrial distribution 


This advertising forms a valu- 


DODGE MANUFACTURING CORPORATION 


able background for the selling ef- 
forts of Dodge distributors. 


oll factors thet couse heavy mainte- 
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Helping te make wall board from suger 


— fully descriptive of the 
Dodge line, as well as attractive, 
well illustrated bulletins are fur- 
nished in generous quantities with 
distributor's own imprint. 


—The Dodge 
Sales Promotion Department regu- 
larly carries on extensive and ef- 
fective direct-by-mail advertising 
in the interests of all distributors. 


— Dodge has available 
much interesting and instructive 
material for exhibits at national 
conventions as well as local shows, 
all designed to help sell Dodge 


transmission equipment. 
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G6 PORTABLE 
ELECTRIC GRINDERS 7 PORTABLE ELECTRIC 
SANDERS 


4 
BENCH GRINDERS 


<_e | 


3 DIE GRINDERS 


one DRIVERS AND WRENCHES 


NUT RUNNERS 














|lats 


fe Policy stated 


but not lived up to 
44 4/ . 
puts no Nuts” in your 


basket, Mr. Distributor 


Why beat around the bush—Bill- 
ings are not "kidding" you nor 
themselves. 





Selecting the minimum necessary number of 
aggressive distributors who can adequately 
service the territory and then working with 
and directing through these distributors, sales 
profitable in volume, spread and stock turn- 
over—that's Billings’ Selective Distributor 
Policy! 


If you believe in Selective Distribution—in 
profitable cooperative, Selective Distribution 
— it will cost you nothing to obtain the details 
of this plan—a plan that will help to fill your 
profit basket. 


A letter to us will do. 








THE BILLINGS & SPENCER COMPANY, HARTFORD, CONN. JU. S. A. : 
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| FEL TURED AT 
PITTSBURGH 
| 
= ) 
= = 
FEED HIM or 2 
KICK HIM OUT? 7 aN 
’ AM > 
H T PITTSBURGH .. . unseen, per ‘nae aE 1s(O) 
nt poe len, certainly. But there neverthe 
| af SS 
less, his black shadow hovering over the banquet 
hoard—the monstrous two-headed wolf, Reciprocity ~ ) The two headed wolf G 
It’s not that he is merely at the door. He has 
moved right in and joined the family. And now that of the supply business 
we’re gathered together in annual reunion we have —— 
our chanee to decide: Feed him or kick him out? 
About a year ago in these columns Lunkenheimer’= iflicts hie pai th on both 
David C. Jones called him our “step child,” a term ij / ‘5 ; 
that seems mild now, but which probably suited the manufactur 
then comparative mildness of the evil. Today’s eon at ONE AND THE SAME TIME! 
ditions, a contrast to those of last spring, have made 
it infinitely worse. aaa / 
Obviously when a territory develops serious anemia tgp APs. I ie it ke 6 
any distributor is strongly tempted to proposition Onn, 
his supply sources, no matter how remote they may oo 
be, for business. But wait! Before yielding to 
temptation, consider the consequences. 
When Distributor A goes into the territory of Dis 
tributor B and solicits the business of a manufacture: 
in that area, “because we buy a lot from you,” he 
hecomes a territory jumper of the first water. His of some value to him, sinee he has chosen them to do 
action is grossly unfair to Distributor B, whose bur his merchandising, he has something big to lose when 
den of overhead and stock-earrying is borne solely for he helps kick the props of strength and ethies out 
the convenienee of that manufacturer and others in from under those agencies. 
that market. A more immediate danger is the breakdown whieh 
Worse still, Distributor B is tempted to retaliate hits the buying and selling policies of his own or 
and go after the business of Distributor A, thereby vanization. His purchasing agent, his engineers and 
precipitating a dog fight. Both lose caste as legitimate maintenance men are flatly cheekmated. The operat 
distributors. And such warfare, projected to its ulti ing department is bound to suffer, and so, too, may 
mate conelusion, will mean the downfall of the stock the product in its turn. 
earrying distributor as we know him now. Instead In the light of these facets, the ease for our wolf is 
we shall have mere merehandise brokers of undeter worse than slim. His liabilities so heavily outweigh 
mined status, possessing questionable economic rights. his assets that there can be no hesitating over his 
As for the manufacturer who becomes a party to fate. 
the feeding of our two-headed wolf, his guilt is: no He must get from every distributor and every 
less. And ultimately he gets bitten with equal manufaeturer a convineing kick in the slats... and 
savagery. a determined command, “Get t’ hell out of here!” 
E Assuming that strong, ethical distributor outlets ar Reciprocity must go! 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 

* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reosonable a 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


» 


18 


Manufacturers of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 
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ft a bs2.. TRACK 





s Republic Distributors have a favored 
position in the race for increased sales and 
profits. With complete lines of the highest 
quality mechanical rubber products and 
with full cooperation instead of competi- 
tion from their source of supply, they have 
enjoyed bigger opportunities and are 
making the most of them. 

It is not unusual to hear of factory co- 
operation with distributors but it is impor- 
tant to emphasize that in its cooperative 
efforts, Republic goes all the way. There 
is no distributor who does not realize that 
such a strong manufacturer's policy gives 
him an inside track in building his me- 


chanical rubber business. 


LIC RUBBER 


OF LEE RUBBER AND 
R 


Division TIRE CORPORATION 
LEADERSHIP IN POLICY: PRODUCT AND PERFORMANCE 






YOUNGSTOWN, OHIO 
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SO THIS iS YOUR FIRST CONVENTION? 
Well, Rookie, you are in for an experience! And just so it won't 
be too harrowing, here are some tips to help you keep on as even a 
keel as possible—not that it will be possible, no matter how mich 
free advice you get in advance. 
IN THE FIRST PLACE don’t be stampeded by that big cow-boyisl 
bird with the ten-gallon hat and awesome six-shooter .. . 
Jack Dale (Briges-Weaver, Dallas) . and the so-ealled cannon is 
just a eap pistol in disguise . . . And don’t let his diminutive size kid 
you into thinking Pete Boylan (Wm. Pattison) is an easy guy to 
keep up with . . 
are through. 
BETTER STEER CLEAR of playing golf for $ $4 with Sam Conant 
(Sligo Iron Stores), Jim Beasley (Tidewater Supply), Rudy Orlob 
(Industrial Supphes), Guy Donahue (Stacy Supply), Walter Blun 
(Gieorgia Supply), Jack Parker (Moore-Handley) and ‘*Perly’’ Chase 
(Chase Parker). 


It’s only 


. He'll still be going to conventions long after you 


STEER CLEAR, TOO, of playing bridge for keeps with Lewis Tracy 
(Lewis E. Traey Co.), Arthur Yorke (Hansen & Yorke), Walter Pea- 
cock (Chas. Lewis Co.) . to name only a few... and a listing 
of the convention’s poker players who are not for you would eall 
for a lot more pages than this. 

Ik YOU GET TOUGH we can arrange to have your arguments arbi 
trated by ‘‘Jap’’ Williams (Chandler-Boyd) who regularly officiates 
at Pittsburgh fights and recently was here in New York for the Inte 
city Golden Gloves .. . Still & all we wouldn’t recommend taking 
picks on such fellows as Howard St. George (Shadbolt & Boyd). 
Walker Lewis (Lewis Supply), Carl Krueger (San Antonio Machine 
& Supply) Oscar Iber (0. [ber Co.), or Leo Gorton (Machine Tool & 
Supply Co.) . But if vou just want to be sociable, tag after Ray 
Neal (Rh. ©. Neal Co.) . He will shake more hands in three days 
than any two conventioneers. 


UNLESS YOU LIKE STORIES, better keep shy of Bill Bridges (Bull 


Sous) ... He has a million of ’em ... And here’s fair warning 
that Charlie Curtis (Western Iron Stores) will give Bill stiff compe 
tition this vear . . . Charlie’s just back from Florida where he landed 


an eight-and-a-half-foot hammerhead shark .. . It will be easy, too, 
if vou’re not eareful, to become enlisted as stooge for Sam Clark 
(Samuel Harris) ... Known to one and all as the convention's 
‘*Sam, the Old Aeeordion Man.”’ 


HORSES? As safe a place as any at a time like this... Maybe if 
you're lueky you ean climb aboard one of the many mounts stabled 
in Pittsburgh by Col. George Cherrington (Standard Machinists Sup 


ply) ... The Col. is erazy over ‘em. 
YOU MAY THINK you are a Beau Brummel fit te slay us ina 
sartorial way ... But wait until you size up Bill Given (Young & 


Vann) or Harold Pritchard (Root, Neal & Co.) before you start to 
lay bets on yourself... Harold is the Western type and his Stetson 
will overshadow Jack Dale's... Any other bets you want laid will 
he accepted by Frank Archer (Superior-Sterling) .. . Pennies 
matehed, coins flipped, eards eut. (Adv.) 

SCARED? . . . It sounds bad, but you'll survive, Rookie .. . And 
think of all you ean tell the grandehildren. J.J. W. 
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“Jap” Williams, Arbiter 
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Chas. Curtis and Fish 
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Horse by Col. Cherrington 
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10:00 A.M. Parlor B 
10:00 A.M. Parlor A 
SUNDAY 
May 8 10:00 A.M. Parlors E and F 
1:00 P.M. First Floor Lobby 
6:30 P.M. Blue Room 
9:00 A.M. Silver Room 
17th Floor 
10:00 A.M. Main Ballroom 
MONDAY 
May 9 12:30 P.M. Adonis Room 
2:00 P.M. 
6:30 P.M. Blue Room 
10:00 A.M. Cardinal Room 
10:00 A.M. Blue Room 
TUESDAY 10:00 A.M. Urban Room 
May 10 2:00 P.M. Main Ballroom 
6:30 P.M. Cocktail Bar 
7:30 P.M. Main Ballroom 
10:00 A.M. Cardinal Room 
WEDNESDAY 10:00 A.M. Blue Room 
May 11 10:00 A.M. Urban Room 
12:30 P.M. Main Ballroom 
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THOSE ATTENDING 
The SUBJECT NATIONAL | SOUTHERN | AMERICAN 
S&MDA S&MDA S&MMA 
Meeting, Executive Committee —— 
Meeting, Executive Committee — 
Meeting, Executive Committee eee 
Quen £ Reeictrati All All All 
ane OF See Members Members Members 
Joint Dj Executive Executive Executive 
pseadbctnanected Committee Committee Committee 
lia All All All 
nee Members Members Members 
a era All All All 
CE NA POny SSIOR Members Members Members 
New Members’ Luncheon Bn | 
Contact Period Trips to Industrial Plants All All All | 
Golf Tournament Members Members Members 
Past Presidents’ Dinner Association Past Presidents 
Opening Session ae | 
ry) j 
Opening Session eae 
Opening Session Ps. ae | 
Joint Session: “ More Profitable Distribution '’ — All All | All 
Five Playlets Members Members Members | 
Reception and Cocktail Party Sponsored by Pittsburgh All All All 
Convention Committee Members Members Members 
All All All 
Banquet, Entertainment, Dance Membeis Members Members 
| 
Closed Session > 
Chel Sins te | 
| Closed Session iinadlinaen | 
All | 
| Distributor Sales Clinic Maensbers | 
Joint Luncheon: Address by Benjamin F. Fairless; All All All 
Adjournment Members Members Members | 
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RUSSELL C. DUNCAN 


President, National Supply & 
Machinery Distributors’ 
Association 


Eleven years ago I was a manu- 
facturer. 

I employed factory salesmen, 
gave them two weeks instruction 
and, with that, sent them out to 
call on distributors and users and 
to tell about the product. 

I did not tell these factory men 
what to do to get the most out of 
their distributors. I did not in- 
struct them in the proper methods 
of conducting distributors’ sales 
meetings. I did not tell them how 
much more they could accomplish 
if they would always give distribu- 
tors advance notices of their com- 
ing. 

I did not tell them that dis- 
tributors . cooperated best with 
manufacturers having clean cut 
selling policies. 


Ten years ago I became a dis- 
tributor. I asked all manufactur- 
ers for larger territories than we 
actually covered properly. 

I looked upon my competitors as 
peculiar individuals whose main 
object was to tear down prices. 

I thought that the greatest 
opportunities were to be found in 
selling those products in which the 
competition had succeeded. 

Ten years ago I thought a trade 
association functioned primarily 
for the purpose of holding an 
annual convention. 


Today I look back upon those 
mistakes. 

With the adding of years comes 
added experience and with it a 
change in impressions and ideas. 
The older we become, the more we 
value that experience and the more 
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we enjoy the contacts with men 
of our industry who have profited 
with us by their errors and their 
good fortunes. 
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ROBERT S. PAGE 


President, Southern Supply & 
Machinery Distributors’ 
Association 


Having passed through the 
Depression of 1929 to ’34 and the 
Recession of the past six months, 
most of the supply distributors 
throughout the country should 
have learned a lesson in ‘“Mer- 
chandising.” But, from my obser- 
vation, such has not proved to be 
the case. Most of them are now 
operating in the red, and have 
been doing so for the four months 
of 1938. Apparently the only hope 
that most of them seem to have is 
to resort to tactics, with which 
we are all familiar—“sacrificing 
profits in order to build volume.” 
These practices will not bring 
them out of the red, but only tend 
to disrupt the entire industry. 

Every one in the industry knows 
of the vicious practices which have 
existed in the past; it is not 
necessary to restate them. The 
time has come when the supply 
distributors throughout the coun- 
try should rise up on their hind 
legs and obtain a “backbone of 
steel,” that in the coming months 
of ’38 we may so conduct our busi- 
ness as to overcome the losses of 
the first four months and enable 
us to close the year with a profit. 

“Volume without profit” is not 
the answer! I find that those 
houses which are doing a job of 
specialized selling are the ones 
that have not gone into the red 
during this Recession. 

Constructive planning and spe- 
cialized selling will eliminate the 
worst of our evils! 
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ROGER TEWKSBURY 


President, American Supply & 
Machinery Manufacturers’ 
Association 


Annually at the Triple Mill Sup- 
ply convention there is presented 
to the executives of the member 
companies of the three associa- 
tions the triple opportunity to 
enjoy a constructive program of 
intra-industry activities, to trans- 
act association business affecting 
each group and to meet each other 
“away from the desk.” 

Every gathering of human 
beings has its social side but the 
long life and large attendance of 
these triple conventions give mute 
evidence that they deserve their 
reputation as “working conven- 
tions.” For 1938 at Pittsburgh 
the program committees have 
planned a meeting that is filled 
with idea appeal and insures every 
serious-minded executive a mighty 
productive three days. The op- 
portunity available to manufactur- 
ing executives to contact the dis- 
tributing arm of their companies 
and the opportunity available to 
the distributing executive to place 
before the manufacturer his prob- 
lems, which are in reality their 
problems, is invaluable. 

Trite though it may be, mem- 
bers get out of their association 
connections just about what they 
put in. Old-timers in these three 
associations have seen whole busi- 
nesses practically made by the 
franchises developed through 
Association acquaintance. 

To newcomers to the convention 
there is promised a rare opportu- 
nity if they will but avail them- 
selves of it. The old guard may 
confidently be assured of the same 
high standard of convention activ- 
ities to which they have become 
accustomed. 
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A special study of an important merchandising subject ... presented 
as a part of the May (1938) Convention Issue of MILL SUPPLIES 





ORDER TAKING is not merely wending its 
way out of industrial distribution .. . It 
is being driven out by an intelligent job 
of sales planning now being performed 
through the teamwork of distributors 
and the manufacturers whose products 
they stock and sell. 

On the following 14 pages is presented 
a tabulation of a survey recently made by 
Mitu Supp.ies, which clearly proves this 
fact. The survey dug deeply into the 
field’s current merchandising practices. 
It incorporated questionnaires that went 
to 1,000 distributors, 1,000 salesmen, and 
to 400 manufacturers. In addition, field 
calls were made by Mitt Supp.ies edit- 
ors at supply houses in all parts of the 
country. Methods were studied, com- 


ments gleaned from the entire industry. 

Clearly the future advancement of in- 
dustrial distribution lies in the hands of 
those distributors and manufacturers 
who approach their sales task in an or- 
ganized way, and with a definite, work- 
able plan for carrying through to their 
objective. Needless to say, they, too, are 
the distributors and manufacturers who 
will attain the greatest success in the 
industry’s future ... for theirs will be a 
success based on soundness. 

This presentation is made that the 
reader may make his own study of the 
latest methods of building volume 
through organized planning, and adapt 
for his own use such principles outlined 
here as best meet his individual needs. 


This study contains information of vital interest to Distributors 
and their Salesmen, to Manufacturers and their Field Representatives 
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By JOHN J. WELCH 


Editor 


| # IS GENERALLY recognized 
that the distributor’s sales meet- 
ing is the jumping off place in our 
merchandising scheme - of - things, 
where planning is intended to be 
translated into action. Hence, in 
the MILL SUPPLIES study pre- 
sented here, attention is concen- 
trated on the mechanics of holding 
successful sales meetings. 
However, it is well first to con- 
sider those preliminary details of 





COMES 


OF 


AGE 


With the sales meeting as its focal point, a sound mer- 
chandising program springs from the keen planning of 
distributors and manufacturers to light the way toward 
a more stable, more profitable future for distribution 


executive procedure which appear 
to help raise the sales meeting’s 
efficiency in terms of subsequent 
orders. 

This question often arises: 
When a distributor has scores of 
products to sell, how does one 
product get featured billing at 
his meeting? 

Initiative in highlighting a 
product may be taken in two ways: 
Either by the manufacturer who, 


in surveying his market, selects 
those territories offering his major 
possibilities and takes steps to see 
that his product occupies a prom- 
inent part in the merchandising 
program of his distributors in 
those territories. Or, by the dis- 
tributor who surveys his own ter- 
ritory, determines what products 
offer the best potential in that 
area, then goes to the manufac- 
turers of those products to ask 





DO SALES MEETINGS HELP 


HOW OFTEN SHOULD 
SALES MEETINGS BE HELD? 





STIMULATE SALES? 


sy. 


bi 


YES 69 
NO 28 


In the “no” group are many 
houses operating in territo- 








Distributors Say: 


WEEKLY 49 
BI-WEEKLY 19 
*MONTHLY 6 
DAILY & SEMI-WEEKLY 2 
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yt) . ries covering hundreds of & i *Those voting for the month- 
square miles, where it is dif- ly meeting considered it a 
§ ficult to hold sales meetings BY more formal type of gather- 
2 7 at regular periods. ing—a planned “product 
, ‘ clinic”. 
Manutacturers Say: 
YES 4) Salesmen Say: 
NO 2 WEEKLY 39 
Salesmen Say: MONTHLY 30 
YES 76 SEMI-MONTHLY 6 
ra) *NO 3 : *YEARLY 2 
—S a 
*But only one “no” was pos- No * For men working far away 
™~, itive. eran 3" from headquarters. 
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their cooperation in organizing a 
selling plein and equipping his 
salesmen with ammunition to help 
them carry out that plan. 


Manufacturers Take Action 


Progressive organizations on 
both sides of the fence have made 
long strides in following the above 
outline during recent years. Lead- 
ing manufacturers are establish- 
ing more extensive facilities to 
be used in educating distribu- 
tors’ salesmen. Some have pre- 
pared costly educational motion 
pictures, display and demonstra- 
tion units, a few even establishing 
regional offices where distributor 
organizations may congregate for 
meetings. In addition, there is a 
pronounced effort on the part of 
the manufacturer to develop ways 


by the sales organization. In these 
houses, the plan is known to be 
making experts of the supply 
salesmen and at the same time 
greatly increasing the sale of 
products. 

Does such a program leave out 
in the cold those staple products 
not included in the distributor’s 
favored dozen or two specialties? 
True, it is too much to expect a 
distributor to stage a drive for 
some product which is also car- 
ried by nearly every one of his 
competitors, for the fruits of his 
missionary work are bound to be 
divided among those competitors. 
Yet it must be borne in mind that 
the by-product of any sound pro- 
gram for making men better sales- 
men of selected items is that it 
makes them fundamentally better 


salesmen of all other items which 
they handle. 

Because the experience of those 
distributors and manufacturers 
who have pioneered into this 
higher plan of merchandising has 
been almost universally a realiza- 
tion of higher profits and a 
sounder basis of operation, their 
lead is being followed by more 
and more of their contemporaries. 
Each individual must determine 
for himself just how much of such 
a program is meant for him, and 
how he can best apply it to his 
particular case. There seems every 
reason to believe, however, that 
cooperative specialization holds 
out the promise of considerable 
benefit to all distributors and all 
manufacturers alike and points 
the way to real stability. 


WHAT IS THE BEST TIME TO HOLD SALES MEETINGS? 


Distributors Say: 


Salesmen Say: 

















of presenting the product’s story 
so that it will catch the interest 
of and be understood by salesmen. 
In this respect, we find showman- 
ship making its appearance in a 
wide variety of ways. Under the 
leadership of these manufacturers 
the cut-and-dried sales meeting 
gives place to one that proves its 
ability to transmit enthusiasm to 
the selling staff. 


So Do Distributors 


On the other hand, many dis- 
tributors are seen to be more 
firmly than ever committed to a 
program of specialty selling. The 
hit-or-miss method of operation 
gives way to a program wherein a 
dozen or two products are given 
their regular turn to be featured 
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Said one salesman: “Between Christmas and New Year's” 





Distributors Say: 
A. eee ; 23 
B ..42 
EVEN RATING nar - ae 


WHICH GIVES THE MOST SELLING HELP? 


(A) Sales Meetings, or (B) Field Calls with Factory Man? 


Salesmen Say’ 


A. 35 
B 39 
EVEN RATING 7 











Distributors Say: 


YES 73 
NO 8 
NOT NECESSARILY 18 





SHOULD SALES MEETINGS BE FOLLOWED BY CALLS 
WITH THE FACTORY MAN? 


Manufacturers Say: 
YES 39 
NO 5 
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Tothe MANUFACTURER'S MAN whoasks: 





We asked distributors and their salesmen, “Why is it 
you don't get along with certain factory men?” ... Here 
are their actual comments .. . Do you plead guilty on 


any of these charges? 





Distributors said: 


and of time killing around the 


ing rash claims... Selling tac- 


office. tics that endanger our good 
1. They expect more selling time 4. Fail to keep appointments on relations with customers. 
than they are entitled to. time. 9. Exhibit a patronizing manner 
2. Cannot answer questions our 5. Careless of dress or speech. toward our salesmen. 
salesmen ask about their 6. Too big a hurry to get away. 10. Brag about how much they 
products. 7. Too much hot air. make or how few calls they 
3. Some are guilty of laziness, 8. High pressure selling . .. Mak- make . . . Causing discontent 





HOW MUCH NOTICE DO DISTRIBUTORS 
USUALLY GIVE THE MANUFACTURER 
IN REQUESTING ONE OF HIS MEN 
FOR A SALES MEETING? 


€. “y 37 GIVE 2 to 3 WEEKS 
> fea 21 GIVE 4 to 6 WEEKS 
me 11 GIVE 10 DAYS 


4 GIVE 3 to 8 WEEKS 
3 GIVE | to 6 MONTHS 


Ai rt 
HOW MUCH NOTICE 
DO MANUFACTURERS WANT? 








17 WANT 2 WEEKS 
11 WANT | MONTH 
8 WANT 3 WEEKS 
*6 WANT "A FEW DAYS AT LEAST" 
4 WANT | WEEK 
2 WANT 2 MONTHS 
tL 
a PAs, » *Most manufacturers. ex- 
e Lf pressed willingness to go 
a ; i anywhere at any time to 
4p help a distributor who seeks 


DO MANUFACTURERS GIVE ENOUGH 
COOPERATION TO DISTRIBUTORS 
IN PREPARING SALES MEETINGS? 


83 SAID “YES" 
NONE SAID "NO" 
3 SAID “YES AND NO" 
SUGGESTION: It is appreci- 


ated when the factory writes 
in advance to tell of its rep- 
resentative’s coming visit. 


DO DISTRIBUTORS GIVE ENOUGH 
COOPERATION TO MANUFACTURERS 
IN PREPARING SALES MEETINGS? 


40 SAID "YES" 
10 SAID "NO" 


SUGGESTION: The distributor 
can best help by laying the 
groundwork among his men, 
supplying them with advance 
literature and product infor- 
mation, seeing that the meet- 
ing is orderly and well at- 
tended. 


more information on the line. 
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among our men. 

11. Taking undue authority with 
our general office rules . . 
Belittling the practices, rules, 
regulations of our sales head. 

12. Not equipped to talk to a 
group... Inability to make 
that group enthusiastic. 


Salesmen said: 


1. Making promises to a cus- 
tomer without consulting the 
jobber salesman or office. 

2. Showing up without notice. 


Be you a member of a 


3. Wanting to make joint calls 
too frequently. 
4. Assuming an 


intimate ac- 
quaintance with your best 
customer at first call. 

5. Failure to remember that the 
lead furnished is my customer, 
first, last and always. 

6. Coming down to start work 
at 9:30 instead of 8 a.m. 

7. Being too persistent with the 
p.a. they see only once or twice 
a year Not considering 
that I must see him every week 
or two. 





8. Hogging the interview, dis- 
crediting the supply salesman. 

9. Talking over the supply sales- 
man’s head. 

10. Getting into arguments with 
customers. 

11. Showing obvious impatience 
when I take a few minutes to 
discuss regular business with 
a customer. 

12. Double dealing. 

13. Inability to answer customer's 
technical questions. 

14. Unnecessarily knocking com- 
petitors. 


distributgr © organization or a manufacturer's 


representative, you'll get the ‘most—out of your mutual relations 
if you contribute yew share ofthe teamwork 
=. 


a eS 


~ 
s 


“Tae” 


PLAY BALL! 


THESE SUGGESTIONS are based 
on a consensus of opinion derived 
from all three groups—distribu- 
tors, salesmen and manufacturers 
—who were covered by the MILL 
SUPPLIES questionnaire . . . They 
are intended to help members of 
each group become better coopera- 
tors and get results from their ed- 
ucational and missionary work. 


The Distributor Executive 


When you receive word of the 
impending visit of a manufac- 
turer’s man, try to develop a pro- 
gram to secure the best possible 
returns from the opportunity. If 
the time of the visit is not favora- 
ble to all concerned, notify the 
manufacturer’s man immediately. 





Distributors Say: 


YES 
- NO 
YES & NO 
- ONE Sal: 


es meetings.” 


Salesmen Say: 
YES 
NO 
YES & NO 





IS THE AVERAGE MANUFACTURER'S 
REPRESENTATIVE CAPABLE OF INSPIRING 
ENTHUSIASM FOR SELLING YOUR LINE? 


“Yes, because we 
invite only the best to our 


ANOTHER SAID: 
them recognize the import- 
ance of their duty to inspire.” 


If the calls of a manufacturer’s 
missionary man become too fre- 
quent, try to reach an agreement 
with the manufacturer on a defi- 
nite, limited program. 

Schedule your salesmen  defi- 
nitely for work with the manufac- 
turer’s man—Jones on Monday, 
Smith on Tuesday. Instruct your 
salesmen to pick out good pros- 





TYPE |—The 
57 
23 
17 


“Too few of 


48 | FAVORED TYPE | AS A WEEKLY MEETING AND TYPE 2 
22 AS A MONTHLY MEETING. 
9 








WHAT TYPE OF SALES MEETING DO YOU 
CONSIDER MOST PRODUCTIVE? 


"Question and Answer” 
TYPE 2—Meetings that discuss a specific product 
TYPE 3—The inspirational or " 


10 FAVORED TYPES | & 2 IN SAME MEETING 


type 
—FAVORED BY 54 DISTRIBUTORS 
—FAVORED BY 67 DISTRIBUTORS 


pep talk" type 
—FAVORED BY 8 DISTRIBUTORS 
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calls to be 


pects for the joint 
made. Impress upon the men the 
value to be derived from these 
calls with the manufacturer’s man 
and strive to arouse their en- 


thusiasm for their work with 
him. 

Try to avoid sending manufac- 
turers’ men out alone on calls to 
your customers. If they do make 
calls alone, they become sales- 
men rather than missionary men 
or visiting “authorities”; you pass 
up excellent opportunities for 
your salesmen to educate them- 
selves on the line by watching the 
manufacturer’s man in action; 
you may fail to properly identify 
the line with your house. If, how- 
ever, it is necessary to send the 
manufacturer’s man out alone, be 
sure to secure the proper entree 
for him and otherwise pave the 
way for him. 

If the manufacturer’s man is to 
preside over a sales meeting on 
your line, do everything possible 
to cooperate with him in arrang- 
ing it. See that your men are 
notified to be on hand. (It is 
recommended that you broaden the 
attendance at your meeting to 
include telephone and counter 
salesmen, order clerks, stock men 
and others to whom knowledge of 
the line will prove valuable, if this 
is not already your practice.) If 
the manufacturer asks your men 
to submit questions in advance or 
to try to answer questions he sub- 


mits ahead of time, see to it that 
they do it. 

Try to have your men avoid 
“parties” the night before a meet- 
ing, so they will be fresh and at- 
tentive. Give your assistance to 
the manufacturer’s man in en- 
couraging questions and experi- 
ences from your men. 

The manufacturer is your part- 
ner. Everything his representa- 
tives do to make your men better 
salesmen on his line means greater 
profits for you as well as for him. 
Play ball with him. 


The Manufacturer's 
Representative 


Give the distributor at least a 
week’s notice of your intention to 
visit him. Don’t make your visits 
too frequent. 

If you conduct a sales meeting, 
be prepared. Advise the distribu- 
tor well in advance of any help 
you may want from him. Have 
your talk well. organized, be sure 
it is interesting. Talk a language 
the salesmen will understand. 
Don’t assume they know as much 
about your line as you do. 

Give demonstrations, if possible, 
or use other “stunts” to keep 
your audience on its toes. En- 
courage questions. Answer all of 
them fully, no matter how trivial 
they appear to be. 

Don’t make unreasonable de- 
mands of the distributor or his 


men. Remember they have many 
other lines to sell. 

Let the distributor’s salesman 
take the “lead” on your calls with 
him. If you are asked to make 
calls alone, identify yourself defi- 
nitely with your distributor. He 
must carry on where you leave 
off. Pass along “leads” you obtain 
for sales of his other lines on 
such calls. 

Sell yourself to the entire dis- 
tributor organization. Make them 
like you. There is no telling how 
much business that factor alone 
will bring to your company. 
Above all—Don’t adopt a superior 
attitude toward the distributor’s 
salesman. He may not be the 
specialist you are on the line. But, 
selling all the lines he does, he 
may be a darn sight better 
“family doctor’ than you are. 

Answer patiently all questions 
asked by distributors’ salesmen 
while you are traveling with them. 
If it will help your companion, 
explain why you do this or say 
that on your calls on his cus- 
tomers. 

Look for the salesmen in the 
distributor organization who seem 
to have a particular liking for 
your line, and cultivate them. 
Make them your “ambassadors” in 
your absence—the distributors’ 
experts on your products. 

Remember your firm and the 
distributor are partners. By pull- 
ing together, you can attain sales 





*Toe,” 


results.” 


YOU HOLD? 


Their comments: “This 


would be Utopia” 


“We render questionnaires 


“They usually do their 
studying after their inter- 
est has been aroused at the 
meeting.” 





ARE DISTRIBUTOR SALES 
MEETINGS IMPROVING? 
*31 MANUFACTURERS SAID "YES" 
12 MANUFACTURERS SAID "NO" 
they said, “because 
we have built a type of pre- 
sentation that helps them get 


WOULD IT HELP IF SALESMEN STUDIED 
YOUR PRODUCT THOROUGHLY IN 
ADVANCE OF THE MEETINGS 


*4| MANUFACTURERS SAID "YES" 
**3 MANUFACTURERS SAID ''NO" 


in advance of the meeting.” ¢ 








MUST YOU “SELL” THE DISTRIBUTOR 
ON LETTING ONE OF YOUR MEN 
CONDUCT A MEETING? 


21 MANUFACTURERS SAID "YES" 
*28 MANUFACTURERS SAID "NO" 


“No, not the better jobbers” — “Not if you 
have something interesting to offer.” 


WOULD YOU EXPEND GREATER EFFORTS 
ALONG THIS LINE IF THE DEMAND 
WERE GREATER? 


31 MANUFACTURERS SAID, "YES, WE WOULD!" 
a® 8 MANUFACTURERS SAID, ''WE'RE DOING 


EVERYTHING WE 
POSSIBLY CAN 
RIGHT NOW." 
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success—and profits—on your line, 
which is really the goal for both 
of you. 


The Distributor’s 
Salesman 


The manufacturer’s represen- 
tative works with you to give 
you the benefit of his knowledge 
on his line so that you may sell 
more of his goods. 

You don’t have to neglect your 
other lines because he is with you. 
Have an understanding with him 
that you will give him the sig- 
nal when he is to “take the 
floor.” Then you can discuss your 
other business with the customer 
before giving way to your com- 
panion. 

When you are assigned a period 
during which you are to work 
with a manufacturer’s man, lay 
out a program that will take 
him to the best prospects on his 
line in your territory, to plants 
where problems have arisen in 
connection with his line. 

Arrange wherever possible for 
him to see the “right man’. If 
he is properly “built up” before- 
hand, or in your introduction, as 
an expert on his line, the average 
customer will feel complimented 
by his call and will discuss his 
line, its applications and his own 
problems “with his hair down”. 


Listen attentively while the 
manufacturer’s man discusses his 
line and answers the customer’s 
questions. You can gain a great 
deal of knowledge from so doing. 
If you don’t understand why he 
said or did something, ask him 
about it en route to the next call. 

Take advantage of your time 
with the manufacturer’s man to 
discuss the problems you have 
met in selling his line. Ask him 
what he would have done under 
such and such circumstances. Go 
after him for all the practical 
sales information you can get out 
of him. 

If a sales meeting is held on a 
manufacturer’s line, go there alert 
and determined to get all the 
knowledge out of it you can. If 
you are asked to send in questions 
in advance, do so. Likewise, if you 
are requested to do some studying 
on the line prior to the meeting, 
comply with the request if you 
possibly can. 

Don’t hesitate to ask questions 
at the meeting. Such questions 
frequently lead to discussions that 
are beneficial to all. A great deal 
may also be gained from citing 
experiences in selling the line, 
bringing up problems put to you 
by your customers. All in all, 
throw yourself heartily into the 
spirit of the meeting. You’ll get 
out of it just what you put into it. 





OTHER FACTS ABOUT 
SALES MEETINGS 


Before the Meeting: Many distributors confess they 
do not give much attention to priming salesmen 
with information before a meeting is to be held, | 
but most agree that this plan has high merits. 
Those who do follow such a plan either (1) provide 
their men with ample literature about the product 
to be discussed, or, (2) submit a list of questions 
which the salesman should be able to answer at 
the meeting. 


Inside and Telephone Salesmen: The commonest 
plan for imparting sales meeting information to 
counter, inside and telephone salesmen is to have 
them attend regular meetings. This is not always 
feasible, so special meetings may be held. They 
may be kept posted by the department manager 
or by bulletin board notices (which each man is 
required to sign). Many distributors ask the factory 
man to devote some time to these men. In all 
cases, it is considered highly important that they 
have access to all the information about products 
that other salesmen have. 


Salesmen Conducting Meetings: Most distributors 
declare this idea is impractical because, ‘The sales- 
men seem to be ill at ease,” or, “It requires author- 
ity to direct”. Yet, a good ber of h do 
use this plan and believe in it because it demands 
research work on the part of each salesman, quick- 
ens their interest and improves their knowledge. 





Daily Morning Meetings: The consensus of distribu- 
tors polled is that, except in individual cases, daily 
meetings held each morning are not practical. 
Interruptions, the need for getting salesmen out on 
the territory early, the fact that there is not always 
definite business to be taken up are given as rea- 
sons. Houses operating in small territories were the 
main advocates of this plan. Some of these ex- 
pressed enthusiasm for it. 





27 MANUFACTURERS SAID "YES". 
*7 MANUFACTURERS SAID "NO". 





DO YOU PICK OUT DISTRIBUTORS 
WHO SHOULD BE LEADERS IN THE SALE 
OF YOUR PRODUCT AND HELP THEM 
CONDUCT SALES MEETINGS? 





5 MANUFACTURERS SAID "WE ARE WILLING 
TO WORK WITH 
ANYONE INTER- 


ESTED IN PUSHING 

OUR LINE.” 
*“Generally the leaders take initiative 
in this” — “Must admit there is not enough 


attention to this on our part.” 








HAVE YOU SOME MATERIAL 
ALREADY PREPARED FOR PRESENTATION 
AT DISTRIBUTORS’ SALES MEETINGS? 


36 MANUFACTURERS SAID "YES" 
4 MANUFACTURERS SAID "NO" 


DO YOU GET SUFFICIENT CALLS 
FROM DISTRIBUTORS 
FOR THIS MATERIAL? 


20 MANUFACTURERS SAID "NO!" 
*11 MANUFACTURERS SAID "YES." 


‘And, said one, “At certain times we must 
lay out an exact advance schedule in order 
to serve the greatest number of requests.” 
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Here are field reports on a wide variety of distributor 
meetings ... as scouted by Mill Supplies editors ... who 
covered most sections of the entire country in their effort 
to picture the many ways in which individual houses 
are boosting volume through organized drives for sales 


“Make It Snappy.” Is Sales Meeting Philosophy at 
Buhl Sons, Detroit 


GREAT deal can be accom- 

plished in a short time if a 
sales meeting is planned that way. 
At a recent regular Saturday 
morning session of the industrial 
sales organization of the Buhl 
Sons Co., Detroit, William P. 
Bridges, industrial sales manager, 
talked “heart-to-heart” with his 


men. General business conditions 
and sales efforts to meet them, 
slow moving lines, customers, new 
consideration, 
manufac- 


products up for 


communications from 
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turers were discussed with infor- 
mality. 

S. D. MeNulty, of S. C. Johnson 
& Son, then discussed sales points 
on his company’s line of floor fin- 
ish and its markets, fully answer- 
ing all questions of the Buhl sales- 
men. 

Walter Gibbs, American Screw 
Co., pointed out the characteristics 
of his firm’s line (using samples 
for demonstration) described mar- 
kets, provided sales arguments and 
touched upon the advertising cam- 


Walter Gibbs (Ameri- 
can Screw Co.) ad- 
dresses one of those 
snappy sales meetings 
of Buhl Sons, Detroit. 
Back of him is seen 
William T. Bridges, 
Buhl’s industrial 

manager 


sales 
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paign for introducing these screws 
as well as the educational pro- 
gram being sponsored on the Phil- 
lips recessed head. Many questions 
were asked by the listeners and 
freely answered by Mr. Gibbs. 

A large “treatment” of sales 
medicine indeed—yet the entire 
meeting probably did not last 
longer than an hour and a half. 


Big Territories 
Mean Fewer Meetings 


OR THE house having sales- 
men who operate in wide- 
spread territories far from home 
headquarters, frequent sales meet- 
ings are not feasible and the an- 
nual gathering is usually much 
more practical. Here’s how it is 
done by the Thomson-Diggs Co., 
Sacramento, Cal. ‘We hold only 
one meeting a year,” says A. E. 
Goddard, T-D sales manager, “and 
that is during the three days im- 
mediately after Christmas. We 
have all the men in, and have a 
few of the manufacturers’ repre- 
sentatives address us on the ma- 
jor lines. Every talk is limited 
to half an hour, then the meeting 
is thrown open to genera] discus- 
sion of the line. The men seem 
to get the most meat out of these 
discussions. 
“We are strong for the theory 
of selling lines rather than sell- 
















ing items of merchandise,” he 
added. “The holiday meeting 
serves to get the men enthused 
over the major lines and raise 
enough steam to carry through 
for a long time during the coming 
year. As preparation for this 
meeting, through the year each 
man sends in ideas, suggestions 
and criticisms having to do with 
any phase of our sales work or 
policies. These suggestions pile 





A. E. GODDARD 


up and provide us with ammuni- 
tion to make a good start on the 
program for the meeting.” 

To keep the ball rolling through 
the year, field work with the man- 
ufacturer’s representative is 
highly essential for houses of this 
type, according to Mr. Goddard. 
“It is in the field that I think 
the educational work can be done 
to best advantage,” he said. “I 
go out with the men myself, some- 
times alone, sometimes with a 
representative on one of the ma- 
jor lines. It is not our purpose 
to visit customers and help the 
men sign up orders. They are 
capable of doing that themselves. 
But there is a lot in the way of 
information and suggestions re- 


garding both the products and the 
territorial trade conditions that 
we can thrash out with the sales- 
men. Naturally they can absorb 
and retain more in this way than 
they can when they are stuffed 
at a sales meeting.” 


Sales Drive Plan Laid 
Out Well In Advance 


LTHOUGH he still feels that 
his series of “question-and- 
answer” type sales meetings held 
some time ago were the most suc- 
cessful sales builders he has yet 
tried, Vance C. Boyd, sales man- 
ager of Standard-Shannon Co., 
Philadelphia, is currently holding 
a series of “super-collossal” sup- 
per meetings for his men twice 
each month. 
“The ‘super’ indicates the super 
possibilities of what can be done 
by pushing the product selected 








for specialization,” says Mr. Boyd. 
“And ‘collossal’ is the mistake we 
make in not pushing it.” The 
series of meetings will run to May 
20. 

Plans for the meetings were 
laid out well in advance with each 
manufacturer helping with the ar- 
rangement for the clinic on his 
own product. 

At the meeting, the factory rep- 
resentative is given every oppor- 
tunity to describe the sales points 
of his product in full. Afterward, 
salesmen are invited to fire ques- 
tions at will. Often the meetings 
last until well toward midnight, so 
interested are the men. Mr. Boyd 
officiates and keeps the meeting 
on an informal plane. When the 
speaker inclines to become too 
technical, he finds himself inter- 
rupted and asked to “say that all 
over again in words that make 
sense to us”. 

For a period after the meeting, 


Charles Trott (center), Jack Mathe (at his right), both of Parker-Kalon, sit 

in with Vance Boyd (Mr. Trott's left) and the Standard-Shannon crew in 

Philadelphia for one of those “super-collossal" meetings that are proving so 
successful for this house 





seven topics in this order: 
. HOW THE PRODUCT IS USED. 
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TIVE LINES. 
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7. MANUFACTURING FACILITIES 





Distributors and salesmen listed 


. WHERE THE PRODUCT CAN BE SOLD. 

. HOW THE PRODUCT CAN BE SOLD. 

. HOW THE PRODUCT IS MADE. 

. HOW THE PRODUCT COMPARES WITH COMPETI- 


. SIZE AND REPUTATION OF MANUFACTURER. 


WHAT POINTS SHOULD BE STRESSED IN PRODUCT SALES MEETINGS? 


Manufacturers listed 
seven topics in this order: 


wf. wry = 


TIVE LINES. 


o 


. WHERE THE PRODUCT CAN BE SOLD. 

. HOW THE PRODUCT IS USED. 

. HOW THE PRODUCT CAN BE SOLD. 

. HOW THE PRODUCT IS MADE. 

. HOW THE PRODUCT COMPARES WITH COMPETI- 


. SIZE AND REPUTATION OF MANUFACTURER. 
7. MANUFACTURING FACILITIES. 
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the sales force then takes to the 
field on a concentrated drive for 
business on the line that was given 


the spotlight. The men are en- 
couraged to seek out and suggest 


new and unusual applications for 
the product, and to try hard to 
“crack” prospects who have not 
yet been purchasers of the line, but 
should he. 


Court Session Brings Out Answers to 
Questions on Products at Duncan Co. 


“HEAR YE! Hear ye! Duncan 
Court is now in session.” 
This familiar chant in the sten- 
torian tones of the “bailif” herald 
the regular monthly sales meeting 
of the R. C. Duncan Co., Minne- 
apolis. 

Dinner over, the table cleared, 
“Judge” Homer Childs, treasurer 
of the firm, ascends to “the bench,” 
assembles the “sound effects” and 
spreads the score sheets before 
him. A sealed question box is set 
in place. And the first Duncan man 
is summoned, ordered to extract 
three questions and answer them 
forthwith. 

If the first question he draws is: 

“What does it mean when we 
say sheet copper is annealed?” 
and he answers: 

“Annealing means a final heat 
treatment to remove the hardness 
acquired from rolling.” 

—Mr. Childs sets off his siren, 
and marks a point for the man 
“on trial.” 

Again, if he answers the ques- 
tion: “What is a brass compres- 
sion coupling?” by saying—‘‘A 
form of fitting which is used with 
copper tubing. It is termed ‘com- 
pression’ because a band com- 
presses around the tubing to in- 
sure a_ tight compression”—or 
words to that effect, Mr. Childs 
once more sets off the siren and 
gives the man a credit mark. 

BUT—if he doesn’t know the 
answer to “Why is a National 
yo drill like a skinny girl?” 

” 30th have straight shanks’”’) 
he “razzberry” shrieks loudly, 
and the “man on the spot” is 
marked for an error. 

Three questions each man 
tackles, then he sits down. Later 
in the evening he is called upon 
to answer three more. At the end 
of the evening, the score of each 
man is announced, 

Questions cover facts 
products, 


about 
general salesmanship, 
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company policy, credit, any fea- 
ture: of the business which may 
affect the sales organization. 
Some contain an element of humor 
to keep the meeting from becom- 
ing too formal. They were orig- 
inally compiled by the executives 
only, but salesmen and the others 
attending became so _ interested 
that they commenced dropping 
questions into the box. 

These “Duncan Court” meetings 
are entirely aside from especially 
arranged meetings held on Satur- 
day mornings with manufacturers’ 
men. No manufacturers’ men al- 
lowed in “Duncan Court.” It is 
strictly a company affair, attended 
by executives, outside salesmen, 
city desk and warehouse man. 

There is, of course, a lot of fun 
to the meetings, but there is plenty 
of serious education in them, too, 
and the men greatly like the sys- 
tem, in the opinion of “Russ” 
Duncan, who conceived the idea, is 
an enthusiastic worker in carry- 
ing it out, and acts as Court Bailiff 
at the sessions. 

Some typical questions asked in 
“Duncan Court” are: 


Q. What does “B & S” mean in 


regard to sheet copper? 


. Brown & Sharpe gage. 
. How do you vary the speed of 


the quills on a Dumore #5 
grinder? 


. Change the pulleys according 


to the instruction plate on 
the motor. 


Q. Is the abrasive used on Light- 


ening Metalite Cloth mined? 


A. No. It is manufactured abra- 


© > 


.Is this correct: 


sive of the same type used in 
grinding wheels. 


. What employee of your com- 


pany used to connect gas 
stoves for a gas company? 


. R. C. Duncan. 
. Why does a wet chemical fire 


extinguisher throw a stream 
forty feet when upside down? 


. The chemical reaction of the 


soda (mixed with water) and 
the sulphuric acid produces 
this pressure. 


. Why is a Tom Collins like Val- 


dura Paint? 


. Both contain plenty of Tung 


Oil. 


. Is there any value to a firm to 


have truck drivers who are 
courteous? 


. Yes—Being discourteous gives 


the whole firm a black eye 
and, you never can tell, some 
day the fellow in the other 
car may be one of our best 
customers, 

A salesman 
should be more interested in 
the collection of an account 
than the credit manager. 


. He should be. If a customer 


doesn’t pay he stops sending 
orders. 
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T. J. "Ted" Belling, Black & Decker branch manager in Chicago, is seen here 
in a typical B & D clinic sales meeting with a group of distributor salesmen. 
First three months of the year saw the Chicago B & D branch alone give sales 
information to 250 jobber salesmen, as well as holding meetings outside the 
city. The firm has installed complete clinic rooms such as this one in most of 
its branch offices. Meetings include a complete demonstration and talk by 
branch manager or salesman. Afterward, each man gets a chance to operate 
and demonstrate the tool under actual conditions. At times representatives 
of other manufacturers are invited in to supplement the meeting with informa- 
tion on related lines 


Advance Questions Prepare W.I.S. 
Men for Sales Meeting Quizzes 


WO WEEKS before a sales 
meeting is held at the West- 
ern Iron Stores Co., Milwaukee, 
each man who is to attend receives 
a set of questions provided by the 
manufacturer. It is his job, then, 
to look up the answers in catalogs 
and other literature issued by the 
manufacturer—if he doesn’t al- 
ready know them. When the meet- 
ing convenes, the questions are 
asked and the men given an oppor- 
tunity to answer them. When all 
replies are in, the answers pro- 
vided by the manufacturer are 
read—and at the end of the meet- 
ing each man is provided with a 
set of the manufacturer’s answers. 
Sales meetings of Western Iron 
Stores are held on the first Friday 
evening of each month. Every 
man in the organization is wel- 
come to sit in. At a typical meet- 
ing on April 1, there were execu- 
tives, outside salesmen, telephone 
and counter salesmen, office work- 
ers, order clerks and stock room 
employes. This interest is nat- 
ural because of Western Iron 
Stores’ “work up” system of pro- 
motions. 
At each meeting one manufac- 
turer’s line is discussed by a fac- 
tory representative. At the April 


1 session, set screws manufactured 
by the Mac-It Parts Co., were fea- 
tured. W. W. Ethier, vice-presi- 
dent and general manager of 
W.I.S., presided, assisted by J. O. 
Smith, sales manager. Following 
an interesting and inspirational 
talk by Charles E. Curtis, presi- 
dent of W. I. S., on plus thinking 





and salesmanship as opposed to 
minus, H. E. Warren, vice-presi- 
dent and general manager of Mac- 
It, gave his “background” talk. 

Then the questions and answers 
began popping. Interesting to note 
was the number of correct answers 
given by members of the organ- 
ization, the number of different 
men volunteering answers, the 
keen knowledge of the line dis- 
played by youthful members of the 
group, as well as the questions 
asked the manufacturer from the 
floor. The product stressed at the 
monthly meeting then becomes 
subject of an intensive sales drive 
during the following month. Ac- 
cording to W. W. Ethier, vice- 
president and general manager, 
the effects of the meeting are re- 
flected in sales of the product not 
only during the month but for 
several months after. 


Ulmer’s 5-Point Plan 
For Sales Concentration 


WELL ORGANIZED plan of 
sales specialization which 
uses the sales meeting as its hub 
is helping the Theo. C. Ulmer Co., 
Philadelphia, entrench itself more 
firmly in its trading area. Here 
is the outline of the plan, as fur- 
nished by Sales Manager George 
D. Knapp: 

The object of this campaign is 
to endeavor to: (1) Concentrate 
our selling efforts on certain lines 
that require more sales effort than 
the regular run. (2) Increase the 
knowledge of our entire organ- 





While salesmen of Western Iron Stores Co., Milwaukee, lean forward and 
register keen interest, H. E. Warren, vice-president and general manager of 
Mac-It Parts Co., explains a test for Mac-It set screws. At his right is G. E. 


Ekstrom, Mac-lt's western manager. 


Seated at desk are J. O. Smith and 


W. W. Ethier of W-I-S 
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ization on such lines. (3) Give 
the manufacturers of specialty 
items the sales efforts and results 
to which they are entitled. (4) 
Sell our customers the lines on 
which we have the best factory 
connections and, carry the most 
stock, rather than sell whatever is 
asked for. (5) By taking a few 
selected items each month, and 
making a concentrated effort to 
bring these items before our cus- 
tomers during that time, we can 
impress customers more deeply 
with the lines we are pushing. 
Each month there will be se- 
lected three items for specializa- 
tion the following month. Prizes 
or special commissions are offered 
who lead in the sale of these lines 


during the month. A_ regular 
monthly sales meeting will be 
held. For each meeting three 


speakers from the Ulmer organ- 
ization will be heard. Each speaker 


is assigned a topic and expected to 
talk about ten minutes. At this 
meeting, prizes and commissions 
to the winners of the previous 
month’s contest will be awarded. 
In addition, the meeting is 
thrown open for a general discus- 
sion of business conditions, com- 
petition and suggestions. From 
time to time, as new lines are 
taken on or the group desires to 
polish up on lines that have been 
previously discussed, special pro- 
grams will be arranged by having 
factory representatives present. 
“We do not expect to take a line 
which we now are not moving and 
make it our biggest seller in a 
month,” Mr. Knapp told his staff, 
in announcing the plan. “But we 
believe you will agree with us that 
this concentration will increase 
our sales on that line, or it will 
show us that the line is not 
profitable for us to handle.” 


Demonstrations Prove Their Worth 
In Schooling Salesmen on Products 


YPICAL of the 
which are helping Skilsaw 
distributors build electric tool 


sales was the one held Monday 
evening, March 14, at the Keystone 
Hotel in Pittsburgh for members 





Ernest R. Sesto, salesman of Joseph 
Woodwell Co., Pittsburgh, operates a 
Skilsaw portable electric saw while F. M. 
Goodman, Skilsaw district representative, 
holds the material and "kibitzes” 
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meetings 


of the Joseph Woodwell Co.’s sales 
staff. This meeting was prelude to 
a 60-day drive on Skilsaw prod- 
ucts. Thirty-four Woodwell men 
sat in at the session, at which 
E. W. Ristau, Skilsaw vice-presi- 
dent and sales manager, and F. M. 
Goodman, district representative, 
officiated. Skilsaw products were 
discussed thoroughly, tools demon- 
strated, questions answered in full. 


The Woodwell staff was adequately 
equipped to go after business ener- 
getically in the ensuing “big push.” 
Normally Woodwell sales meetings 
are held on Saturday mornings in 
the company’s offices. 


It Pays to Keep 
Meeting-Time Limited 


BIG ELECTRIC clock in the 

sales conference room assures 
salesmen of the Hardware & Sup- 
ply Co., Akron, that their meet- 
ings will not run over the one 
hour time limit set for them. De- 
pending on circumstances, meet- 
ings are held once or twice each 
month. On special occasions, 
such as the recent visit by Yale 
& Towne representatives when 
the group dined at a local hotel 
and witnessed an educational film 
on hoisting equipment, this sched- 
ule is varied. Regular meetings 
are held in the evening, attended 
by outside, telephone and service 
floor salesmen, plus the two or 
three top men of the order depart- 
ment. Sometimes manufacturers’ 
men discuss their lines at these 
meetings. At other times Hard- 
ware & Supply salesmen are given 
the assignment of leading the 
discussion on certain lines. In 
this event, the selected salesman 
is given plenty of advance notice 
so that he can well prepare for the 
task. The firm has been known 
to send salesmen scheduled for 


That big electric clock sees that regular meetings of Hardware & Supply, 

Akron, are limited to one hour only. Here W. K. Favinger, a salesman of the 

organization, is seen discussing hoists and their application with his fellow 
knights of the brief case 
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such talks on trips to the manu- 
facturer’s plant, where they have 
not only equipped themselves to 
present exceptionally good discus- 
sions but have qualified them- 
selves as specialists on the partic- 
ular lines in question. 


Strelinger Stresses Two 
Kinds of Meetings 


’ O IMPORTANT is the sales 

meeting considered as a fac- 
tor in developing planned selling 
for the Chas. A. Strelinger Co., 
Detroit, that “internal” sessions 
are held weekly and gatherings 
presided over by manufacturers’ 
men are staged on the average of 
once a month. 

The weekly internal meetings 
are held on Saturday mornings 
and are attended by the entire out- 
side sales organization—city and 
state—and department managers. 
These are open forums. Current 
conditions in the field are dis- 
cussed. Information about cus- 
tomers is exchanged between sales- 
men and department heads. New 
products receive sales stimulation. 
And always there is an educational 
feature—some_ product being 
analyzed thoroughly. 

Sometimes a department head 
leads the product discussion— 
C. B. Kershaw, manager of the 
mill supply department, or E. C. 
sockstahler, supply sales manager, 
if it’s a supply item; H. W. 
Cowan, manager of the machine 
tool department, if it’s an item in 
his department. On occasion, how- 
ever, a field salesman is assigned 
the “lead.” He is notified well in 











advance, so that he may prepare 
to discuss mechanical details, op- 
eration, markets. The idea of these 
meetings is to provoke debate and 
spread knowledge about leading 
lines, sell the men who are doubt- 
ful and generally bring about a 
whole-hearted push behind these 
products. 

The monthly product meetings, 
held on Friday evenings, are at- 
tended by department managers, 
all outside salesmen and frequently 
by a selected group of counter, 
telephone salesmen and stock men. 
The presiding manufacturer ar- 
ranges these meetings as he sees 
fit. Moving pictures, talking 
“stills,” demonstrations are al- 
ways welcomed. If the manufac- 
turer requests questions in ad- 
vance from members of the Strel- 
inger organization, the request is 
complied with heartily. 

How effectively this latter plan 
may be worked out was demon- 
strated in a recent meeting. Alex- 
ander Bros. leather belting was 
the line up for discussion. George 


George Abbott (Alex- 
ander Bros.) holds the 
interest of Strelinger 
salesmen in Detroit. As 
is usual when factory 
men address this or- 
ganization, Mr. Abbott 
is here answering ques- 
tions from the floor. 
The questions were sub- 
mitted in advance by 
the salesmen 


MILL SUPPLIES @ MAY 1938 





The Hardware & Supply sales builders in Akron sit down with officials from Yale & Towne to enjoy some eats, 
: then witness the Y & T movie that has helped distributors build sales throughout the country 


Abbott, Alexander’s vice-president 
and sales manager, who presided, 
and P. H. Rockstroh, district man- 
ager, who assisted him, spent the 
greater portion of the evening an- 
swering the questions which had 
been submitted in advance by 
Strelinger salesmen and_ other 
members of the organization. The 
questions were intelligent, to the 
point, gave the manufacturers’ 
men a clear cross section of the 
thoughts of the men before them 
and opened up opportunities for 
disseminating the most effective 
kind of sales information. 


—So Does H. Channon, 
Chicago Distributor 


CHANNON COMPANY, Chi- 
« cago, fosters two types 
of sales meetings, one a weekly 
Saturday morning affair attended 
by local and nearby “country” 
salesmen, the other a bi-monthly 
sales conference, in which the en- 
tire sales staff participates. 
The Saturday morning meetings 
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may see a manufacturer’s man 
present to discuss his line. Or, 
one of the Channon men takes 
charge. Occasionally the meeting 
igs given over to discussion of com- 
pany sales problems, with execu- 
tives presiding. 

The bi-monthly conferences are 
held on Friday and Saturday. The 
program starts Friday after 
luncheon. Generally, manufactur- 
ers’ men are present to discuss 
their lines. Channon salesmen are 
called upon frequently to tell of 
outstanding sales jobs. Execu- 
tives often lead the discussions. 
Very often there is a combination 
of all three methods. 

Typical of these conferences 
was the one staged April 1 and 2. 
On the afternoon of April 1, there 
were discussions on McKee hose 
benders, presided over by C. H. 
McKee; on McGonegal lathe 
and on Samson United’s line of 
grinders, led by R. W. McGonegal, 
rubber bladed electric fans, under 
the direction of W. R. Pinckney. 
In the evening there was a dinner 
for the “country” salesmen at the 
Bismark hotel. 

At the first session Saturday 
morning Julio Sorzano, sales man- 
ager of Wailes Dove-Hermiston, 
discussed “Bitumastic” industrial 
paints. This was the opening gun 
in a special sales drive on this 
product. Special commissions 
were to be paid salesmen by the 
Channon company on “Bitumastic” 
sales during the drive, the manu- 
facturer was offering prizes for 
the salesmen. Mr. Sorzano out- 
lined a consistent promotional pro- 
gram that would aid in the drive. 
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He gave the men many sales 
pointers and answered numerous 
questions. Some of the men told 
of experiences they had had in 
selling the line and others asked 
how specific problems could be 
solved. 

Other lines discussed at the 
conference were those of Bay 
State Tap and Die Co., (L. Lin- 
coln) ; Goodyear Tire and Rubber 
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Co., (C. Cattell), and St. Louis 
Cordage Mills (Ray Ericson). 

A. R. MacArthur, sales promo- 
tion man for Channon on shop 
and small production tools had a 
turn “at bat” and the last hour 
was given over to institutional 
matters—a review of business 
over the preceding three months, 
plans for the following three 
months and house changes. 


Cleveland Tool Staff Hears Factory 
Men Every Other Saturday 


ALESMEN of The Cleveland 

Tool and Supply Company 
hold sales meetings every Saturday 
morning. Approximately every 
other meeting a manufacturer’s 
man appears at the session and 
goes into the selling points of his 
line thoroughly. It is usually the 


practice to follow up such meet- 
ings with special drives on the 
lines discussed during the ensuing 
week, according to Harry E. Ruhf, 
Cleveland Tool’s general manager. 
On alternate weeks general meet- 
ings of the staff are held on sun- 
dry problems and ideas. 


George Pierce (Brown & Sharpe) addresses an informal meeting of Cleveland 
Tool & Supply salesmen 





Julio F. Sorzano 
(Wailes Dove - Hermis- 
ton) explains a "visual 
Bitumastic index" to 
salesmen of H. Chan- 
non, Chicago. The 
chart incorporates all 
the buildings in an im- 
aginary large plant, 
points out applications 
and the type of paint 
to be used for each 
application. Each man 
was provided with a 
smaller copy of this 
index 
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Peerless Salesmen 
Take the Lead 


OT ONLY do salesmen for 

the Peerless Mill Supply Co., 
Buffalo, take the lead in most of 
the weekly Saturday morning sales 
meetings; but they have the power 
to give the nod of approval or 
turn thumbs down on new lines 
under consideration and old lines 
threatened for discard. If one of 
the staff has done an outstanding 
sales job, he is called upon to tell 
just how he did it. If a salesman 
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. - . Just before the light went out and another group of salesmen got the Yale 
& Towne chain hoist story via the firm's educational motion picture 


has come upon a new application 
for one of the products Peerless 
handles, it is his duty to inform 
his associates about it. If a man 
receives complaints on lines he 
has sold or other problems which 
his fellow salesmen might help 
him solve, he throws them into the 
pot for discussion. If the sales- 
men are not going as well as they 
should on any line or group of 
lines, John C. McKendry, presi- 
dent, talks about that. Occasion- 
ally a manufacturer’s man is pres- 
ent and discusses his line with the 
group. 


Saturday Morning Session 
An Institution here 


HE SATURDAY morning 

sales meeting is a_ regular 
institution at the W. M. Pattison 
Supply Co., Cleveland. Specific 
products come in for thorough 
treatment. Sometimes the manu- 
facturer’s representative is on 
hand to discuss his products, per- 





é 


Salesmen of the Wm. Pattison Co., 


haps demonstrate them, and take 
up with the Pattison salesmen the 
problems they meet in the sale 
of his lines. On other occasions, 
one of the Pattison engineers or 
specialists presides over dis- 
cussions of products, their 
characteristics and markets, ac- 
cording to P. O. Boylan, sales 
manager. The meetings also pro- 
vide forums for the discussion of 
policies and general sales problems. 


Informality is the key- 
note of sales meetings 
held by C. L. Grans- 
den & Co., Detroit. 
Here H. H. Holinstatt, 
sales manager, sur- 
rounded by Gransden 
“peddlers” explains a 
product's fine points 





Cleveland, lend their attention to a 


brother "peddler", Robert Popp, who charts a major selling point on the 
blackboard in the conference room 
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Gransden Force 
Starts Week Right 


N THE theory that a meeting 

held the first thing every 
Monday morning will send the 
sales force out fresh with know- 
ledge and inspired to push the 
“line of the week,” C. L. Gransden 
and Company, Detroit, is now giv- 
ing the Monday idea a thorough 
trial. 

The salesmen assemble at 8:30 
under the leadership of H. H. 
Holinstat, secretary-treasurer and 
sales manager. The first fifteen 
minutes are given over to a dis- 
cussion of current matters—busi- 
ness conditions, personal experi- 
ences, customers, slow-moving 
lines, communications from manu- 
facturers, operating problems. 

For the next fifteen minutes, the 
line to be pushed during the en- 
suing week is discussed, effective 
sales points and market possibili- 
ties being emphasized. Literature 
on the line is handed out to the 
men, and, if samples are feasible, 
they are also provided at this 
point, if a manufacturer is on 
hand to talk about his line, the 
floor is his. At meetings where no 
manufacturer’s man is_ present, 
the session is held to an half hour. 





B. M. R. Men Get 
Regular Product Talks 


VERY SATURDAY morning 

finds the sales force of Beals, 
McCarthy and Rogers (Buffalo) 
gathered in the conference room 
for discussion of specific lines and 
other matters affecting their work. 
Sometimes one, sometimes two or 
three lines are up for discussion. 
One manufacturer’s man is usual- 
ly present to talk about his line, 
give demonstrations, answer ques- 
tions of the B-M-R salesmen. Fre- 
quently that man works with the 

(Continued on page 138) 
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Both preformed and non-preformed ropes have their place. When a line is constantly running, turning, bending or 
reverse bending, it should be preformed. When used as a guy-line, spar rigging, or even as a boom-line on a power 
shovel (where there is relatively little operation), preformed rope is not necessary 


WHY 


i 


URING the last few years 

mill supply distributors and 
salesmen have noted the rapidly 
increasing emphasis being placed 
on “preformed” wire rope. Prac- 
tically all wire rope manufactur- 
ers are advertising, more and 
more, both in magazines and by 
direct-mail, their own individual 
brands of preformed rope, and 
more and more selling effort is 
being put on preformed by man- 
ufacturers’ salesmen. In recogni- 
tion of this trend, it is meet to 
pause and ask the blunt question: 


", 


“Why ‘preformed’ wire rope” 
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WIRE ROPE? 


Non-Preformed Thoroughly Satisfactory for Standing 
Line but Preformed Has Definite Advantages for Moving 
Operations—These Strong Points Will Help You Sell It 


by 
WILLIAM SIBLEY 
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Wire rope, as a product, is to 
all intents and purposes about a 
hundred years old. Prior to about 
twelve or fifteen years ago, it was 
a staple and good product—very 
much the same, regardless of who 
made it. It had never been more 
than a helical arrangement of 
strands of wire around a core or 
center, and, barring the human 
element involved in the control of 
the raw materials and the proc- 
esses through which these mate- 
rials were put and the wire rope 
completed, all brands were pretty 
much alike. 

But wire rope had been like a 
giant whose tremendous strength 
was held in check. It did mighty 
deeds, but deeds not nearly as 
mighty as those of which it was 
capable. Its full working capacity 
could not flow through its muscles 
of steel because the strong mus- 
cles themselves interfered with 
one another in the performance 
of their work. 

Every wire rope that was made 
before 1923 was held back from 
the full performance of its duty 
by internal stresses which pre- 


scribed as that of “a helix within 
a helix,”—or a “compound helix” 
—a complicated form from which 
the “springy” wire constantly 
tends to free itself. In this nat- 
ural tendency to resume the 
straight form to which it was 
originally drawn, the wire exerts 
pressure against neighboring 
wires, which are themselves exert- 
ing that same pressure against all 
wires with which they come in 
contact. Entire strands made of 
these stressed wires are likewise 
exerting a still greater pressure 
against other strands. Thus, the 
entire structure of non-preformed 
rope has within it many pent-up 
forces which exert very harmful 
influences when the rope is at 
work. The forces are always 
present. As a matter of fact, they 
must be held in check at rope ends 
by strong seizings—wire wound 
around the rope end. Were it not 
for these seizings, the wires and 
strands of non-preformed rope 
would immediately fly apart, and 
the rope itself become a_ useless 
jumble of wires. 

The original intention of the 





When rope is non-preformed it has a tendency to “whip” when run at high 
speeds, which in turn tends to make it pile up on the drum and crush itself 


vented each wire and each strand 
from contributing its share of the 
strength over a long period of 
time to the work to which it was 
assigned. The true possibilities of 
wire rope were not realized until 
a means of overcoming these in- 
ternal stresses was discovered. 
That means was the preforming 
of wires and strands to the exact 
shape they would have to assume 
in the completed rope. 

When non-preformed wire rope 
is made, straight wires are forced 
into a shape that may be de- 


men who developed the preformed 
wire rope was merely to produce 
a “stable” rope in which the indi- 
vidual wires and strands would 
lay inertly, “at ease,” in the rope 
and would not have to be seized. 
This purpose was accomplished by 
preforming or preshaping the 
wires and strands to the exact 
helical form they would have to 
assume in the rope. When the 
first preformed ropes were put un- 
der test, it was immediately dis- 
covered that the preforming had 
contributed many other advan- 
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tages much more important than 
the ability of the rope to hold to- 
gether without seizing. All these 
advantages follow from the fact 
that the various members of the 
rope are free of internal stress— 
unstrained, relaxed, in a “state of 
ease.” 

The more important of these 
advantages are: 

1. Preformed wire ropes have 
much higher resistance to the me- 
tallic fatigue caused by bending 
and other actions in a loaded line. 
A preformed wire rope may be 
bent many more times over a 
sheave than may a non-preformed 
rope of the same size, grade and 
construction working over that 
same sheave under the same con- 
ditions of load and operation. 

Every piece of metal has a nor- 
mal fatigue life which is influ- 
enced by the conditions under 
which it is used. Each rope will 
stand for only so much continual 
bending and rebending before the 
internal structure of the metal 
weakens and the metal breaks. 

Both the number of bends and 
the intensity of the bending have 
their effect upon the metal. In 
the case of a wire rope it is only 
by minimizing the intensity of 
fatigue that the manufacturer can 
conserve the fatigue life of the 
rope wires. This, however, he can 
do (and now is doing) by pre- 
forming the rope. 


Preforming Relieves Strain 


When a rope has_ been pre- 
formed the pent-up stress is 
taken out of each wire. When 
this wire is subjected to a bend 
over a sheave, the only stress it 
encounters, so far as the bend is 
concerned, is that contributed by 
the bending operation itself. To 
this normal bending stress there 
is not superadded an additional 
internal stress which has the ef- 
fect of intensifying the severity 
of the normal bend. Each bend, 
then, is taken with less damage to 
the rope. Therefore, it will be 
able to go through a greater num- 
ber of bends—which is merely an- 
other way of saying that it will 
give longer service. 

From the greater ability of the 
preformed wire rope to resist 
bending fatigue follow many ad- 
vantages related in various ways 
to the advantage just stated. 

A preformed wire rope in mov- 
ing operation, like any other rope, 
gives its best service when oper- 
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ated over sheaves of proper diam- 
eter. However, in actual practice, 
many ropes must be run over 
sheaves that are not correct in 
size. In such a case the non-pre- 
formed rope suffers much more 
than does the preformed rope. 
The fatiguing effect is greatly 
increased in intensity. Undersize 
sheaves have a much greater in- 
fluence on the fatigue life of non- 
preformed ropes. 

In the many cases in which wire 
ropes are subjected to severe 
abrasion, it is desirable to use 
ropes with the largest outer wires 
that can be employed practically. 
But resistance to bending fatigue 
is in inverse ratio to the size of 
the outer wires. The smaller the 
outer wires the longer the rope 
will hold up under bending fa- 
tigue, the larger the outer wires 
the sooner the rope will fail be- 
cause of fatigue. Now, since pre- 
forming removes the _ internal 
stresses that intensify fatigue, a 
larger outer wire in a preformed 
rope is the equivalent of a smaller 
wire in a non-preformed rope. 
Therefore, preforming gives 
greater freedom in employing 
ropes with larger outer wires. 

The higher the grade of the 
rope, the less is its resistance to 
bending fatigue. An improved 
plow steel rope is less able to with- 
stand bending than a plow steel 
rope. But in certain cases users 
may wish to use improved plow 
steel because of its greater 
strength and _ abrasion-resisting 
qualities and may not be able to 


supply the bending conditions 
most favorable to the use of im- 
proved plow steel. Again, the pre- 
formed wire rope has a distinct 
advantage. The removal of inter- 
nal stresses from the wires gives 
them improved fatigue character- 
istics. With preformed rope it is 
not necessary to drop so quickly 
to a lower grade to secure needed 
flexibility and fatigue resistance 
as it is in the case of non-pre- 
formed rope. 


2. Preformed wire ropes resist 
kinking—and this is very import- 
ant to practically all wire rope 
users. “Cranky” ropes with a 
marked tendency to kink cause a 
great amount of trouble and give 
less service than more tractable 
ropes. Ropes that are inclined to 
kink easily are difficult to install 
and are frequently injured during 
the time of installation. They are 
harder to thread through sheaves 
and blocks and the eye of the 
drum. They throw themselves 
into unexpected loops which a pull 
on the line quickly changes into 
permanent kinks. Many non-pre- 
formed ropes suffer severely at the 
time of installation because of 
crankiness. This crankiness also 
causes Many operating difficulties 
that shorten rope life, as will be 
described further on. 


3. The load on a_ preformed 
wire rope is distributed equally 
to each strand, and to each wire 
in every strand. The rope is safer 
under load, lasts longer and main- 
tains the safety factor better. 





Above is an example of good spooling—a characteristic of preformed because 
of its resistance to whipping regardless of operating speed or weight of load 
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The preforming process forms 
all sections of every strand in a 
rope to exactly the same shape, 
under exactly the same tension 
and passes it on to the closing 
operation as a rope member ex- 
actly equal in every respect to all 
equivalent members. Every strand 
in a preformed wire rope has pre- 
cisely the same load-bearing ca- 
pacity. When the line is installed 
and the load applied, each strand 
settles down to work carrying an 
equal share of the load and bear- 
ing with equal pressure against 
the core. Preformed rope is more 
resistant to forces that tend to 
introduce a condition of tight or 
high strands, which detract so 
much from the strength and de- 
pendability of a line. 


4. When outer wires break they 
do not stand up from the surface 
of the rope to injure workmen, 
sheaves and the rope itself. 


5. Preformed wire ropes are in- 
stalled with greater ease and in 
much shorter time. It is saving 
large amounts of money for many 
users by the ease and speed with 
which it is installed. It is re- 
moved from the coil or reel on 
which it was delivered without the 
danger of kinking it. It is easily 
and quickly threaded. The first 
layer winds on the drum _ uni- 
formly and establishes a secure 
foundation for the perfect spool- 
ing of successive layers, Even 
when the fleet angle departs from 
the normal, as it frequently does, 
it is not nearly so difficult to ar- 
range for good spooling as in the 
case of non-preformed rope. To 
say that it cuts the time of reev- 
ing and installing in half is to 
make a very conservative state- 
ment. 

This saving, however, is not the 
most important. The savings that 
count for most are those secured 
through reducing the length and 
frequency of shutdowns, through 
keeping production going and pre- 
venting unnecessary disturbances 
of schedules on which other 
equipment is operating. 


6. Preformed wire ropes are 
“pre-broken-in.” 

When a _ non-preformed wire 
rope is started to work, right after 
installation, great care must be 
taken to break it in slowly, to 
form it to some extent for the 
work it has to do. A preformed 

(Continued on page 140) 
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“Tch, Tch, you should be using our No. 10B Manila rope, Mr. Gillpuss” 


Lunch For Six 

Millville’s most progressive in- 
dustrial supplier invited five of 
his best customers to lunch. Oscar 
Trapp, Donald Clump, Harry Bos- 
kel, Andrew Woofle, Charlie Pench 
and Elmer Wibbletrop sat down 
around a circular table. One was 
very fat, one deaf, one hated 
Charlie Pench, one talked too 
much, one was a sourpuss, and 
there was, of course, the host. 

Now, the man who hated Charlie 
Pench sat opposite Andrew Woofle. 
The deaf man sat opposite Donald 
Clump, who sat between the sour- 
puss and the guy who hated Pench. 
The fat customer sat opposite 
Harry Boskel, next to the deaf man 
and to the left of the guy who hated 
Pench. The sourpuss sat between 
Donald Clump and the man who 
sat opposite the man who hated 


Charlie Pench. Oscar Trapp, who 
was everybody’s pal—particularly 
Pench’s—sat next to the fat man 
and opposite the mill supplier. 
Well, who was which? 
(Ah, hah! We thought you 









wouldn't figure it out. Our guess 
is on page 144.) 


1. What is a dog, in the me- 
chanical sense? Can it have a 
tail? 

2. Does kerosene: ever prevent 
burning? 

3. Where is it used? 

4. Is a file back a returned file? 
Or is it just the reverse side? 

5. Can a file have as much tang 
as an orange? 

6. Is it possible to broach a 
casting as easily as a keg? 

7. What is the commonest 
lubricating device on metal-work- 
ing machinery ? 

8. Is an oilless bearing one that 
has been neglected? 

9. What happens to a _ good 
hoisting chain if it is overstrained 
sufficiently to elongate it, but not 
to break it? 

10. Does a hoisting sling gain 
or lose in strength as its ends are 
hooked over wider and _ wider 
loads? 

11. What is done when difficulty 
is encountered in getting lubri- 
cant to the cutting edges of a 
high-production drill? 

12. Does a surface gage find 
any use in gaging a surface, or is 
the name a misnomer? 

13. What is frosting, as applied 
to machinery? Has it anything to 
do with surfaces? 

14. Can anybody make good 
frosting? 

15. What is commonly used to 
permit scratched lines to be seen 
on a polished surface? 

16. Is there any alternate ma- 
terial used for rougher work? 
If so, what is it? 

17. Is a chuck an animal, or 
has it some serious purpose in 
machines? 


(Answers on page 142) 












The <thiness 


HK A PROVERK FOK IT 


When you buy shoes, measure your feet. 
Good friends settle their accounts speedily. 
Even brothers keep careful accounts. 


If the profits are great, the risks are great. 
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@ Ever hear a “Brush Conscious” Salesman warm up 
when another salesman asks him how he can get 
steamed up about Osborn Maintenance Brushes? It 
sounds something like this: 

“The maintenance market for Osborn Brushes is as 


big as you want to make it! It’s bigger today than ever 





“Every plant, big and little, uses most of these types 
of brushes. Some plants use them all. THINK of the 
market! And the fact that Osborn Brushes blanket that 
market brings up another point. 

“The scope of the Osborn line makes it possible to 
help a customer select the right brush for each job. 


before! Take this matter of employee 
relations, for example. Progressive 
management knows that a clean, 
cheerful looking plant is an im- 
portant contribution to friendly em- 
ployee relations. 

“Then, too, when important cus- 
tomers visit the plant, management 
wants them to see well-swept floors 
and pavements, well-painted walls and 
ceilings, clean windows, well-kept 
equipment ... in other words, an 
up-and-going plant! 

“Osborn Maintenance Brushes fit 
into that picture like a hand in a well- 
fitting glove. Just look at this Osborn 
line-up: All types of paint and varnish 
brushes, floor sweeping brushes, win- 
dow cleaning brushes, bench dusters, 
wire scratch brushes, push brooms, 
scrub brushes, roof brushes,wire wheel 


brushes, sanitary brushes and others. 
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PAINT ano VARNISH 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 
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That means better, faster,easier work, 
longer life of all brushes used and 
low end-of-service cost. 

“Think that over,” concludes the 
‘Brush Conscious’ Salesman, “and 
then let ME ask why YOU don’t get 
going RIGHT NOW on this worth- 
while job of selling Osborn Main- 
tenance Brushes?” 

Frequently, a “Brush Conscious” 
Salesman is called in by a maintenance- 
minded customer to help out on the 
selection of the right brush for the job. 

The advertisement on the next page, 
which appears in leading magazines 
reaching many of YOUR prospects 
and customers this month, tells briefly 
what a “Brush Conscious” Salesman 


can do when he goes into action. 


Tye Oseo0rn MANuracturRING COMPANY 
5401 HAMILTON AVENUE «+ CLEVELAND, OHIO 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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IT’S GOOD 
BUSINESS 


, TO USE GOOD 
Oy BRUSHES 





Reading time: 29 seconds or less 


@ “Right now is an excellent time to see what we can 
do to improve our maintenance methods,” decided a 
factory manager. 

One of various practical moves toward that objec- 
tive was a check-up on all brushes used for mainte- 
nance work. A Salesman of Osborn Brushes was called 
in to help. Several objectives were gained. 

Ist: Brushes better suited to job requirements were 
selected from the standard Osborn line. Longer life of 


the right brushes for the job brought lower brush costs. 


THE MOST EXTENSIVE LINE OF INDUSTRIAL BRUSHES . 


2nd: Matching brushes to job conditions made pos- 
sible faster, better work with less effort on the part of 
brush users. 

3rd: Standardizing on Osborn Brushes assured uni- 
formly high brush quality and low end of service costs. 

Osborn and the Osborn Distributor in your local- 


ity can do the same for YOU. Ask about it! 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e CLEVELAND, OHIO 
Saies Offices: NEW YORK « DETROIT « CHICAGO « SAN FRANCISCO 





. SERVING ALL INDUSTRIES 
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WESTERN STATES 








The first rise since last August was registered on the MILL SUP- 
PLIES Sales Indicator chart in March, after a series of sharp 
declines was checked in February. Business gains reported by 
distributors in every section of the country boosted the line up 
12.3 points to 82.7—on a par with December. Best gains were 
recorded in the Southern and Middle Western areas. 
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... AND 
ATKINS ALWAYS 
WINS 
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That’s the secret of their steady sales 
b 
@ When Atkins’ metallurgists produced “silver steel” as the finest 
possible saw steel, a vast saving was rung up for all hack saw users. The 
famous Blue-end Blades, made from it, cut fast and true and long. The 
“silver steel” and the tooth design together will cut many metals other e 
hacksaw blades will not. They will even saw through glass. 


Your individual customers may not be looking for the hardest 
metals to cut but this superior strength will help them understand why, 


Atkins Blue End Blades last longer. And, after all there is no hacksaw CERTIFIED SAWS. SAW TOOLS. 
quality easier to sell than longest, continuous performance. MACHINE KNIVES. ETC 


E. C. ATKINS AND COMPANY, 420 S. Illinois St., Indianapolis, Ind. 
ES AS aa APPTTE RE 
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through digesting. 





from the Trade Press 


Because of space limitations, most items appearing in this 
department have been 


reduced to their elemental facts 


Where the reader's interest is particu- 


arly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


A Floor Grinder for 
A Machine Operation 


Utilizing a floor grinder for a ma- 
chine operation is not usual shop 
practice. In the illustration a Hisey- 
Wolf grinder is being used to grind 
the bearing surfaces of T-columns 
as being used in some modern rail- 
way trucks. While no close toler- 
ances are prescribed, it is an advan- 
tage to have bearing surfaces smooth 
and uniform. 

Simple fixtures hold the T-columns 
in both cases. The right hand fix- 
ture is made of bar steel and bent 
in a U-shape, having corner brackets 
welded in place for additional 
strength. It has centers for holding 
the work and is mounted on a slide 
to permit grinding both surfaces. 
A rack and pinion moves the car- 
riage and the work from one posi- 
tion to the other. The fixture also 
has a screw attachment for feeding 
the work into the wheel. Grinding 





the two bearing surfaces is readily 
done with this set-up. 

Another simple fixture for locat- 
ing the opposite end of the T-column 
for grinding is shown in place on the 
other side of the grinder stand. In 
both operations the work is turned 
by hand, being fed against the wheel 
until the desired radius is secured. 
Methods of this kind show progres- 
sive thinking on the part of shop 
executives. — American Machinist, 
April 6, 1938, 


Treat Salesmen 
As Sales Managers 


The salesman who is treated as a 
sales manager needs no extra boost 
or inspiration when a_ recession 
comes along. He simply hits harder 

-for that is the way of managers. 
And that is exactly why we try to 
give our salesmen the feeling that 
they are sales managers themselves. 

We not only encourage our sales- 


By taking a floor grinder and using a few simple fixtures an efficient machine 
is developed that is excellent for grinding the bearing surfaces of T-columns 
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men to originate ideas, especially 
for sales contests and other sales- 
promotion stimulators, but we also 
give them an opportunity of car- 
rying out their suggestions. If an 
idea is good, the salesman-proposer 
may get the second right of a man- 
ager—helping other managers to 
work things out in conference. On 
an idea we like the proposer sits in 
and helps to analyze and to coordi- 
nate viewpoints. 

A manager should be an author- 
ity on his business. Each of our 
salesmen is an authority on his. 
The problem peculiar to selling his 
line belongs to him. He thinks of that 
one line almost as if it were a busi- 
ness which he owns himself. We hold 
meetings, at least once a week, in 
which the salesman selling one line 
may make a talk on another. And 
these talks tend to keep all sales- 
men ready to advise customers on 
lines other than their specialties, 
and to bring out a surprising num- 
ber of fresh ideas and viewpoints. 

Such meetings must reflect the dig- 
nity which belongs to managers. We 
hold them at night, start them off 
with dinners, get to business prompt- 
ly, keep informal while wasting no 
time, and close promptly at ten 
o'clock. They are pleasant, but 
strictly business. 

One of the effects of continuous 
sales contests which we sponsor is 
to keep things constantly under 
pressure. The salesman feels that 
he is part of an organization which 
always fights forward, and that he 
must fight forward, too, if he wants 
to keep his place in ihe line.—By 
Earle Poorman, General Electric 
Co., in Forbes, March 1, 1938. 


Overcome That Price 
Objection 


Continuing uncertainty in the 
business outlook is currently multi- 
plying price objections. A study of 
answers used most successfully by 
several hundred salesmen in differ- 
ent lines emphasizes again the im- 
portance of being simple, direct, and 
positive in handling such objections. 

The commonest mistake is to at- 
tempt an elaborate explanation 
which sounds more like anxious jus- 
tification than robust salesmanship. 
The danger of using lengthy argu- 
ments or explanations is that they 
make the listener feel that his ob- 
jection is valid. For this reason the 
answers which work best are usual- 
ly found to be short and decisive. 
Often they shift the objection to 
other grounds, because price per se 
isn’t a real objection anyway. 

The best answers have the effect 
of brushing aside the objection as 
being of little or no importance. 
The following answers do not at- 
tempt to meet all types of price 
objections. They are offered as ex- 
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GOODYEAR MECHANICAL RUBBER 
GOODS ARE ONE OF THE TOP THREE 
PROFIT-MAKERS YEAR AFTER YEAR! 














~ MOLDED GOODS 7 
HOSE 
PACKING 


~™ 

















amples of quick simple replies which 
avoid comeback or argument. 

1. “There’s really no such thing 
as too high a price. The question is 
rather what gives the best value.” 

2. “Since there’s no article exactly 
like this one, how can you say the 
price is too high? You have no basis 
for comparison.” 

3. “We could easily make cheap 
stuff which would look almost as 
good. But for many years our cus- 
tomers have been loyal to these 
goods.” 

4. “You say this isn’t worth the 
price. Then how do you explain the 
success other customers have had 
for years with it?” 

Then there is the prospect who 
objects to the lowness in price of the 
item you are attempting to sell him. 
There are answers to this objection 
also to justify the price, such as: 

1. “The lower our prices, the 
wider our market.” 

2. “Yes, these goods seem _ too 
cheap for efficient use, but here is a 
list of plants which are handling 
them.” 

3. “With business so uncertain 
nowadays, you should be more care- 
ful than ever not to miss any oppor- 
tunity that promises to help you 
through. That’s what I’m talking 
about. Here’s a quality article at a 
very low price.”—Advertising and 
Selling, February, 1938. 


Packing Troubles Caused 
By Dirty Sealing Water 


Short life was the rule for the 
packing of condenser circulating- 
water pumps in one plant. Several 
brands of packing were tried, but 
all lasted only a few weeks. In 
addition to expense and _ incon- 
venience of frequent renewals, we 
discovered that the shaft showed 
noticeable erosion and abrasion. 

Sealing water for the packing 
was supplied from the house-serv- 
ice line at about 75 lb. pres- 
sure. This water was pumped 
through twin strainers which re- 
moved the smaller particles of 
debris, leaves and sticks. After 


Sealing 
* water 


Packing gland, 











L 
Packing § 


= 


oa ft. 
€ 





OCW 












































«---Sediment 
J chamber 


48 


heavy rains and spring thaws, 
there would be considerable 
amount of grit and sand in sus- 
pension, that would pass through 
the strainers. Several times, when 
the circulating-pumps packing 
was removed, the lantern was 
found blocked with sand and mud. 
This sediment blocked the lan- 
tern and shut off sealing water to 
the packing rings, and overheat- 
ing soon added to the destructive 
action of the sediment. 

To eliminate this difficulty, con- 
densate was used for sealing and 
cooling the packing glands of con- 
densate pumps so that house-serv- 
ice water was narrowed down to 
a comparatively few pumps. On 
these a 4-in. hole was drilled and 
tapped into the bottom of their 
stuffing boxes. In these holes were 
screwed capped nipples. Once a 
week during normal water condi- 
tions, lanterns were cleaned by 
shutting off the sealing water, re- 
moving the cap from the nipple 
and turning on water. When the 
river was muddy, sediment cham- 
bers were flushed out daily. Clean- 
ing the chamber was but a matter 
of a few moments. No pack- 
ing difficulties have been experi- 
enced since this installation other 
than from normal wear.—By C. A. 
Armstrong in Power, April. 


Gearing Sales Activities 
To Sales Curves 


In the province of sales man- 
agement there is today particular 
need for most careful thought and 
planning. It is easy to set quotas 
when the sales curve shows a con- 
stant increase month after month, 
but what of times when the curve 
is no longer persistently upward? 
Shall quotas be raised, remain sta- 
tionary, or be reduced? What of 
sales contests and additional re- 
wards for sales work well done? 
Every business must answer such 
questions for itself, but it is more 
than ever important that quotas 
be so set that salesmen will accept 
them as fair and regard them as 
an inspiration and not as a burden. 

Perhaps it is trite to say that a 
salesman’s greatest asset is his 
time, but, after almost 19 years 
in the office equipment field, that 
is still my belief. There are many 
items of importance in the per- 
sonal equipment of any salesman, 
and also among the sales helps 
furnished him by his company, 
but no one of them is the equal 
of time in importance, for unless 
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he takes full advantage of it he 
can never get the most out of the 
other items. There is something 
irrefutable about the relationship 
between the number of calls and 
the kind of calls made by a sales- 
man on prospects and customers, 
and his sales record. 

If sales are harder to get, sales- 
men should face that fact and 
counter with a fourth or a third 
more calls. I have seen excellent 
salesmen make the almost fatal mis- 
take of continuing their rounds 
among those accounts which have 
given them the bulk of their busi- 
ness in good times, even after many 
of those accounts have curtailed 
purchases for one reason or an- 
other. And I have seen other men 
who have persistently, year after 
year, expanded their contacts and 
made an earnest daily endeavor to 
cover their entire territory, calling 
on all kinds of buyers, large or 
small, and they have come through 
with an ever increasing volume of 
business on the firmest of founda- 
tions. 

It seems to be a very human 
trait to concentrate one’s activi- 
ties on those places where business 
is to be had easily and to devote 
an excessive amount of time in 
beaten paths of known success. 
A salesman in hard times should 
take full advantage of all possi- 
bilities in his field of activity and 
extend his efforts.—By L. C. Stow- 
ell in Executives Service Bulletin, 
March, 1938. 


Air-Cleaned Sandpaper 
Lasts Longer 


Life of coated abrasives, such 
as belts, disks, and sheets, may 
be considerably lengthened by 
blowing out particles of the ma- 
terial being cut from between the 
cutting grains. These particles 
which fill up or load the abrasive 
paper, reduce the cutting effi- 
ciency. They are best removed 
with a compressed-air jet, or, if 
that is not available, with a hand 
brush.—By Bruce MacIntosh in 
April issue of Factory. 
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ARMSTRONG 
TOOL sells all other 
ARMSTRONG TOOLS 


With ARMSTRONG TOOL HOLDERS used in over 
96%, of the machine shops and tool rooms, with 
ARMSTRONG WRENCHES preferred wherever buyers 
really know tools, with ARMSTRONG BROS. Pipe 
Tools identified as “the better pipe tools,” with every 
ARMSTRONG tool outstanding in its “tool sense”— 
strong beyond need, accurately balanced and finely fin- 
ished, a prized possession to any mechanic .... with 


continuously advertised and universally accepted as the 
finest made, it is easily understood why tool departments 
hat are ARMSTRONG all the way are the most PROF- 
ITABLE tool departments. 


Write for Catalog B-35 : 7 ‘etiam 
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ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave., Chicago, U.S.A. 
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This fine exhibit of numbers of its manufacturers’ lines was presented by 
Indianapolis Machinery & Supply at the recent Indianapolis Informa show 


Farquhar Machinery Co. 


Holds 


Sales Meeting 


A general sales meeting lasting 
three days was recently held by the 
Farquhar Machinery Co., Jackson- 








of the 


ville, Fla. Factory representatives 


Wm. Powell Co., Carborun- 


dum Co., Boston Woven Hose & Rub- 


ber Co., 


Henry Disston & Son, John- 


son Bronze Co., Goulds Pumps, Inc., 
Novo Engine Co. and Linde Air 
Products Co. attended the meeting 
and did much to add to its effective- 
ness. 

Farquhar Machinery Co. has in- 
stalled a ten-ton 60-ft. overhead mo- 
tor driven crane, in its structural 
steel department. 








a 


S. E. Race, sales chief of the Lansing Co., 
proudly exhibits the 84-pound sailfish 
caught in Ft. Lauderdale, Florida 


Lancaster Hardware Moves 


Lancaster Hardware Co., Jersey 
City, N. J., is now located at 416 
Grand St., and occupies two floors 
with over 5,000 sq.ft. of floor space. 
The firm’s old location was 416 
Grand St. 


W. M. Pattison Supply, Cleveland, has 
developed this practical way of helping 
its ‘counter jumpers’ present a neat ap- 
pearance and advertise products as well. 
Left to right in the fore and aft views 
are: Joe Bayer, Charlie Kraus, Norm 
Bramer, Ted Uebbing, Bob Meinke and 
Bob Beal 


General shot of the neatly trimmed ex- 
hibit booths seen recently at the indus- 
trial show staged by Knapp Supply Co. 
Muncie, Indiana 
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I am interested in {¢ 
handling an outstandingly 
successful line of industrial 


§ rubber goods. Have you 





any suggestions ? 
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Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 
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Len Years 4go IN MILL SUPPLIES 
, HERA STAGE ‘ CURe) LL ROADS LED TO NASHVILLE DURING THE 


. J TERRE Se sae TRIPLE CONVENTION, HELD IN THAT CITY, 
Wall MAY 15,16, AND 1'7,,19262 co © eo 
NY MSU iy 


TRIPLE _G 











Ar THE SECOND 

REGIONAL MEETING OF ME Aine 

TRANS MISSION ASSN, HELD INCHICAGO, 

GEORGE C. MILLER, PRESIDENT, DODGE 
UFACTURING, CORPORATION SPOKE 

ON THE FUTURE OF POWER TRANSMIS: ey 

INCREASING GENERATION OF POW- a SUPPLY HOUSE, HAD JUST RECENTLY BEEN ORGANIZED, 

ER OPENED UP EVER GREATER MAR ) Biacs 

KETS FOR TRANSMISSION EQUIPMENT, Saale AND COMPANN, WICHITA FALLS, TEXAS, WAS SETTLED 

Moccon. AND COMPANY, PHILA: | IN ITS NEW BUILDING AT 1HO] LAMAR STREET. 


ct ELPHHIA, CELEBRATED IT5 FIFTIETH Bre COLUMBUS McKINNON CHAIN COMPANY, TON- 

ANNIVERSARY APRIL 27, 1928.1 ‘WANDA, NY.,HAD PURCHASED THE CHAIN BLOCK HOST 
ALFRED M. MADDOCK WAS | AND CRANE. DIVISION OF THE CHISHOLM -MOORE MG, 
a FOUNDER OF THE BUSINESS ‘i 

. ee cece CO GIVE Ad SER- 


VICE WO QISIOMERS IN THE RICHMOND (INDIANA) AREA, THE QUEEN 
CITY SUPPLY COMPANY, CINCINNATI, PURCHASED THE SUPPLY AND 
IRON DEPARTMENT OF THE JONES HARDWARE COMPANY, RICHMOND, 


IFreank W. MAC LAYMAN, PREVIOUSLY 
PURCHASING AGENT OF HAVERSTICK ANDCOMPANNY, ROCHESTER, 
NEW YORK, WAS APPOINTED GENERAL MANAGER OF THAT FIRM, 


























SUPPLIES TOLD HOW, THROUGH (INTENSE CULTIVATION OF (TS TERRITORY, AND THROUGH THE ADDITION OF BUILDING SPECIALTIES “TO 
TS EQUIPMENT ANID SUPPLY LINES, THE M¢ LAUGHLIN MILL SUPPLY COMPANY, HAYIMOND, IND, HAD, AFTER ONLY SEVEN YEARS IN BUSINESS 
MADE NOTABLE STRIDES, HIS FIRM IS NOW KNOWN AS THE STANDARD EQUIPMENT AND SUPPLY CORPORATION, 











MILL SUPPLIES © MAY 1938 





PIR 8 





Bee een eae = ee SR ee ee | OR ee ee 


EVERY ABRASIVE REQUIREMENT OF INDUSTRY 


NORTON en © he ee aw Cer C -€ -$ ieee Me AS i EE Te © 


The products shown in the four 
illustrations at the left are ' , 
marketed by . . . confidence that in the 


NORTON DISTRIBUTORS widely varied Norton line you'll 
Cocted Abeatilanaall find a ‘Norton Abrasives’’ product to meet 
Sharpening Stones, illustrated every need... a product that is scientifically 
below, are marketed by designed, that is carefully made with modern 
Serene CmrmBUTORS machinery by skilled workmen . . . a product 
that is dependable. 


WHEELS 


Ranging from tiny mounted points 34 x 14" 
to gigantic ten-ton pulpstones—wheels for 
every grinding job. 


SEGMENTS 


Sizes and shapes to fit all makes of chucks 
—abrasives and bonds for every type of 
surfacing job. 


BRICKS & STICKS 


Tiny sticks—all sizes and shapes—for deli- 
cate die work and fine finishing; husky 
bricks for the rough job on castings, stone, 
cement walls a the like. 


ABRASIVE GRAIN 


Alundum abrasive in grain sizes for metal 
polishing—Crystolon abrasive for polish- 
ing stone and glass and for gear lapping. 


COATED ABRASIVES 


Abrasive paper and cloth in a wide variety 
of coatings and forms to meet the needs of 
both industry and the home mechanic. 


SHARPENING STONES 


Manufactured and natural stones in sizes 
and shapes to meet every sharpening need 
of the industrial worker, the farmer, the 
home craftsman. 


eT er 4 Alundum and Crystolon are Norton trademarks registered in the 
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NORTON COMPANY © WORCESTER MASSACHUSETTS, U.-S 


a. RK hd b4 
A MA N Y 





PERFORM 

é 

NCE LIKE THIS BUILDS PROF 
ITS 


_ For Industry 
a5, and Jobber 


Cherleston, s. € 
August 16, 1957- 
DN 
NDOR 
ad 
Referring to the writer's recent conv P| % ‘ 
ing the set of Manhatten nyee" belts now in 
£, will say that they have proved very 5® . . 
r o consist of 12 Wenhatten 123 a ed : 
om the exten f . 
500 HP. V 
x 
{LTS 
ms a 
{ ‘ 


yr. Tucker MeCrevy 
tean Rubber Wfg+ Cre 


ersetion with you Fem 


Deer Sirt- 
use on our dredge 


= pelts re 
* generator fr 
or Incresser Unit, which is driven a Pe 
r diesel engine. The Geer Increeser Unit 18° érives 
el dredge Pum in addition to the 85 Jv generators 
D.C. current to operate © 15 HePe Cutter Motor 
} 


When the "yee" belt drive wes first instelled, ce used & set 
of belts nade by i nown panufecturer Two sets of their 
gake of belts lest th. After using UP these two 
sets referred LO, Barkley Company of 
Charleston, S. C. 8 8# 2 nhattan wyee" belts- This set 
of Menhattan belts gsve us naving lasted four times 
longer then sets of the turer's belts sbove men= 
tioned. neve. since purchased ea new ttan belts» which 
we have e for sometime and er od conditions 
ttan belts 
4s perhaps 
generators 


used on © 


hed in us 
ed with the service the Manhe 
the fect that our instelletion 
a heavy load carried on the 

ted in & picture of ow Wanhet 
«nich we ore enclosing you he: 


ten "Vee" 


have givens 
ed 
rewithe 


underbelted 6” 
You may 
belt installations 


be interes 


a photo of 
Yours very truly» 


Merritt Dredging Company» 


garry Merritt. 


Cc 
ad Belt Paper Mill H 
Standard oon poe , ox 
V-Be t Sand sae a " oan , 
° 
yon toma Spray Hose = - - or W 
Se ce i ying about Condor W conn 
=n ater Hose a : 
7 ey speak from experi Se 
: enc 
ve seen the results of C - digai 
ondor’ i 
s9-Po 
int 


Contractors H as 
Creamery nang Dredge Sie 
Fire Hose Cc -hga 
hute Lining B 
alanced C 
onstructi 
10Nn. 


Garden H 
ese Launder Lining 


mots Gue . Industrial Brake Lini I 
ine Hose and Brake ~eer in = 
; pi wesc like this that k 
ipcord V-B sper 
elts — and 
other 


acker 
Packers Hose Textile Mill Specialties 


PRODUCTS 
profit-making line for many 1 
y leading 


Suction Ho 

enw se Molded Rubber 
ie Goods j 

jobbers. If you 

oO are not 

H a Manh 

attan 


Other G 

Ponting rades of Hose ojjies5 Be y s of 

ching arings 

a Belting of Every ! 

x mat distributor alread WTi 

; ’ rite for d i 

etail 

Matt 0 ttan Franchise —a fra h 
he Manha nchise 


Tubing 
Molded Hose for t 
asners Every Service 
Wash ce) profit 


a | 
3, THE MANHATTAN RUBBER MFG. DIVISION 

'* TT. 

>. ef! 

Ward EXECUTIVE OFFIC nethongptininesie 

ES AND AaneEEEA. 0 Gounen my 
SEND ST., PA: 
7 SSAIC, N. a. 


MILL SUPPLIES © MAY 1938 

















The 
BILLINGS & SPENCER 
COMPANY 


»/ BX 




























PORTABLE CTRIC 





TOOLS 


Mes 
- , ee 








Members of George F. Motter's Sons, and George F. Motter's Sons 
Supply Co., York, Pa., are here seen gathered for their 100th anni- 
versary banquet, held at Hotel Yorktowne, March 18 


From this neatly attrac- 
tive storeroom—the new 
warehouse of Billings & 
Spencer in Chicago — 
midwestern distributors 
may now secure ship- 
ments more promptly. 
Dorsey Andres manages 
the office 


Display of Skilsaw tools 
at the recent Railway 
Appliance show, Chi- 
cago. Skilsaw, Coffing 
Hoist and Wells Mfg. 
exhibits were staged in 
cooperation with the 
Barrett-Christie Co., Chi- 
cago distributor 


Seen here is the interest- 


ing booth presented at 
the Machine and Tool 
Progress Exhibition, De- 
troit, by the Boyer- 
Campbell Co., distribu- 
tors. All of the equip- 
ment was shown under 


power 


W. F. Dehm, Veteran Buhl 
Salesman, Passes Away 


Salesman of the industrial di- 
vision of the Buhl Sons Co., Detroit, 
Mich., assembled for their regular 
Saturday morning sales meeting, 
April 9, were saddened to learn of 
the death of one of the most be- 
loved of their number, William F. 
Dehm, who passed away that morn- 
ing at the Highland Park Hospital. 

Mr. Dehm was born in Havana, 
Ill., in 1874, and was in the service 
of Buhl Sons from April 10, 1911, 
until the time of his death. He was 
an excellent salesman, and during 
his long period with Buhl Sons Co., 
he solicited successfully a great 
many of the largest industrial ac- 
counts in Detroit. 

Funeral services were held at the 
Masonic Funeral Home on April 11 
and burial was in Toledo, Ohio. 






Link-Belt Enlarges 
Atlanta Factory 


Harold L. Hoefman, general man- 
ager of the Atlanta plant of the 
Link-Belt Co., announces that this 
plant has in recent months been 
substantially enlarged in order to 
provide for a larger engineering de- 
partment, more shipping space, and 
additional area for stocks of ele- 
vating, conveying and power trans- 
mission equipment. 

The latest improvement consists 
of a 20-ft. by 288-ft. extension to 
the north side of the building. The 
construction throughout consists of 
structural steel framing with steel 
sash and corrugated metal covering. 
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“Bonus” 


till ‘Value 


STREAMLINE 


TANTEI 


Make the “Bonus” Values we have put 
into Dietz New Streamline Red Lan- 
terns for Contractors yield "Bonus" 
Sales for you. 


Improvements:—Very broad, Non-Tip 
Fount; ingenious Pivot Bail; High Effi- 
ciency Burner; Stormproof Top; Dur- 
able Grade A Charcoal Tin coating 
in new bright finish. 


Talk them! Display them! A chance 
to increase your profit volume on 
Lanterns. 





RE. DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WOLRD. 
Founded 1840. 
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Happy days are here again according to 
these two smiling men of the Quaker City 
Rubber Co. They are (left) R. S. “Dick” 
Wharton, sales manager for the company, 
and F. C. Milhoff, vice-president 





| Special Newspaper Section 








Devoted to J. E. Dilworth Co. 


The J. E. Dilworth Co., in Mem- 
phis, Tenn., recently celebrated its 
eighteenth anniversary and with it 
a four-page section of The (Mem- 
phis) Commercial Appeal was de- 
voted to the firm’s history, develop- 
ment and personnel. 

Although the firm is still young 
it is at present one of the largest 
of its kind in the South. It is headed 
by J. E. Dilworth. 

“Several of the firm’s employees,” 
states the newspaper, “have been 
with the Dilworth Co., since the day 
it was founded, notable among them 
being Miss M. L. Coleman, who be- 
gan as an office clerk in 1920 and 
is now secretary of the firm.” Em- 
ployee turnover isvery small. 


Rockwood Sprinkler Co. 
Prints Hajoca Edition 


“Rockwood Chatter,” a six-page 
bulletin published by the Rockwood 
Sprinkler Co. to assist distributors 
in selling the firm’s unions, recently 
devoted a major portion of the bul- 


letin to news of the Hajoca Corp., | 


whose supply houses cover South- 
eastern United States. 

Contained in this chatty little pub- 
lication are pictures of the execu- 
tives of the Hajoca firm and the 
managers of the various branches of 
the company. The Hajoca firm re- 
cently took on the Rockwood line. 


Paris Distributor Looking 
For New Machinery Lines 


Les Fils de J. Kahn, 87 Avenue 
Niel (XVII), Paris, France, is at 
present interested in representing 
manufacturers of small special ma- 
chine tools and specialty machines 
for manufacture and production in 
metallurgical plants. 

This firm emphasizes the large 
industrial market existing in France 
at the present time and claims a 
wide acquaintance in this field. 
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ALWAYS LEADS 


hi gp tac’ 


The easiest 
way to start an 
order rolling is 
to first present 
the things your 
customer uses 


and NEEDS. 





Key-Tite will start more buying ap- 
peals than any other product in your 
line. It’s a quality product that re- 
flects performance and prestige .. . 
so consistently used that customers 
are always “in the market.” And once 
they start buying “something” they're 
sure to keep it up. 


This method is working for others. 
Why don’t you try it? Start your 
sales talk by suggesting Key-Tite and 
Key Graphite Paste. Remember—the 
band always leads the parade. 


- . « CONSISTENT NATIONAL 
ADVERTISING HAS BUILT AN 
IMMEDIATE ACCEPTANCE FOR 
KEY SEALING COMPOUNDS... 
superior products have established 
buyer confidence and—important for 
you, it shows up very nicely on your 
profit account. 


A Few Points That Make 
Key-Tite Easy To Sell— 


Key-Tite is economical to use. It does 
not settle in the can and will not 
“freeze” the joint . . . ideal for lines 
carrying water, gas, compressed air, low 
pressure steam, etc. Does not effect 


color or taste of potable liquid. 





2621-A MeCasland Ave., East St. Louis, Ill. 
































“TOUGH, EH! 
YOUR HIDE WILL MAKE 
GOOD LUBRIHIDE 















“THE LUBRIHIDE PIN 


wearing LUBRIHIDE PINS in pack- 
It will pay you to maintam 
liberalstocks and callevery belt-users 
attention to this quick-selling item 





PINS!” .S 





RAWHIDE FOR TOUGHNESS .. . BUILT-IN 

LUBRICATION FOR DURABILITY. . 

AND JOBBERS’ SALES INCREASE 
LayA Cal Clinme 2 





Here is a new revolutionary development which 
keeps the wheels of industry turning with fewer 


costly forced dels 
my force’ SONS WE LUBRIHIDE PIN 


for joining Clipper Hooks in power transmission belts is 
made of the toughest and most durable material known for 
the purpose—high gluten content rawhide—with the added 
tremendous advantage of BUILT-IN lubrication. 

LUBRIHIDE Pins wear longer. And frictionless oscilla- 
tion eliminates fatiguing vibration on the hooks. Result— 
belt joints last longer—work continues without interruption. 

LUBRIHIDE Pins are now packed with ALL Clipper 
Hooks. Also available in packages. 

Your customers will profit by using Clipper LUBRIHIDE 
Pins. You profit by rendering better service—making 
easier sales. Be sure your stock of Clipper Belt Lacing 
Products includes LUBRIHIDE Pins. 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Michigan, U. S. A. 


EQUIPMENT 
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BOLTS --- SCREWS 
NUTS - - WASHERS 


= 


a am 
= p= 


) HEREVER strain or 


corrosion are a factor suggest 
Everdur to your customers. 
Widely and successfully used 
on high tension electrical 
equipment; in power, chemi- 
cal and paper plants; marine 
and boatbuilding industry; 


and many other fields. 


We specialize in bolt, nut 
and screw products of non- 
ferrous metals. Excellent and 
modern manufacturing equip- 
ment and plant facilities en- 
able us to give you immediate 
shipment on the popular 
Everdur items. Our large 
stocks of raw materials en- 
able us to make unusually 
prompt delivery on special 


products. 


WRITE FOR SPECIAL 


ra EVERDUR FOLDER AND PRICE LIST 


H. M. HARPER CO. 


2622 FLETCHER ST., CHICAGO, ILL. 
“YOUR LOGICAL SOURCE OF SUPPLY” 
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Mathew B. Barkley, President 
Of Cameron & Barkley, Dies 


Mathew B. Barkley, who up to his 
retirement had been president of 
Cameron & Barkley Co., Charles- 
ton, S. C., and one of the city’s 
leading business men, died April 7 
at the age of 63. 

Mr. Barkley had been in poor 
health since 1930. He suffered a 
broken leg last December and had 
been in the hospital ever since. 
Recently complications arose and 
his condition became critical. 

Cameron & Barkley was founded 
by his father in 1865. Mr. Barkley 
had also been president of the Gen- 
eral Asbestos & Rubber Co., until it 
was taken over by Raybestos-Man- 
hattan. He then became a vice-presi- 
dent of the parent company and gen- 
eral manager of the factory at 
North Charleston. 

He also had served at one time or 
another as director in other busi- 
nesses, among them the South Caro- 
lina National Bank, the Southern 
Home Insurance Co., and the Wil- 
liamson Mills. 

Surviving Mr. Barkley are his 
widow; three sons, Rufus C. and 
Mathew B. Barkley, Jr., who are 
carrying on the Cameron & Barkley 
business, and George H. Barkley of 
Charlottesville, Va.; a brother, 
Joseph G. Barkley of Tampa, and a 
sister, Mrs. Howard W. Houghton. 


Motley on Council 


George H. Motley, chief shipping 
clerk of the Smith-Courtney Co., 
Richmond, Va., was elected to the 
Common Council of Richmond last 
month. 


Manufacturers at leisure. H. M. Harper 

(left) and V. A. Spoehr of The H. M. 

Harper Co., Chicago, in an attractive 

Florida setting during their recent sojourn 
at Palm Beach 
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Here’s the line-up of your advertising “selling help” on Research Belting — add- 
ing TIME’S 300,000-400,000 industrial readers — men who can buy or influence the 
buying of belting. This doubles for 1938, our previous year’s advertising messages. Plus FACTORY 


MANAGEMENT and MAINTENANCE, MILL & FACTORY, COTTON and PRODUCT ENGIN- 
EERING (packings). Plus listing of your name and address in Graton & Knight’s special 2-page insert 
in THOMAS’ REGISTER. Each ad in the magazines above refers the reader to this listing. 


SO — have you adequate supplies of ‘‘selling helps’ for your salesmen? 
Guarantee stickers, folders, envelope stuffers ? If not write — they’re all free! 


Part of our 1938 advertising is devoted to Research Belt 
Dressing and the free deal on the new application. Are you 


stocked up on this profitable item? 


RESEARCH BELTING 


From the Home of Research, Worcester, Mass. 


RESEARCH BELTING TURNS MORE PULLEYS THAN ANY OTHER BELTING IN THE WORLD! 
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THE LEADING 
TRAP IN SUPPLY 
HOUSE SALES 


Write For Details 
YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia 
we kt Tae BE 
62 


W. F. Dehm, salesman in the industrial 

division of Buhl Sons Co., Detroit, died 

recently at the Highland Park Hospital in 
Detroit 


Memphis Machinery and Power 
Show to Open on May 19 


Distributors of Memphis, Tenn., 
will take a prominent part in the 
machinery and power show to be 
held in Memphis, May 19-21, at the 
Ellis Auditorium. The show is spon- 
sored by the joint convention of Oil 
Mill Superintendents Associations, 
and is expected to be the largest dis- 
play of machinery and supplies ever 
held in the South. 

There will be 125 properly ap- 
pointed exhibits, which will be of 
interest to every type of industrial 
plant. Distributors who will exhibit 
are: Reichman Crosby Co., Lewis 
Supply Co., Hayes Supply Co., 
Pidgeon-Thomas Iron Co., J. E. Dil- 
worth Co., and Industrial Supplies, 
Inc. These distributors are all lo- 
cated in Memphis. Other exhibitors 
coming from all over the South 
include manufacturers and other 
types of supply houses. 

T. W. Lewis, president of the 
Lewis Supply Co., Memphis, is presi- 
dent of the Oil Mill Machinery & 
Supply Men’s Association and chair- 
man of the exhibit committee. 

Although sponsored by all the 
associations of oil mill superintend- 
ents associations, the machinery and 
power show will be open to the pub- 
lic and 3,000 invitations are being 
sent to every type of industrial 
plant in the area. 


New Black & Decker Branch 


The Black & Decker Mfg. Co., 
Towson, Md., announces the open- 
ing of a factory branch in Indianap- 
olis, Ind. Located at 935 North 
Illinois St., this branch carries a 
complete stock of replacement parts 
for all B&D tools. 
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GALDOR 
scxunc GRINDERS 


é 
GOOD LINE 
TO HANDLE 


@ Accepted by Industry. Used for 
both Light and Heavy Grinding. 


@ Sturdy. Plenty of Active Mate- 
rial. 

@ Extra Power. Extra Weight. Ex- 
tra Capacity. 

@ A complete Line. Popular-Priced. 
Fully Guaranteed. 

@ Sold thru Jobbers Only. Liberal 


Discount. 





v4 


CARBIDE TOOL GRINDER 


Precision-built for accurately and quickly sharpen- 
ing Carbide Tools. ‘2 HP ba 


ie 

bearing motor. Large Tool Rest 
Tables. Guaranteed | Year. Com-§ .50 
— 


plete with Silicon cup wheels, for 





IT WON'T BURN OUT 


No. 800—Totally-enclosed, ball-bearing motor; 
‘a HP., Capacitor type—GUARAN- 


TEED 2 YEARS AGAINST —. 

OUT. Built for Heavy Duty. Com- .00 

plete with 8’xi” wheels _— 

. for BULLETINS on complete 

Write Line—and_ interesting Jobber 
Proposition. 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 18 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 


BALDOR GRINDERS 
built by Motor Specialists 
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Exhibition model of the Vari-Pitch Speed Changer 
now being displayed in various parts of the country. 


LLIS-CHALMERS 


MELWAUKEE-WISCONSIN 








© WAT 
OPLEDCHANGEI 


VARIABLE SPEEDS 
Mechanically at 95% Effi- 


ciency Mean Lower Overhead 
and Operating Cost For You 


Here is a unit that gives you variable speeds at a higher 
range than ever before at remarkably low cost. It elim- 
inates at one stroke the necessity of using expensive 
multi-speed motors, or separate change-overs for every 
operation requiring a different speed. 


That means you can cut your overhead and operating 
costs to a minimum because the Vari Pitch Speed 
Changer makes your production flexible without adding 
unnecessary and bulky equipment. You can run your 
machines at exactly the speed your operation demands. 
No steps, no springs, no guesswork. With the Vari-Pitch 
Speed Changer the speed setting remains constant. 


It operates without vibration. It is silent. It is unusually 
compact. It is 95 per cent efficient —the only efficient 
speed changer on the market today. 


Transmission engineers who have tested the Vari-Pitch 
Speed Changer declare it will revolutionize speed chang- 
ing practice just as the Texrope Drive revolutionized 
transmission practice. 


The Vari-Pitch Speed Changer is a product of Allis- 
Chalmers, originators of the Texrope Drive and the Vari- 
Pitch Sheave, and is available in ratios of 334 to 1— 
maximum output speed 3500 rpm. Get in touch with the 
nearest Allis-Chalmers Texrope representative, and find 
out how you can cut your production costs through the 
use of the Vari-Pitch Speed Changer. 


Belts b Goodrich 








NICHOLSON. 
FILE SPECIALTIES 
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The outstanding advertising campaign devoted to files is paving the 
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File H 
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Helps You Sell 


ion Filing 


Sell from the complete line of Nicholson X. F. Swiss Pattern 
shapes and numbers of cut, in a separate department 


at our Providence factory. 


For Better All-Around Filing 


d and McCaffrey Files means more orders for you. 
oem Orders based on faster cutting, reserve cutting edges 
that go to work as old ones wear down—files that stay on 


ine of work better. 
File Cards and Brushes, for better work and longer file life. 


The new patented tooth construction of Nicholson, Black 
And see that your customers are supplied with Nicholson 


Files. Produced in finer cuts, to exacting measurements. Made 
Sell Nicholson Spun Ferrule or other N 
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way for you to make profitable sales on the complete Nicholson File 


Company line. No matter what your customers’ file requirements are, 
they can be filled to satisfaction from this complete, high quality 


line. Nicholson File Company, Providence, Rhode Island, U. S. A. 
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New Tooth Construction 


For Precis 








DISTRIBUTOR 


"© ABRASIVE 
“PROFITS — 


AND EVERY ONE A MASTER 





Sales helps that work for you . . 
Wheel Data Book... 
up-to-date Stock List . . 
literature . . 
sales ammunition to help you get business. 


. produces definite 


inquiries passed on to you. 


A key to every grinding operation . . . a proper wheel for 
every kind of grinding . . . provides the answer to every 


grinding problem your customers may have. 


@. Opportunity to sell and serve every industry . . . means 
_ greater opportunities for profit. Every plant uses , otedinn 


& wheels for either production or maintenance. 


Repeat business through customer's acceptance based on 
performance, quality and high reputation of Abrasive 


Company products . . . means continued profits. 


Forty-five years’ specialized experience in knowing how 
. responsible for the uniformly high performance value 
of Abrasive Company Grinding Wheels in the hands of 


your customers. 


Experienced abrasive engineers available to help you 


sell and service your accounts. 


SEND FOR THIS KEY NOW! 


---ABRASIVE COMPANY------ 


Division of Simonds Saw and Steel Co. 


TACONY AND FRALEY STREETS, PHILADELPHIA, PA. 


Please send me copy of your free 112-page Grinding Wheel Data Book containing complete 
descriptive information about the use and application of grinding wheels and abrasives, 


including complete recommendation tables for wheel selection. 


NAME 


. handy, valuable Grinding 
complete List Price Catalog .. . 

. specialized folders and sales 
. Abrasive Company offers every kind of 


Resultful business paper advertising directed to the man 
who specifies or buys grinding wheels . . 





ADDRESS 





ecersvence SUPPLY HOUSE 
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Attending a factory sales meeting at 
Utica, N. Y., were the following Utica 
Drop Forge Tool Co. field men. They are 
(left to right): Frank P. Tenney, H. D. 
Neff, J. E. O'Toole, general manager, 
F. A. McGuire and F. J. Stiefvater 








Curtis, 37 Years with 
Simonds Saw, Retires 


George T. Curtis, for the past 37 
years representing the Simonds Saw 
& Steel Co., recently retired. Mr. 
Curtis entered the employ of the 


| Simonds firm in 1901 as a hard- 


ware salesman in New England. He 
has been located in Cleveland, Ohio, 
for several years. 

The Chicago sales and office force 


| of the firm presented him with a 


wrist watch upon his retirement and 
a radio was given him by Strong, 
Carlisle & Hammond Co., Cleveland, 
Ohio, at a dinner in Mr. Curtis’s 
honor. 


Factory Addition for SKF 


A large two-color folder announc- 


| ing its expansion program was 
| recently distributed by SKF Indus- 


tries, Inc., Philadelphia. In the bul- 
letin are shown different views of 
the SKF plant featuring the new 
wings that have already been added 
in the enlarging of its facilities for 


| production, and increasing its serv- 


ice to industry. Increases in the 


organization have been made and 





new machinery has been installed. 





Jim Smith (left), Rockwood Sprinkler Co., 
is here seen giving Al York, assistant to 
the president of the Watson-Stillman Co., 
Roselle, N. J., a few pointers on matri- 
mony just before Al makes the final leap 
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SPECTACULAR 


Outstanding because of their 
spectacular illustrations, Day- 
ton Cog-Belt advertisements in 
the leading industrial magazines 
are attracting unusual atten- 
tion and arousing enthusiastic 
comment. They tell a powerful 
and dramatic story of the 
patented, exclusive construc- 
tion and operating advantages 
of these rugged, strong-hearted 
belts. This advertising is cre- 
ating more and more demand 
from transmission equipment 
buyers for Dayton Cog-Belt 
Drives. It is supplemented by 
effective merchandising assist- 
ance which is helping Distribu- 
tors secure Dayton Cog-Belt 
business in growing volume. 


THE DAYTON RUBBER MFG, CO. 
DAYTON, OHIO 


Dayton 
COG-BELT DRIVES 
Th) 
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They CAN Be Yours... 
And They Keep On Coming! 


In the department of the woodworking factory shown above there 
are ten Delta machines. There are as many more in another depart- 
ment and others are being added every month. 

These machines represent sales of over $1,000.00—in one small shop 
in a town of 9,000 people! 


Sales Are Waiting for You! 


These opportunities for profit are all around you—in your town— 
in every shop. And Delta machines are EASY to sell. Their low 
cost brings them within the reach of every shop, no matter how 
small, and their efficiency automatically brings repeat orders. Why 
don’t you cash in on this opportunity? 

Every shipping department 
in your town can use a 
Delta saw like the one 
shown at the right. And 


every carpenter, every 
building contractor, every 
cabinet shop — everyone 


who uses a hand saw is 
a “hot” prospect. 

If you do not stock Delta 
machines, investigate at 
once the profit opportuni- 
ties they offer you. 


DELTA MANUFACTURING CO. 


610 E. Vienna Ave. — Milwaukee, Wis. 
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Here are two new men with H. N. 

Crowder, Jr., Co., Allentown, Pa. Left, 

A. C. Miller, who takes charge of the air 

conditioning and stoker departments and 

Robert L. Keane, sales engineer for the 
firm 


Ray! Company Brings Out 
Large New Catalog 


The Rayl Company, Detroit, has 
distributed a new industrial catalog, 
number 38, consisting of 464 pages. 
Issuance of the new catalog marks 
Rayl’s 63rd year of service to the 
territory it covers. The company 
was established in 1875. The catalog 
has a striking cover in dark blue 
and gold. It contains many attrac- 
tive inserts from manufacturers the 
company represents. Red _ border 
bands are used effectively to set off 
a section to which the company 
desires to direct particular attention. 
Wherever possible, Rayl salesmen 
distributed the catalog in person, and 
sat down and went over it with the 
customer, pointing out its many fea- 
tures. The Rayl catalog was com- 
piled and printed by R. R. Donnelley 
and Sons Company, Chicago. 


Warehouse Association 
Meets in N. Y. May 3-4 


Attention was focused on prac- 
tical warehouse problems during the 
twenty-ninth convention of the 
American Steel Warehouse Associa- 
tion, Inc., at Hotel Waldorf-Astoria, 
New York, May 3 and 4, according 
to W. S. Doxsey, executive secre- 
tary. 

The Association presented for 
discussion a plan for mill-warehouse 
relationships evolved after years of 
discussions and conferences. This 
plan was proposed as a guide to 
both warehouse distributors and 
mill executives in formulating their 
fundamental merchandising policies. 


Kiekhaefer Chief Engineer 


E. C. Kiekhaefer has been ap- 
pointed chief engineer of the 
Stearns Magnetic Mfg. Co., formerly 
Magnetic Mfg. Co., Milwaukee, Wis. 
The company produces magnetic 
separation equipment, magnetic 
clutches, combination magnetic 
clutch-brakes and magnetic brakes. 
J. H. Driscoll was recently appointed 
as the Stearns representative in 
Boston, with headquarters at 34 
Lewis Wharf. 








AMERICAN 
TIGER BRAND 


BUILT AND TESTED 
LIKE A FINE MACHINE 


selling point 


another good 


UST as each part of a well-built 

machine* must be tested before it 
is accepted, so each individual wire 
in American Tiger Brand Wire Rope 
is tested at least three times, in addi- 
tion to test for size, before it can 
pass to the stranding machines. 

Vire rope must stand the severest 
tests. It must string or reeve easily 
and quickly ... spool well... avoid 
whipping at high speeds .. . take the 
terrific jerks of starting and stopping. 

And it is these qualities in Amer- 
ican Tiger Brand Wire Rope which 
have made it the best selling wire 
rope! American Tiger Brand Wire 


(3) American TIGER BRAND Wire Rope 


AMERICAN STEEL 


Rope is available in either Standard 
(non-preformed) or Excellay (pre- 
formed) constructions. 





American Tiger Brand Wire Rope 
Tiger Wire Rope Clips 
Electrical Wires & Cables 
Tiger Wire Rope Slings 
Amerclad All-Rubber Cables 





*American Tiger Brand Wire Rope is ama 
chine, more complicated than many, fitting 


the definition “‘Any combination of mecha- 
nism for utilizing or applying power.” 


Cleveland, Chicago and New York 


& WIRE 


TENSILE 


STRENGTH TEST 


TORSION TEST 


COMPANY 


COLUMBIA STEEL COMPANY, Russ Building, San Francisco 


United States Steel Products Company 
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, New York, Export Distributors 











Here is a drive you can 


Saati Mien 
WILL BUY ROCK- 
WOOD DRIVES IN 
DEPRESSION PERI- 
ODS, when they are buy- 
little of anything 





Rockwood Standard Drives—stock sizes fit motors 
to 150 h.p., 1800 r.p.m. 


CREASES MACHINE OUTPUT AND 
PERMANENTLY DECREASES OPERAT- 
ING COSTS. Depression periods are the time 
most plants have to make such changes in their 
tools and equipment. 

On most hard jobs Rockwood Drives save so 
much they will pay for themselves within the 
first year. THEY ALWAYS MAKE DRIVEN 
MACHINES RUN MORE DEPENDABLY 
AND WITH LESS MAINTENANCE. The 
Rockwood pivoted motor base is recognized in 
all industries as giving the only truly satisfac- 
tory short center belt drive—WITH EITHER 
FLAT BELTS OR V-BELTS. Engineering 
departments, plant superintendents and plant 
maintenance men have had it clearly demon- 
strated to them that ALL SHORT CENTER 
BELT DRIVES—V or FLAT—NEED THE 
AUTOMATIC TENSION CONTROL OF 
THE ROCKWOOD DRIVE FOR UNI- 
FORM, SMOOTH, POWERFUL OPERA- 


ing 
else. 
Rockwood Short Center 
pivoted-motor Drive is an 
improvement in machine 
driving from electric 
motors THAT DEFI- 
NITELY IMPROVES 
DRIVEN MACHINE 
PERFORMANCE — IN- 


industrial plants 


This is because the 





Rockwood Vertical Type 
Drives — stock sizes fit 
motors 2 to 50 h.p., 
1800 r.p.m. 


TION OF DRIVEN MACHINES. So Rockwood Drives are easier to 





Rockwood Lineshalt Drives, Ceiling 
Type, stock sizes fit motors 42 to 60 
h.p., 1800 r.p.m. 


Sold Se celol>Mslolal iol aitiaial: Mm Solan) lolib 7 


Indianapolis, 


sell now—SELL IN VOLUME— 
now when plants are not so busy on 
production orders. Some plants are 
changing ALL their motor drives 
to Rockwood Drives. 


DEALERS:—IF YOU ARE 
NOT SELLING ROCKWOOD 
DRIVES YOU ARE PASSING 
UP A REAL BET. The profit is 
satisfactory. YOU CAN SELL to 
plants that are buying little else. 
WRITE FOR OUR DEALER 
PROPOSITION. 


Takei telate! 
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Nice Ball Bearing Co. 
Has Franklin Exhibit 


This new action display demon- 
strating the frictionless quality of 
ball bearings has been placed on dis- 
play at the Franklin Institute in 





Philadelphia by the Nice Ball Bear- 
ing Co. 

A spiral wheel, itself delicately 
balanced on ball bearings, receives 
a steel sphere in its center, the 
weight of the ball causing the wheel 
to rotate. A novel system of gears 
and motors, controlled with a time 
switch, demonstrates the versatility 
of ball bearings in various types of 
mechanical usage. The mechanism 
effectively serves to demonstrate how 
and why ball bearings are applied 
to moving machinery. 


Eastern Hardware Golf 
Tournament May 19 


The fourth annual tournament of 
the Eastern Hardware Golf associa- 
tion will be held at the Buckwood 
Inn, Shawnee-on-Delaware, Pa., May 
19, 20 and 21. This year a capacity 
crowd of about 200 is expected at 
the tournament. A large number of 
exceptionally fine prizes are being 
offered, together with various enter- 
tainment features. 

John North, president of North 
Brothers Mfg. Co., will show motion 
pictures of his trip around Cape 
Horn on the boat “Wander Bird.” 

Officers of this association are: 
President, Leo C. May, May Hard- 
ware Co., Washington, D. C.; vice- 
president, Jacob S. Disston, Henry 
Disston & Sons, Philadelphia; 
vice-president, A. P. Chase, Chase 
Parker Co., Boston, Mass., and sec- 
retary-treasurer, H. L. Gilliam, The 
Wood Shovel & Tool Co., New York. 


New Salesman 


Buhl Sons Co., Detroit, has just 
added Richard Stibick to its indus- 
trial sales force. He was formerly 
an inside salesman. 
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Since its introduction fourteen years ago at least 
95 per cent of all those who buy TRU-LAY Rope 
for the first time on our recommendation—come 
back for more. There is no better acknowledgment 
of superiority. 

The reasons for this high percentage of repeat 
business are many. In the first place, TRU-LAY 
Preformed is easy to handle; fast to reeve. It re- 
sists kinking and whipping; it spools perfectly on 
the drum. It has remarkable resistance to fatigue 
and so lasts longer—much longer. Having long 
life TRU-LAY reduces the frequency of machinery 
shutdowns thus saving idle time of both men and 
machines. 

Specify TRU-LAY Preformed for your next rope. 
Learn, on your own equipment and with your own 
men, the real dollar value of this original preformed 
wire rope. 


AMERICAN CABLE DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC. 


WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, New 
York, Philadelphia, Pittsburgh, Houston, San Francisco 
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OF ALL FIRST ORDERS FOR 


TRUsLAY prerormen 














A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains « Welded and Weldless 
Chain «¢ Malleable Castings 
Acco-Morrow Lubricators 
AMERICAN CABLE DIVISIGN 
Tru-Lay Preformed Wire Rope « Tru-Loc Proc- 
cessed Fittings « Crescent Brand Wire Rope 
Tru-Stop Brakes © Tru-Level Oil Controllers 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists « Trolleys 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence * Wire and Rod Products 
Traffic Tape « Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
Railroad Specialties 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists * Electric Hoists and Cranes 


Gu leusiness for Your Safely 


“Wik ape 


‘ ALL AMERICAN CABLE DIVISION ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE EMERALD stTRAND 
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BOSTON WOVEN HOSE 
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A hearty hand-clasp to our good friends and 
customers in the Mill Supply field! 


The unchanged selling policy for more than 
forty years has been one of complete cooperation 
with the distributor. Tangible assistance through its 
field representatives, supported by outstanding national 
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__NORTON ABRASIVES _ 


With ‘Free 
DISPLAY CABINET 


Industrial plants, job shops, 
garages and homecraftsmen create 
a steadily growing demand for 
mounted abrasive points and 
wheels that the Industrial Jobber 
is in an excellent position to 
supply. 

With a standard assortment, or 
your own selection, the handsome 
display cabinet (supplied without 
am | forms a compact complete 
Points and Wheels Department 
right on your own counter. 













If you have not already received 
details of this Norton Abrasives 
sales unit, write for complete in- 
formation. 


Our policy of Selective Distribution permits 
the addition of a few Industrial Supply Job- 
bers in certain localities. We shall be glad 
to explain this policy if you will drop us a 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 
TROY.N.Y. 
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Beals, McCarthy & Rogers 
Announces Changes 


Eugene F. McCarthy, secretary- 
treasurer, Beals, McCarthy and Rog- 
ers, Inc., Buffalo, N. Y., has been 
named director of purchases, suc- 
ceeding Arthur B. Paull, veteran 
member of the B-M-R organization, 





EUGENE F. McCARTHY 


whose death was announced in the 
March issue of MILL SUPPLIES. 

Mr. McCarthy, who will, of course, 
also continue in his duties as secre- 
tary-treasurer, first became associ- 
ated with the activities of Beals, 
McCarthy and Rogers in 1924 when 
he started working there during his 
summer vacations. Upon his grad- 
uation from Yale, in 1927, he be- 
came connected with the firm on a 
permanent basis. Mr. McCarthy’s 
uncle, Eugene J. McCarthy, was one 
of the early partners in the business, 
and was the first president under 
incorporation, serving in that capac- 
ity from 1917-1929. Mr. McCarthy’s 
father, Edmond D., was a director 
of the company, although never ac- 
tively connected with the business. 

Beals, McCarthy and _ Rogers, 
which was established in 1826, also 
announces the opening of a Roches- 
ter, New York, office at 167 St. Paul 
Street under the management of C. 
F. Rattigan, Jr. Also operating out 
of the Rochester branch office, cov- 
ering the Rochester-Erie territory, 
are A. H. Stokes, 78-year-old vet- 
eran of the B-M-R sales force; 
George Weimert and Robert R. Com- 
stock, 


Changes for Ducommun 


Ducommun Metals & Supply Co., 
Los Angeles, Cal., has made the fol- 
lowing changes in organization: E. 
Wayne Abel, formerly manager of 
the mill supply department, is now 
director of purchases. E. H. Vock- 
rodt becomes salesmanager and 
A. W. Lohn takes over the position 
of general manager. 
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HE MEN who gather at the 37th annual Triple 

Mill Supply convention in Pittsburgh, May 9, 
10, and 11, have profoundly influenced the buying 
habits of industry. In plain fact, they have by good 
salesmanship and tireless service virtually wrought 
a revolution in industrial purchasing and _stock- 
keeping practices 





the kind of revolution that hurts 
no one, works to the benefit of everyone concerned. 

Not so many years ago many, perhaps most, 
plants literally boasted of well-filled storerooms—- 
of bins and shelves and racks loaded with every 
kind of supply item likely to be needed. Often 
there was overstocking, invariably serious depre- 
ciation, and the carrying of many items that never 
would be called for. 

Reason, if not complete justification, for such 
conditions lay in the circumstance that transporta- 
tion was slow and sources of supply often remote. 
Then, too, sharp-penciled accountants did not 
always stop to figure the cost of keeping such 
stocks in terms of interest charges, insurance, floor 


space tied up, depreciation, and frozen capital. 


AN EDITORIAL 


Today smart managers realize that no plant is 
so profitable or rich that it can afford to carry 
much more than an emergency stock of the count- 
less supply items it needs. A telephone call or 
wire gives them access to complete stocks ef any 
needed items; express trains, fast trucks, airplanes, 
reduce miles to minutes in bringing these items to 
their plants. And they know, also, that behind 
these stocks and transportation facilities there are 
trained and efficient distributor organizations that 
are anxious, and know how, to serve alike in the 
day’s routine and in emergencies. 

Thus it has come about that cost-minded opera- 
tors let the stock-carrying specialist carry their 
supply stocks, while they put their capital to work 
producing goods and paying wages. 

Right now one of industry’s most pressing prob- 
lems is how to find employment for more people. 
Much of the answer lies in keeping costs down and 
capital liquid. 

The mill supply distributor can help any plant 
to do these essential things. 


MANUFACTURER’S ADVERTISING IN FACTORY HELPS DISTRIBUTORS 
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A Few Territories 
Still Open 

The opportunity to 
qualify as a distributor 
of Parker-Kalon. Cold- 
forged Socket Screws is 
still available in some 
territories. “Reputable 
jobbers who are inter- 
ested are invited to 
write for our attractive 
proposition. 
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ADVERTISING FOR MAY 


American Machinist 18,534 
Machinery 15,959 
Mill and Factory . . 22,215 
Tool Die & Machine 
Progress a 
Modern Machine 


8,944 


May Circulation 94,177 
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|New Appointments Made 
By Jones & Laughlin 


The appointment of three assistant 
general managers of sales, the open- 
ing of a new district sales office in 
Baltimore, together with several 





The three newly ap- 
pointed assistant 
general managers 
of sales of the Jones 
& Laughlin Steel 
Corp. They are 
(left above) W. H. 
Wiewel, R. T. 
Rowles and, op- 
posite, H. J. Watt 





promotions and new appointments 
in the corporation’s district sales 
offices, were recently announced by 
Lewis M. Parsons, vice-president 
and general manager of sales of the 
Jones & Laughlin Steel Corp., Pitts- 
burgh. 

The three assistant general man- 
agers of sales are R. T. Rowles, 
W. H. Wiewel, and H. J. Watt; the 
two former having general super- 
vision over products sales depart- 
ments and the latter over Eastern 
district sales offices. 

Mr. Rowles will supervise the gen- 
eral activities of the hot rolled, cold 
finished, wire products, and ware- 
house sales departments. Mr. 
Wiewel will supervise the general 
activities of by-products and pig 
iron, sheets and strip, tinplate, and 
tubular products sales departments. 
Mr. Watt will have charge of New 
York City and the East, with gen- 
eral supervision over district sales 
offices in Boston, New York, Phila- 
delphia, Atlanta and the new dis- 
trict sales office in Baltimore. 


New Vacuum Packed Can 
For Welding Electrodes 


The Harnischfeger Corp., Mil- 
waukee, recently announced the de- 
velopment of a new vacuum packed 
can for keeping welding electrodes 
fresh over an indefinite period of 
time. 

The containers are easily opened 
with a key attached to one end. A 
beveled rim at the top of the can 
offers protection against injury after 

| the top has been removed. 
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Announcing 


A NEW POPULAR PRICED 
STARRETT INDICATOR 


“Universal Junior” No. 564 


Here is an indicator that is sensitive, accurate, GRADUATED SCALE, with a range of .012 by 
thousandths, can be set in preferred position by 
: ‘ ‘ mounting indicator on side or top of shank. 
flexible and adaptable to practically every conceiv- 





able indicating operation. It is made to Starrett 
standards of precision and workmanship and sells 


for only five dollars. 


Cash in on the big market for this fast selling item. 
“Universal Junior” Folder EG will help you sell it. 


Write for a supply today. 





ADAPTABILITY illustrated by indicator removed 
from shank and clamped to jaw of height gage. 














COMPLETE FLEXIBILITY is shown by indicator mounted in lathe tool ACCURACY is assured by sim 
post. Point which is frictionally held in rotating sleeve can contact work 
at any angle. 


ple design and care- 
ful workmanship. Indicator is 2/4 incheslong, shank 
5 inches. Case-hardened steel and die-cast parts. 


THE L. S. STARRETT CO., ATHOL, MASS., U.S.A. 


World's Greatest Toolmakers — Manufacturers of Hacksaws Unexcelled — Steel UVapes, Standard for Accuracy — Dial Indicators for Every Requirement 


PRECIS@ON SHOP 20 UTP MENT 


¢ 
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BLADES 


B’... customers are as numerous as 
the hairs on your head —and we hope 


you have a lot of them. They are satisfied 
customers because “Red Arrows”, like every 
other blade in the Barnes Line, are made to 
perform accurately, honestly. 


We Co-Operate with Distributors 


We not only make a good line of hack saw blades and 
band saws but we merchandize them through estab- 
lished mill supply distributors in accordance with policies 
that assure the customer full value for his money and 
the distributor a decent margin of profit. We maintain 
service men in the field to help you help your customers 
on their metal cutting jobs. Barnes is a good house to 
deal with. 


We'll be seeing you — at Pittsburgh, May 9, 10 and 11! 


W. 0. Barnes Co., Inc., Detroit, Mich. 
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Fellow townsmen. W. K. Miller (center), 

head of The Advance Car Mover Co., 

pays a visit to his neighbors and cus- 

tomers, S. R. Stilp, Jr. (left) and Fred- 

erick C, O'Keefe, associates in the newly 

organized and hustling Industrial Supplies 
Corp., Appleton, Wis. 


Changes in Personnel Made 
By Palmer-Bee Co., Detroit 

Palmer-Bee Co., Detroit, at a re- 
cent meeting of the board of direc- 
tors made the first organizational 
changes in a number of years. 

William E. Bee, president of the 
company since its founding in 1905, 
assumes the position of chairman of 
the board. George A. Bee becomes 
president and general manager. J. E. 
McBride remains as vice-president. 
A. J. Leckie is treasurer and C. F. 
McLaren, assistant treasurer. D. N. 
Sweeney, an attorney and former 
bank official, assumes the office of 
secretary, and L. F. Miller becomes 
assistant secretary. 


The firm recently opened an engi- 
neering and sales office at 1228 
Starks Building, Louisville, Ky., 
with N. B. Knight in charge. 





Salesman-benedict! George C. Miller, Jr., 
Dodge Mfg. Corp., and Miss Frances 
White, Portland, Oregon, took the big 
step into matrimony in February and are 
now living at 610 West Battell St., 
Mishawaka, Ind. Mr. Miller is a son of 
G. C. Miller, Dodge's president 
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MAY 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 





Iron Age 
Western Construction News 


Wickwire Spencer Advertisements appearing 
in nationally distributed publications are of real interest to rope users. The hun- 
dreds of requests for reprints prove it. Wickwire Spencer distributors are turning 
this interest to their profit. Write today for the Wickwire Spencer distributors’ and 
cooperative advertising plans. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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YOU CAN BUY ALL OF YOUR 


nl FROM THIS ONE DEPENDABLE ‘ 
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meres «=A Better PACKAGE... MEANS } 


lose it up, and stand 


on it. A 234-lb. man balanced 


himself on the new LAMSON When you sell the LAMSON line you can 
carton, which was empty, and keep your bolt stocks in their original peated handling without any sign 
it did not crush! That's tough! e 5 h i hie eee 7. | 
And strong! And that's part of cartons —lor the new LAMSON cartons " 
LAMSON service to the trade. 


before—that they stand up under 


wear. Due to their copyrighted all- 
not come apart from frequent handling. design that trade-marks them, these tc 


r 


Ihese new cartons are so stron 3— three 





cartons show no finger-marks and car 
yer than any carton used kept in sight on shelves. where inven! 


|; Product 


LE SOURCE » » 


nder 
sig! 


all- 


a ca! 


ee 


CLEANER STOCK 


ER =T0 tb ao 6 01o NE 001 MEE-} Colel amB t-te dh de 0 4- Mie (elel=T— 
sible. In the clearly labeled LAMSON 
cartons there is less chance for sizes 
being mixed, and of course the bolts and 
nuts stay cleaner, and present a better 


~ h v } ( ter 
appearance in tne eyes { the ustomeé 


1867 when this company was 
founded the LAMSON name on a bolt carton 
has meant the highest quality obtainable. 
It means exactly that today—and it will 
mean the same tomorrow. What is back of 
the LAMSON label—just what does it mean 
to you? There are five modern plants, each 
complete in itself—and that insures prompt 
shipments to fill in your stocks at all times. 
Chemical, physical and metallurgical 
laboratories maintain a constant check on 
quality—for no other product you sell is more 
carefully engineered than the bolt and nut 


products you get from LAMSON. There is a 


definite advantage in the LAMSON packag- 


ing—for the distinctive all-over pattern that 
trade-marks the LAMSON line in cartons and 
packages won the Award in an All-America 
Package Competition—a merchandising 
advantage every jobber can appreciate. 
More than that—the new carton is three times 
stronger than any carton used before—it 
stands up under frequent handling, keeps 
the stock clean and in good condition. Add 
to these advantages a reputation of nearly 
three-quarters of a century for unswerving 
high quality and dependability and you 
have a line to tie to for profit. Backed by 
advertising that tells your customers what 
they have a right to know about the bolt 
and nut products they buy from you. Ask 
about the new “information service’ to 
distributors’ salesmen, on your letterhead. 
THE LAMSON & SESSIONS COMPANY 


GENERAL OFFICES, CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 








THE LAST WORD IN MODERN 
ENGINEERING DESIGN 


JACOBS BALL BEARING 
SUPER CHUCKS 


STOCKED AND SOLD 
BY LEADING 
DISTRIBUTORS 
EVERYWHERE 
ASSURING PROMPT 
AND EFFICIENT SERVICE 
TO INDUSTRY. 


IF ITS A 


IT HOLDS! 


THE JACOBS MANUFACTURING COMPANY 
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Relaxing for a few moments before tack- 

ling some more heavy problems are (left 

to right): R. L. Watts, manager Lubri- 

plate Division, L. A. Ryan, assistant to 

president and F. W. Edwards, secretary- 

treasurer, all of the Fiske Brothers Refining 
Co., Newark, N. J. 


Terrell Machine Co. 
Changes Personnel 


The Terrell Machine Company, 
with headquarters in Charlotte, 
N. C., announces the appointment of 
I. P. Graham as representative cov- 
ering the South Carolina territory. 
He will be in charge of the Green- 
ville office. Mr. Graham was pre- 
viously attached to the home office 
and covered part of North Carolina. 

W. S. Terrell, who has been in 
Greenville, will be transferred to 
Charlotte in an executive capacity. 


Gill Joins Interstate 


John Gill is now covering Western 
Nebraska as a tractor and road 
equipment salesman for the Inter- 
state Machinery & Supply Co., 
Omaha, Neb. Mr. Gill has been doing 
similar work for the past 20 years. 





Enjoying the climate of Palm Beach, Fla., 
where it's always summer is H. H. Riddle 
(left), manager of the mill supply depart- 
ment of The George Worthington Co., 
Cleveland, Ohio, and two of his salesmen, 
L. J. Weber (standing) and Carl Sheekly 








MARVEL SAWS 


... a complete line 


Because MARVEL provides a COMPLETE line of metal 
sawing machines; and because MARVEL alone offers 
UNBREAKABLE composite blades—the MARVEL repre- 
sentative in your territory is best qualified to analyze 
your metal cutting requirements, solve your metal 
cutting problems and recommend metal sawing equip- 
ment that will cut your cutting-off costs. 


This technical service is available without obligation. 


Now moved to our complete new plant 
that is provided with every modern fa- ae 
cility for producing QUALITY products. ie 





ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


fel ile tcle) U. 5. A. 
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The new “Test” Tactics 


Sales- presentations of hollow screws are being enlivened 
by “tests” at the buyer’s desk, accompanied by charts which 
prove beyond doubt that each make of screw is better than 
any of the others. 

One brand will excel in hardness; another in tensile strength; 
another in toughness; another in one or another quality meas- 
ured indisputably by a special testing machine. 

The truth is that any hollow screw can be made to excel all 
others in some one quality, — but always at the expense of some 
other essential qualities. 

And the point to be emphasized in selling “ Allens’, is that 
in Allens the essential qualities are balanced in the right pro- 
portion for maximum service in practical USE. 

That, too, is substantiated by tests: — we’ll gladly show the 


figures to any Distributor. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. WU. $.A. | 
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Members of the Hardware Square Club 
of New York City honored Fred Scholl, 
president of Long Island Hardware, with 
a surprise birthday luncheon recently at 
the New York Athletic Club. Seated 
about Fred who thanks his fe!low mem- 
bers are (left to right) Allan Topping, 
Topping Brothers; W. W. Edwards, Fed- 
eral Hardware; Fred Scholl; James 
Browning, Topping Brothers; Peter Igoe, 
Igoe Bros; and Ralph S. Allen; Diamond 
Expansion Bolt Co. In the foreground 
is E. P. Wobie, of the Wheeling Cor- 
rugating Co. 


Standard-Shannon Sends 
Sales Stimulator to Force 


A memorandum entitled “Psycho- 
Salesology” is being sent out to all 
salesmen of the Standard-Shannon 
Supply Co., Philadelphia, by Vance 
C. Boyd, vice-president, in charge 
of sales. Designed to stimulate ini- 
tiative and achieve results, the 
memorandum sets up a competitive 
spirit among the various members 
of the sales force and establishes a 
quota for each. 


J. F. Cooke Heads Electric 
Hoist Manufacturers Group 


At the 21st annual meeting of the 
Electric Hoist Manufacturers Asso- 
ciation held in Cleveland, Ohio, J. F. 
Cooke, American Engineering Co., 
Philadelphia, was elected chairman 
of the association, succeeding S. 
Buckley, of Shepard Niles Crane and 
Hoist Corp. W. W. Peattie, presi- 
dent, Northern Engineering Works, 
Detroit, Mich., was elected vice- 
chairman. 





The Disston Male Glee Club of 35 

voices came all the way from Henry 

Disston & Sons, Philadelphia, to sing for 

the Hardware Square Club of New York 
City on April 19 











| Pi: ttsburgh TRIPLE CONVENTION 1938 


Q U A K E R has successfully marketed its industrial rubber products for over 
50 years through the mill supply distributors. We voice our appreciation to these loyal 
men of affairs at their annual meeting in Pittsburgh. 


During this half century Quaker sales have mounted upwards... with profit to the 
Quaker distributor... sales made and held by consistent quality and fair dealings. 
National advertising in leading trade papers . . . generous sales aids... valu- 
able territory protection . .. makes the Quaker franchise profitable for those 

whose territories are still available. 


Write today. Your territory may still be open. 
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ASSURE YOUR PROFITS | 


And Customer Satisfaction 


By selling Desmond Dressers and 
Cutters and Simplex Vises. These two 
nationally recognized lines of quality 
tools have exclusive sales features 


and will give you repeat orders, satis- 
fied 
profit. 


customers and a 


satisfactory 











DRESSERS AND CUTTERS 





Desmond Hex Dresser 


We manufacture the only complete 
line of Dressers and Cutters and can 
advise and furnish you the proper 
dresser for your customers wheels. 
Our 30 years of wheel dressing experience are offered without 
obligation and we invite you to bring your wheel dressing 
problems and dresser and cutter requirements to “Headquar- 
ters.” 





No. 0 Desmond Cutters 





SIMPLEX STEEL SLIDE 
VISES 





You furnish your customers with 
a stronger and more serviceable 
vise when you sell them a Sim- 
plex Vise. This exclusive solid 
steel slide vise is much stronger than iron slide vises and gives 
you an excellent sales point. Switch to modern, solid steel slide 
Simplex Vises and increase your vise sales. 





We invite you to write us, without obligation, for catalogs, price 
sheets and distributors sales plan on our lines of Desmond Dres- 
sers and Cutters and Simplex Vises. 


THE DESMOND-STEPHAN MFG. Co. 
URBANA, OHIO 
WE SELL THROUGH DISTRIBUTORS 





DESMOND GRINDING WHEEL | 
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A. T. Dalton, sales manager, Chicago 
Wheel & Mfg. Co., Chicago, seems a 


bit pensive in this picture. Maybe he's 
thinking about an important letter he's 
got to write 


Census Survey Gets 
Underway in June 


Wholesale schedules will be sent 
out by the Bureau of Census the 
latter part of June to be filled in 
and returned to aid the Department 
of Commerce in obtaining a census 
survey of business for each quarter 
of 1937 and the first and second 
quarters of 1938. 

The schedule forms contain in- 
quiries that will provide sales and 
payroll information. All distributors 
are urged to fill these forms in and 
return them promptly as the value 
of the results will be enhanced to a 
great degree by their timely release. 

Questions asked in these schedules 
were arrived at by direct contacts 
with representatives of the trade, 
meetings being held with retailers 
and wholesalers on February 17 and 
18 in Philadelphia, the headquarters 
for the survey. 


Motter's Sons Supply 
Celebrates 100th Anniversary 


The employees and employers of 
George F. Motter’s Sons and George 
F. Motter’s Sons Supply Co., York, 
Pa., recently held their 100th anni- 
versary banquet at the Hotel York- 
towne with an attendance of 132 
employees. 

The principal speaker was Harry 
N. Clarke, industrial executive of 
Cleveland, Ohio. Entertainment was 
furnished by an accordionist and 
ventriloquist. 

William S. Motter, president, on 
behalf of his employees, presented 
the officers with a testimonial of 
gratitude. Mr. Motter then presented 
those employees who had been with 
the firm for ten years with a serv- 
ice certificate. 
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Industrial 
BRUSHES 


That’s sweet music for any distributor isn’t it? 
And yet it is just one of countless examples that 
prove how MILWAUKEE Brushes, through 
tested performance, are constantly making new 
friends among industrial users. 


Brushes that win respect and confidence so 
easily are the kind to push. More volume pro- 
ducing repeat business will come your way... 
each year will show you more profit from a 
host of satisfied customers. 


MILWAUKEE can help you do a bigger and 
better selling job on Industrial Brushes. Let's 
start now! 


THE MILWAUKEE BRUSH MANUFACTURING COMPANY 


2212-2236 North 30th Street WVileas.40l 444 Ah Oe Pi 


The. Key Line to Correct Industrial Brush {pplication 


MILL SUPPLIES @© MAY 1938 


YOUR BRUSHES WHIPPED OUR JOB. BILL 
SEND US TWENTY MORE LIKE THEM 
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Holding them spellbound is easy for 

L. S. Patetou (far left), at the opening 

of the Greenville, S. C. branch of 
Westinghouse Electric Supply Co. 


Westinghouse Opens Branch 
At Greenville, S. C. 


The Westinghouse Electric Supply 
Co., recently opened a new ware- 
house in Greenville, S. C., at 226 
Pendleton Street. Formal invitations 
were mailed to all mill officials and 
mill maintenance men in the ter- 
ritory, and the organization held 
open house from noon until late Sat- 
urday night. Several hundred people 
visited the new building. 

The new building, located at the 
intersection of two main streets is 
about 50 ft. by 150 ft.; with the 
offices and display rooms in the 
front and the equipment warehouse 
in the rear. A mezzanine floor in the 
back provides for additional floor 
space for lighter packages. 


Martindale Electric Buys 
Hergie Manufacturing Co. 


The Martindale Electric Co., of 
Cleveland, Ohio has just purchased 
the Hergie Mfg. Co., Bridgeport, 
Conn. All manufacturing operations 
in the future will take place in Cleve- 
land. 

The Martindale organization will 
continue to manufacture its exten- 
sive line of motor-driven, flexible 
shaft equipment and carbon, alloy 
and highspeed steel rotary files, 
rasps and burrs. 


Attend Detroit Show 


William H. Schott of the Somers, 
Fitler & Todd Company, Pittsburgh, 
Pa., was a visitor at the recent 
Machine & Tool Progress Exhibition 
in Detroit, Michigan. Mr. Schott 
was accompanied by John C. Good- 
man of the Goodman Co., manufac- 
turers of grinding machinery also 
located in Pittsburgh. 





Jhe DIXON (Course in 
“COUPLING-OLOGY 


Written in the Hope of Being Helpful 
to Salesmen of Industrial Hose 


LESSON No. 1—HOSE and COUPLINGS 


T IS well to remember that hose and couplings are integral parts 
of one service unit. Either would be virtually useless without the 
other. By the same token, the manner in which each accommodates 
the other determines to a great extent the degree of satisfaction 


both, as a unit, will give. 


The most critical parts of any hose are its ends, for it is here that 
the hose is not only subjected to severe twists and sharp radius 
bends off fixed outlets, but must also carry the brunt of weight plus 
pressure. This is why the ends of the hose are first to show signs of 
wear and abuse even under the most favorable conditions. It is 
true economy, therefore, to select only those couplings that are 


known to be best, in design and quality, for the intended service. 


This would naturally lead to consideration of 


“BOSS 


HOSE COUPLINGS 


* BOSS” Regular Female Stvle W-16 
Ground Joint °GJ-BOSS” Female Style X-3% 
“BOSS” Male Style MX-16 


. for high or 
“BOSS” Couplings 


constantly demonstrate their unequalled de- 


On steam, air or liquid lines . 


low pressure service . . . 


pendability and economy. They save money 
two ways .. . by eliminating leaks, pressure 
losses and shutdowns, and by being extremely 
“easy” on the hose despite their tenacious grip. 
It will pay you to recommend that “BOSS” 
Couplings be attached to every length of hose 
you sell for any service for which they are 


intended. 


For detailed description of “BOSS” Female 
Style W-16, Ground Joint “GJ-BOSS” Female 
Style X-34 and companion Male Coupling Style 
MX-16, see List 1035-X. 





“BOSS” Regular Female 
Coupling Style W-16: 


/ 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY . PHILADELPHIA 


Branches in Los Angeles and Houston 
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AATMEMAC Do. 


PORTABLE HIGH SPEED 


ELECTRIC GRINDERS 


PRECISION 
of the practical reasons 














why more Distributors are 
selling more THEMAC GRINDERS 


* ye ott xy “ & or’? 
We" os pil" ct ace 
1 —_ 2 p 3 oe” 3 po ch 


A circumferentially adjusting Adaptable to any grinding Distributors are definitely pro- 
arrangement of — permits job whether for external tected in their respective terri- 
maximum range of operative : sn di tories. All inquiries emanatin 
positions. Attached directly to ° internal work. Grinding from a given territory ane 
compound T-slot—lock and Wheel can be used on turned over to the distributors 
operate in any position quickly right or left side and front in that territory. There is no 
adjustable to any lathe center. 4; rear of motor. “cutting in” by the home office. 


A few of our growing list of enthusiastic 
THEMAC DISTRIBUTORS 


Almquist Bros. & Viets, Los Angeles, Calif. 
Carey Mchy. & Supply Co., Baltimore, Md. 
H. Channon Co., Chicago, IIl. 

Delta Equipment Co., Philadelphia, Pa. Ramsdell Industrial Supply Co., Worcester, 
Hawley Hardware Co., Bridgeport, Conn. Mass. 

Ideal Mchy. & Supply Co., Plainville, Conn. Squier, Schilling & Skiff Co., Newark, N. J. 
Mau-Sherwood Co., Cleveland, Ohio Theo. C. Ulmer Co., Philadelphia, Pa. 


THEMAC 
INTERNAL-EXTERNAL 
GRINDER 


Northern Mchy. & Supply Co., Minneapolis 
R. C. Neal Co., Buffalo, Rochester, Syracuse, 
BF. 





is eee 


Grinders your customers can afford to 
buy. Designed especially for precision 
grinding on any size lathe. 1/3 HP 
Universal motor. Idling speed, 16,000 
R.P.M.; full load speed, 12,000 R.P.M. 
Forced ventilation. 














THEMAC 
STREAMLINED 

HAND GRINDER or 
TOOL POST GRINDER 


Equipped with external ventilating fan. 
“a HP Universal motor for 110-125 v. 
A.C. or D.C. An ideal tool for hand 
grinding or as a tool post grinder. 


Send for details of the 
complete THEMAC LINE 














THE McGONEGAL MANUFACTURING CO. 
228 Orchard Street East Rutherford, New Jersey 
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George C. Somes, Jr., Standard Pressed 

Steel Co., explains some of his company's 

products to W. F. Redmond, district sales 

manager for Yale & Towne Mfg. Co., 

who gazes serenely away at his own ex- 

hibit at the William S. Roe industrial 
show in Newark, N. J. 


William S. Roe Spring 
Show Highly Successful 


A four-day industrial exhibit held 
by William S. Roe, Inc., of Newark, 
N. J., proved highly successful in 
drawing both plant men and buyers 
from all sections of Northern New 
Jersey. 

The 60 attractive exhibits, many 
of them demonstration units, served 
to draw large crowds through the 
four days of activity despite bad 
weather. Manufacturers representa- 
tives were on hand to interest the 
visitor. The exhibit served to in- 
troduce the firm’s newly rearranged 
and modernized store and ware- 
house. Exhibits covered the three 
floors of the Roe store and ware- 
house. 

Added features of the show were 
a nightly awarding of door prizes 
and the serving of refreshments 
from 6 p.m. onwards. 

Advance bulletins were sent to 
all the Roe customers in the area 
and other interested parties an- 
nouncing the show and the com- 
panies that would be on display. 


Randell Joins Neal Co. 


Orson B. Randell has joined the 
R. C. Neal Co., Inc., Buffalo, and 
will cover the Syracuse territory. 





R. W. Richards, J. H. Williams & Co.. 

got camera shy just as a MILL SUPPLIES 

cameraman "shot him down" at the re- 

cent William S. Roe show in Newark, 
N. J. 
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DISTRIBUTOR 
SALESMEN 


Write today for a Johnson 
Salesman’s Handbook. It 
gives facts relating to the 
sale and performance of 
Bearing Bronze. No obli- 
gation. 


Are your 


METHODS 


@ Are you offering your customers rough or semi-finished bronze? Can 
you answer their questions regarding alloy and bearing performance? 
Can you make any definite claim to quality? 

Today’s buyer eliminates guesswork. He must know in advance what 
the metal contains — how the bearings will perform. You can meet 
these questions with Johnson UNIVERSAL Bronze. Our alloy 
S.A.E. 64-—— Copper 80%; Tin 10%; Lead 10% — has never been a 
secret. The bearing performance is a proven fact. 

Why not bring your selling methods up to date? Why not offer your 
customers the quality they demand? A Johnson Bronze Franchise is 
the first step. Investigate today. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET - - NEW CASTLE, PA. 


See us at the Convention— Pittsburgh — May 9-/0-// 


MACHINED 


Inside 


DIAMETER 
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it urpose 


Ar the Plymouth Cordage Company’s plant 
there is no ‘‘run-of-mill’’ rope. In the mind of each 
Plymouth ropemaker, every coil of Plymouth Ship 
Brand Manila Rope is a special job. These skilled 
workers know the specific purpose for which each 
type of rope is made, and the user’s requirements in 
safety, strength and durability guide every step in 
making the ‘‘Rope you can Trust”’ 

Hauling the strands is now performed under con- 
stant supervision—by the machine pictured here. 
Drawn from bobbins, uniform high quality yarns are 
spiralled into a smooth round strand, while the capstan 
of the machine maintains constant the degree of twist 
put into the strand. 

Machines aid in the constant control of quality in 
making Plymouth Manila Rope, but more important are 
the men in charge. To their work they bring knowledge 
and one unremitting purpose—to make rope which 
you may offer your industrial customers as tops for 
strength, safety and long-run economy. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 


Sales Branches: New k iltimore aaa chica 


ROUTH 5 
you a hhesi7” 
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Malcom E. Reid is now covering the South- 

west territory for Morgan Vise Co., and is 

well-known throughout this territory, having 

been connected with Peck, Stow and Wilcox 
for the past sixteen years 


Hoist Association Adopts 
Standard Specifications 

A set of standard specifications for 
wire rope electric hoists which em- 
bodies sixteen requirements for con- 
struction and operation was recently 
approved by the Electric Hoist Man- 
ufacturers Association, New York 
City. 

These specifications regarding the 
construction and operation of electric 
hoists deals with the materials that 
go into the manufacture of every 
hoist, safety factors, motors, con- 
trollers, hoist gearing, brakes, drums, 
bearings, lubrication, limit switch, 
load block, hoisting rope, wiring, ca- 
pacity and guarantees. 


Signal Electric Co. 
Builds Factory Addition 


Signal Electric Mfg. Co., Menomi- 
nea, Mich., has just completed and is 
now occupying a new addition to its 
factory. The addition is a two-story 
brick building, providing 22,500 more 
square feet of floor space. 

The addition will enable the firm to 
increase its production and storage 
facilities. It is the firm’s second build- 
ing addition in two years. 


New Officers 


Newly elected officers of the Ches- 
ter Hardware Co., Inc., Chester, Pa., 
are Ralph F. Swarts, president; Rich- 
ard M. Boys, vice-president, and A. 
Stanley Ayers, secretary. This change 
in personnel of officers was made 
necessary because of the death of 
Clarence E. Ayers, late secretary and 
treasurer of the firm who died in 
May of 1937. 
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You Sell 
When You Tell 


ALL THE BENEFITS 
OF YOUR PRODUCT 














Sales are more easily made when you know and tell prospects all the 
features of your product — plus all the benefits and advantages it will 
give them. 


Here, for instance, are the advantages and economies which Medart 
V-Belt Drives will assure your customers: 


Reduced belt expense ... Greater economy . . . Longer life . . . More ef- 
fective transmission of power ... Maintenance of proper belt tension and 
extreme flexibility result in a more uniform drive— and positive speeds... 
No vibration — both driving and driven machines run more smoothly .. . 
Especially adaptable to extremely short centers. 


Sheaves furnished with any number of grooves —all pitch diameters. 


Prompt service on stock or special requirements —plus the VALUE of.a 
definite black-on-white Distributor Policy that means what it says. 


THE MEDART COMPANY, General Offices and Works: 3514 De Kalb St.; St. Louis, Mo. 
Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, 
Pittsburgh, New Orleans, San Francisco, Denver, Charlotte, Birmingham, Milwaukee, 

Detroit, Los Angeles, Atlanta, Grand Rapids, Indianapolis, Dallas, Minneapolis, Kansas City. 











MEDART 





Everything IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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DONT PASS UP 


Vour Customers’ 


FAN BUSINESS £ 


we 


y 


Victor ‘‘Breeze-Spreaders” 
A quality line, including 8’ 
stationary and 12° and 16" 
sizes in both oscillating 
and stationary types. 





New, modern design— 
priced to sell in big vol- 
ume—two models, 10° and 
12", both oscillating. 





Victor 
“Ternades” 
High velocity— 
powerful motor 
—rugged coa- 
struction, Two 
sizes, 20° and 
22°, also avail- 
able in short 
pedestal and 
ceiling mount- 

ing models. 


Sd 








Victor “Overheads” 
Covers wide floor area, 
idea commercial cool- 
ing. Low in cost and easi 

ied. Both 12° and 16’ 





It’s Easy—Summer Heat 
makes them all Buy! 
Big Orders—Big Profits 
are certain with... 


VICTOR 
NO-DRAFT my cs 








The ““MIRACLE BREEZE” 


Now’s the time your customers will be buy- 
ing fans. You can get this profitable business 
by just asking for it. And, if you're handling 
the Victor line, you'll find it’s especially 
easy. Victor has a type and model to take 
care of any cooling need, and only Victor 
can offer the sensational ‘Miracle Breeze.” 
Get busy on fans now! 


VICTOR ELECTRIC 
PRODUCTS, INC. 


747 READING ROAD CINCINNATI, OHIO 
Makers of Victor in-Bilt Kitchen Ventilators 


FREE CATALOG, 


Write for 
your free copy today! 
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Talking it up for Alemite at the Boston in- 
dustrial show staged by Chandler & Far- 
quhar. In center is Alemite's H. Paquette, 
and at right is Earl Grant, also of Alemite 


Officers of Chicago 
Machinery Club Named 


At a recent meeting of the Ma- 
chinery Club of Chicago, A. S. Gray, 
Insulation Manufacturers Corp., was 
elected president. C. G. Cunningham, 
Pratt & Whitney Co., became vice- 
president, and A. W. Smith of the 
L. S. Starrett Co., will hold the office 
of secretary-treasurer. 

Directors of the club for the year 
are: V. R. Clark, V. R. Clark Belting 
Co.; Frank Seese, Marshall & Hus- 
chart Machinery Co.; L. S. Nutting, 
Latrobe Electric Steel Co., and C. F. 
Sturgeon of the Arch D. Corrigan Co. 


Bendix Fan Sold 


South Bend Air Products, Inc., 
South Bend, Ind., was recently or- 
ganized to purchase and continue the 
ventilating equipment business for- 
merly conducted by the Industrial 


Fan Division of the Bendix Products 
Corp. 





A demonstration was in progress when we 

caught this action in the Beaver Pipe ex- 

hibit at the recent Chandler & Farquhar 

show in Boston. Center, Hal Rinear, Beaver's 

New England district manager, and right, 

W. A. Phillis, Beaver vice-president and 
general manager 

















C.W. Gebhart, Vice-Pres. & S. M. 


COLONIAL SUPPLY CO. 























- = 
atte, 
mite 
Ma 
ray, 
was 
am, 
rice- 
the 24 HRS. A DAY—7 DAYS A WK. 
\ffice 
_ @ Typical of the great SAIS family of lead- 
ting ing distributors from coast to coast is The 
“nel Colonial Supply Company in Pittsburgh—host 
+. : city to the 1938 Triple Mill Supply Convention. 
Co ; 
Heart of the world’s steel production—home of 
huge manufacturing establishments —Pittsburgh 
_ industry has long used SSSSIP Bearings and 
grey Transmission Appliances to save power, main- 
From | tenance and lubrication costs. 
or- 
trial With 10 outside salesmen under Mr. Gebhart's % 
lucts a f . & 
guidance and a wide variety of SASSI products wa 
available 24 hours a day and 7 days a week, 
The Colonial Supply Company has met the , 
i exacting demands of these important industries. iets 
A real distributor! A real product! There may 
be a franchise open for your territory. 
GouSI= INDUSTRIES, INC., PHILA., PA. 
r $101 
a 2 BEARINGS 
alll... 
PILLOW BLOCKS e SHAFT HANGERS 
en we 
pe ex- 
rquhar 
paver's 
right, 
+ and 
e Self- Aligning Ball Bearing ¢ Deep-Groove Ball Bearing e Type SG Pillow Block 
MILL SUPPLIES @ MAY 1938 97 




















Schrader compressed air accessories, blow guns, press pneumatic 
safety control and hydraulic pressure gauges are in demand in 
practically every plant. Schrader’s new plan allows a generous 
profit, with full protection for the mill supply house. Write for full 
information. 


REG.U.S. PAT. OFF 





Schrader 


A. SCHRADER'S SON, BROOKLYN, N. Y. 


Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 


98 MILL SUPPLIES © MAY 1938 





The camera caught Jack Rowe (left fore- 

ground), Boston Woven Hose & Rubber 

Co., but it couldn't pick Charles Stevens 

from the center of that huddle in the rear 

of the booth at the Barrett Hardware Show 
in Joliet, Ill. 


Hygrade Sylvania Opens 
Executives’ School 


Hygrade Sylvania Corp., Salem, 
Mass., has found that even tempor- 
ary business depressions can be put 
to good use by inaugurating a school 
for the executive organization, com- 
pany officials are giving all depart- 
ment heads a thorough course in 
workings of the organization so that 
each will have an intimate and com- 
prehensive knowledge of the work of 
all other departments. 

The course includes not only studies 
of the fundamental principles of other 
departments, but also the practical 
application of these under guidance 
of executives and experts. Thus each 
department head gives a course in his 
particular work to the executives of 
all other divisions. The course in- 
cludes visits to these various work 
benches where all may see and study 
the actual operation of the work in 
these departments. 





James C. Bergers, Clipper Belt Lacer, ex- 

plains technical point to his neighboring ex- 

hibitor Ed Recker, Toledo Pipe Threading 

Machine Co. at the Barrett Hardware Show 
in Joliet, Il. 
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Chucking Reamer? 


@18¢ 


per 100 Holes 





2 


The reamers originally used on the job 
mentioned above cost the user $5.71 
per 100 reamed holes. When “Cleve- 
land” High Speed Taper Shank Ad- 
justable Reamers were used, the cost 


dropped to 18¢ per 100 holes! 


Put this story in front of your toughest 
prospect for high speed reamers—and 
if he resists the temptation to at least 


give “Cleveland” High Speed Adjusta- 


TRADE MARK REG U.S PAT OFF AND FOREIGN COUNTRIES 


9 NORTH JEFFERSON ST. CHICAGO 


30 READE ST. NEW YORK 
6515 SECOND BLVD... DETROIT 
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The advertisement at 
the left is scheduled 
to appear in the fol- 
lowing _ publications: 
American Machinist, 
May 18; The Iron 
Age, April 28; Ma- 
chinery, May; Mill & 
Factory, May; Mod- 
ern Machine Shop, 
May; Railway Me- 
chanical Engineer, 
May; Western Ma- 
chinery & Steel 
World, May. 












LL 
ny 


bles a try-out, let us know and _ the 


treats will be on us. 


“Cleveland” offers Cleveland Distribu- 


tors and their salesmen concrete 
FACTS to present to their customers 


and prospects. 


Why not send for a copy of Survey 
No. 93 


with it? 


and see what you can do 


TWIST DRILL. 


COMPAN Y 
1242 EAST 49" STREET 


(Om OS 2 Se Oe. ie 8) 


654 HOWARD ST. SAN FRANCISCO 
LONDON - E.P. BARRUS, LTD.- 35° 36°37 UPPER THAMES ST.E.C.4 











The catalogs of the Capital City Supply Company are fitting 


reflections of that progressive house and of their agencies. 


CATALOGS are a Proven Atd 


to Successful Merchandising 


The distributors who take their care- 
fully selected stocks of goods to the 
buyers with up-to-date catalogs increase 
their sales volumes without a corre- 
sponding increase in their inventories. 


%& For samples and information, write 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET * CHICAGO, ILLINOIS 
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Fairbanks-Morse Opens 
Display Room for Products 

Fairbanks, Morse & Co. has 
opened a display room on the first 
floor of the modernized and renamed 
Fairbanks-Morse building at 600 S. 
Michigan Ave., Chicago. Dominating 
the exhibit here is a ten-ton, eight- 
cylinder Diesel engine for marine 
service. Grouped about this are elec- 
trical machinery, pumps, scales, 
railroad and farm equipment, house- 
hold appliances, automatic coal 
burners and air conditioners—prod- 
ucts that are manufactured in Fair- 
banks-Morse factories throughout 
the country and sold all over the 
world. 


Federal-Mogu!l Corp. Now 
Using Distributors 

Federal-Mogul Corp., San Fran- 
cisco, Cal., recently announced in- 
tention to extend its service facilities 
to industrial distributors. 

Branches located in geographic 
centers are prepared to render 
prompt delivery on bearings, bush- 
ings and the other company products. 


James McGraw Takes on 
Barry Steel Pulleys 

3arry steel pulleys have been 
added to the line of power trans- 
mission equipment handled by 
James McGraw, Inc., Richmond, Va., 
according to R. FE. Pearsall, pur- 
chasing agent. 


Elected Vice-President 


Clarence E. Jacobsen was. re- 
cently elected vice-president of the 
Chicago-Latrobe Twist Drill Works, 
in charge of the eastern territory 
with headquarters in Philadelphia. 





"Ensemble" of Woodwell men! Left to 

right—M. A. Kelly, C. A. Lynch, R. A. 

Zipf and D. C. Scully, all well-known 

executives of the Joseph Woodwell Co., 
Pittsburgh 
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1. SALES 


—thru Exclusive Franchise. 


2. RESALES 


—thru strictly maintained resale 
schedules. 


3. FACTORY COOPERATION 


—thru definite systematic fac- 
tory helps. 


4. CONSUMER ADVERTISING 


—Concentrated in distributors 
market. 


5. QUALITY PRODUCTS 


—Highest standards constantly 
maintained. 


























"Last year we changed over to the Super-Duty Brand 
after handling another for years. We have retained every 
customer and have added 20 new accounts. From our 
experience .. . it's the best file step we ever took." * 


Letters in our files, phone calls, conversations show that 
enthusiastic Supply Men, in all parts of the country are tell- 
ing friends of their experiences with Cleveland Files. 
They've tried the Super-Duty Franchise. They like its fea- 
tures. They know its practical value. 


Check the sales points of the Super-Duty Franchise listed 
here. Compare them with your present file contract. Get 
all the facts. Write us for complete information. The 
franchise may be open in your territory. 


* Name on request 


THE CLEVELAND FILE COMPANY 


3400 HAMILTON AVENUE e CLEVELAND, OHIO 


)o 3 bs Sag Be. 


BRINGS Bae ee ae ee 
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On File... 


SG, ujae'cior Buality 





LE onget Service 










Greater Econom Y 








| D. S. "Dave" Gibson, manager of industrial 

resale division of the Worthington Pump 
| Co., Harrison, N. J., gives a pump part the 
once over 





|New Representatives for 
Roots-Connersville Blower 








Herman L. Krouse, Fort Wayne, 
Ind., was recently appointed by the 
TOWING ROPE Rocts-Connersville Blower Corp., to 
=n" cover the northern half of Indiana 
‘ Tease oes VACHT for turbine pump sales. 
monsTine R096 | — A. K. Howell Co., will promote the 
8oLr Ren sale of turbine pumps in the eastern 
’ | half of Missouri and in a part of 








Illinois. The sale of blowers, ex- 
| hausters, meters and cycloidal pumps 
will continue to be handled direct 
| from the factory in the Fort Wayne 
area and in the St. Louis district 
\\\\ ; ‘| | by B. T. Ehrnman. 

- | New Man for Cooledge 


MANILA ROPE 











ESTAS. ENED 1800 


David Hutto, formerly travelling 
South Carolina for the Sullivan 


: | Hardware Co., of Anderson, S. C., 
C—_D has accepted a position in the city 
i> sales organization of F. J. Cooledge 


Q & Sons of Atlanta, Ga. A little 
Oo more than a year ago, Hutto resigned 





from F. J. Cooledge & Sons to ac- 
cept a position with Sullivan Hard- 
ware Co. 


— 


‘QUALITY. MANILA 


~ 














~ 


Since 1804 _ 


Dealers find that Fitler Manila Rope is a profitable line to 
carry—for every industry is familiar with its Superior 
Quality and Service. Your customers depend on Fitler 
Rope. You can depend on greater sales with Fitler Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA, PA. 
Philadelphia Cordage Works Est. 1804 




















Inventor! E. H. Sachleben, president of 
E. H. Sachleben & Co., St. Louis distributor, 
with his associate E. J. Drury, looks over the 
| new "SAC" tube shaping tool which Mr. 
Sachleben has developed. The tool is de- 
| signed for bending, cutting, flaring and 
swedging copper and a'uminum tubing 


New York Chicago New Orleans Houston 


Look for the Blue & Yellow Colored Trade-mark 
Reg. No. 245091 U.S. Patent Office. 
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-IS OPENING NEW MARKETS 


~CREATING NEW SALES OPPORTUNITIES 











CIN iW =a LE 
NG 


Joe Active Promotion of 


New BLACK & DECKER Tools 
in Their Logical Markets 


Wins Instant Acceptance of New Tools and 


Prestige for the Entire Line — 


-The Black & Decker advertisements on this page show the 
new tools Black & Decker has introduced during the past 
year—and the striking way in which they were placed before 
tool-buyers throughout the industries to which you sell. This 
combination of the most active tool development plus the 
most active promotional campaign in the industry, is building 
sales and profits for Black & Decker Jobbers everywhere. 


Yack Decker 


World's Largest Manufacturer of 
PORTABLE ELECTRIC =o 








PORTABLE ELEC 




















HELPING GOOD MECHANICS DO BETTER WORK 


BETTER WORK 





PORTABLE ELEC 





PORTABLE FLECTRIC TOOLS 


HELPING GOOD MECHANICS DO BETTER W 


‘ 


MACHINES 


More Advertising— 


In More Magazines 


is carrying the story of Black & Decker Portable Electric Tools to 
tool-buyers throughout the country. During the past year —Black 
& Decker advertising appeared in magazines read by practically 
every one of your customers—in practically every branch of indus- 


try. The aggressive Black & Decker Advertising Policy—dating 





back for more than 25 years—is another reason why Black & Decker 


Jobbers make more sales and profits from the Black & Decker Line. 


Black’ Decker 


World's Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 





BLACK & DECKER operates 23 Factory 
Service Branches located at strategic points 
throughout the United States. These 23 
Branches are owned and operated by Black 
& Decker and manned by factory-trained 
personnel to give the finest type of factory- 
service to owners of Black & Decker products. 
Even the finest mechanical product will even- 
tually need attention, and when this occurs 
these 23 Factory Service Branches stand 
ready to give prompt, efficient service— 
another reason why tool-buyers in ever- 
increasing numbers are choosing Black & 
Decker Portable Electric Tools. 


BLACK & DECKER 
FACTORY SERVICE BRANCHES 


ALBANY, N. Y. Los ANGELES, CALIF. 
ATLANTA, GA. MempPHis, TENN. 
Boston, Mass. MINNEAPOLIS, MINN. 
Burra.o, N. Y. NEw ORLEANS, La. 
Cuicaco, ILL. New York, N. Y. 
CLEVELAND, OHIO OAKLAND, CALIF. 
DALLAS, TEXAS PHILADELPHIA, PA. 
DENVER, COLO. PITTSBURGH, Pa. 
Detroit, Micn. SAN FRANCISCO, CALIF. 
INDIANAPOLIS, IND. SEATTLE, WASH. 
KANSAS CiTy, Mo. St. Lours, Mo. 
Towson, Mp. 


Sell the Black & Decker Line for greater sales and 
profits. For information and catalog, write: The Black 
& Decker Mfg. Co., 717 Penna. Ave., Towson, Md. 


Black’ Decker 





World's Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 








FORGED STEEL 


SALES— witt prove THE wisdom 
OF CARRYING OUR LINE. 


MADE-— TO GIVE COMPLETE SATIS- 
FACTION IN GENERAL SERVICE. 


EASY — To INSTALL. THE ANGLE TO 
BALL GROUND JOINT INSURES A 
PERFECT SEAL. 


TWENTY YEARS OF EXPERIENCE HAVE 
PRODUCED THE PERFECT UNION, PRICED 
TO COMPETE WITH BETTER GRADE MAL- 
LEABLE IRON UNIONS. 


A GUARANTEED PRODUCT. 


WRITE FOR DETAILED 
INFORMATION. 


“CATAWISSA" 
UNIONS AND VALVES WILL 
BE SHOWN AT THE INTER- 
NATIONAL PETROLEUM €EX- 
POSITION, TULSA, OKLA. 


SEE THEM IN BOOTH 29, OKLA. BLDG. 











Lamson & Sessions Co. 
Names New Officers 


Newly elected president of the 
Lamson & Sessions Co., is Roy H. 
Smith, who fills the vacancy created 


R. H. SMITH G. S. CASE 


by George S. Case, Sr., who becomes 
board chairman succeeding John G. 
Jennings, deceased. 

Other officers re-elected were J. F. 
Donahue, vice-president and director 
of sales, and I. L. Jennings, vice- 
president and treasurer. 


Manning, Maxwell & Moore 
Reports to Jobholders 


Manning, Maxwell & Moore, Inc., 
with plants in Bridgeport, Conn., 
Boston, Muskegon, Mich., and Jersey 
City, N. J., recently struck a new 
note in “industrial democracy.” In 
a Bridgeport, Conn., auditorium the 
thousand-odd employees heard their 
president, Robert R. Wason, present 
a detailed report covering the com- 
pany’s operations during the past 
year. 

All facts were presented with com- 
plete frankness. With some 60 ani- 
mated slides, Mr. Wason went into 
every phase of the operations of the 
company, which does an annual vol- 
ume of approximately $10,000,000 
in the production and sale of indus- 
trial equipment including gauges, 
valves, locomotive and_ railway 
equipment, cranes and hoists, pre- 
cision instruments and mill supplies. 


Lincoln Electric Co. 
Opens Australia Subsidiary 


J. F. Lincoln, president, The Lin- 
coln Electric Co., manufacturers of 
arc welding equipment, Cleveland, 
Ohio, announces establishment of a 
manufacturing subsidiary to be 
called Lincoln Electric Co. (Aus- 
tralia), Pty., Ltd. at Sydney, 
Australia. A suitable factory has 
already been purchased and are 
welding equipment manufacturing 
operations will begin in a year’s 
time. 


Parker Back from Europe 


Eugene L. Parker, president of 
Taylor-Parker Co., Inc., Norfolk, 
Va., returned last month from a five- 
weeks’ trip through Europe. 
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CLARK 


PRODUCTS 
FOR 
EVERY NEED 


When you stock 
and sell THE 
CLARK LINE you 
have the assurance 
that you are giving 
your trade full qual- 
ity value that will 
give complete sat- 
isfaction. 


Investigate 
THE CLARK LINE 
NOW ! 


MACHINE BOLTS 
CARRIAGE BOLTS 
PLOW BOLTS 
COACH AND LAG 
SCREWS 
SPRING CENTER 
BOLTS 
ELEVATOR BOLTS 
SET SCREWS 
CAP SCREWS 
HEXAGON NUTS 
THUMB NUTS 
SPECIAL BOLTS 
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Yi O WwW 








Where you can sell 
Gardner-Denver Close-Coupled 
Centrifugal Pumps 















HANDLING WATER—BRINE—CHEMICALS—OIL 
— GASOLINE — KEROSENE — FRUIT JUICES — 
ALKALINE SOLUTIONS—SYRUPS IN SUGAR MILLS 
— FERMENTATES — CREOSOTE—COOLING WATER 
FOR LARGE COMPRESSORS—DISH WATER — 
LAUNDRY WASH WATER—DISTILLERY PRODUCTS 
—DYES—TANNING LIQUORS—TOMATO JUICE— 
TURPENTINE; AND FOR MINING AND MARINE 
OPERATIONS... AGRICULTURAL USES... AND 
USE IN PRACTICALLY EVERY FIELD OF INDUSTRY 





For general pumping up to 250 gallons per minute, 250-foot 
head, you can sell Gardner-Denver Close-Coupled Centrifugal 
Pumps. New Gardner-Denver advantages — new, exclusive 
features of design—give your salesmen a tremendous advan- 
tage. If you are looking for greater month's profits, investigate 
Gardner-Denver Close-Coupled Centrifugals. 


Complete information is yours for the asking. Gardner- 
Denver Company, Quincy, IIl. 
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Lewis Elected President of 
Y.M.C.A. Organization 


T. W. Lewis, president of the 
Lewis Supply Co., Memphis, Tenn., 
has been elected president of the 
state Y.M.C.A. Mr. Lewis _ holds 
numerous offices in various civic and 


welfare organizations throughout 
the state. 
The Lewis Supply Co., recently 


announced the appointment of Bruce 
A. Humphries sales promotion 
manager. Mr. Humphries was with 
the B. F. Gump Co., in Chicago for 
a number of years. After two years 
on the city desk, Maxie Wells be- 
comes a city salesman for the or- 
ganization. 


as 


Riechman-Crosby Holds 
Three Day Sales Meeting 


The three-day sales conference 
held by the Riechman-Crosby Co., 
Memphis, Tenn., April 21-23, con- 
cluded a series of such meetings 
which have been held throughout the 
year. 

“These meetings have been very 
valuable to our sales force, and as 
the summer months are our busiest 
season, we will discontinue holding 
sales meetings until the fall,” stated 
Richard Alcott, vice-president and 
general manager. “At our Septem- 
ber meeting we will plan our year’s 


conferences, merchandising plans, 
and sales promotion work. 
“Our manufacturers have _ been 


very enthusiastic over these regu- 
lar meetings, and we already have 
several requests for time our 
programs for next year.” 

The Yale & Towne Mfg. Co., 
Philadelphia, Pa., were hosts to 
the sales organization at a dinner 
at Hotel Peabody, April 21, after 
which a talking picture, “Speaking 
of Chain Hoists,” was shown. C. O. 
Hedner, manager of Hoisting Equip- 
ment Sales, of Philadelphia, and 
George Sherrill, Atlanta representa- 
tive, spoke. 


8 


or 
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Richard Alcott, vice-president and general 

manager of Riechman-Crosby Co., Mem- 

phis, Tenn., seems mighty happy about 

the whole thing at the conclusion of a 

recent three-day sales convention held by 
his firm 














A 100% PRODUCT, PACKAGE AND POLICY 


Now with VICTOR Hand Hack Saw Blades in sturdy, hinged-lid metal boxes, the 
package, like product and policy, rates one hundred per cent in line with mill supply 
distributors’ interests. 


The metal boxes stack like new money and take less room on shelves, are kept 
clean and attractive with ease, are more plainly marked, stop loss and damage to 
stock because blades cannot break out through the package. 


Customers who never before bought "by the box’ buy that way now. They like 
the boxes as well as the blades—for holding odds and ends after the blades are 
used. 


To make the most of this pioneering by VICTOR, carry a complete stock. Yes, 
sold only through distributors. 


VICTOR SAW WORKS, INC. 2 MIDDLETOWN, N. Y. 





VICTOR HACK SAW BLADES — 


HAND AND POWER—TUNGSTEN AND “MOLY” S371 
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...... always one 


OUR success naturally depends 

upon giving your customers com- 
plete satisfaction in products and in 
service ... and at the same time pro- 
viding you with a fair profit. 


An enviable number of successful dis- 
tributors have long sold Peerless Hoists 
because the product is superbly made 

. it gives their cust s complet 
satisfaction, builds repeat business .. . 
and it provides the distributors with a 
fair profit. 





Once a Peerless Distributor . . . always 
one, is a by-word with Harrington. We 
know how to work with distributors 
to build profitable sales. 





THE HARRINGTON CO. 


PHILADELPHIA, PA. 





Your ‘‘small plant” custom- 
ers are right now an active 
market for Wells Metal Cut- 
ting Band Saws. Speed and 
accuracy—long life—economi- 
cal performance all are of 
special interest to a plant 
where every production tool 
is a vital factor in decreasing 
production costs. Low in first 
cost—simplicity of operation 
and maintenance—Wells offers 
a manifold sales opportunity 


to the distributor interested 
in closing “small plant” 
sales. Here are a few Wells 
sales features: (1) Design 
permits cutting material to 


practically any angle. (2) 3 
speed control assures proper 
setting for blade speed through 
various types of metal; (3) 
Adjustable roller blade guides, and 
rigid construction assures closer work- 
ing tolerance; (4) Portable to any 
plant location where metal cutting is 
required 


Write Wells for further information 


Sell the saw that sells itself 















No. 8 Size No. 5 Size 






8” diameter 5” diameter 
round or round or 
8” x 16” 5” x 10” 


flat flat 





Saw it the Wells Way 


WELLS MFG 


SAELE. Michigan” 
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Edwin M. Fuller is now eastern district sales 
manager for the Lamson & Sessions Co., and 
will make his headquarters in Cleveland 


Bakelite Travelcade Opens 
Exhibit in New York City 


Traveling from city to city, the 
Bakelite Travelcade, a set of exhibits 
presenting the story of modern plas- 
tics, and sponsored by the Bakelite 
Corp., 247 Park Ave., New York City, 
began its show at the Museum of 
Modern Industry, located in the 
R.C.A. Building, New York City, re- 
cently. The exhibit was presented 
for one month here and is now tour- 
ing the country, exhibiting in all 
large cities. 

The traveleade when set up is a 
complete exhibit, and in connection 
with it lectures, testing demonstra- 
tions, and motion pictures will be fea- 
tured. There are 22 individual ex- 
hibits in all, providing a complete 
exposition of modern plastics. 


Joins Executive Force 


S. M. Locke, formerly with the 
Nashville Machine & Supply Co., has 
joined the executive staff of the 


Henry A. Petter Supply Co., Padu- 
cah, Ky. 





Two of the Ulmer Co.'s salesmen (left) Bill 

Green and Ray Stock point with pride to 

the Black & Decker exhibit that helps sell 

tools at Theodore C. Ulmer Co.'s store in 
Philadelphia 
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IN A SERIES OF 


Practically every customer of the average industrial distributor uses pumps—some 

many—others a few—many a definite part of their major operations—some as a 

mere accessory to their buildings or manufacturing processes. The field is unlim- 

ited—every manufacturing plant, public or private utility, municipality, commercial 

establishment and building uses pumps in some way. There is a definite market 

among present customers. Many distributors who never previously have been able 
i to reach certain prospects with other lines, have found pumps to be a "leader" 
into an initial order and future business. 


These executives regularly contacted by the industrial distributor's salesmen—the 
plant superintendent, chief engineer, production engineer, production and main- 
tenance plant manager, and purchasing agent—are chiefly responsible for the 
purchase of pumps. 


Wherever liquids are to be handled, there are customers for pumps. 
The Goulds line is backed by a distributor policy that assures full- 
co-operation at all times. Write today for complete information. 


QUESTION #2 What about the profit possibilities ? 
QUESTION #3 Can our organization sell it? 
QUESTION 74 Is this a complete line? 


oe These questions will be answered in this series of advertisements. Look for them. 


> eS 


a" ee LL 








GOULDS PUMPS Inc. 


ATLANTA, BOSTON, CHICAGO, HOUSTON,. NEW YORK, PHILADELPHIA, PITTSBURGH, TULSA, Representatives in all Principal Cities 





GD 8300 
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THE LOCK THAT NEEDS NO KEY 





Manufactured By 


BEMIS & CALL CO 


ESTABLISHED IN 1835 © SPRINGFIELD - MASSACHUSETTS 


SOLD THROUGH LEADING DISTRIBUTORS 


BLOWER 
SALES 
MADE EASY 
FOR YOU 





Kou VIGOROUS NATIONAL 
SALES PROMOTION CAMPAIGNS 
IN PUBLICATIONS YOUR 
CUSTOMERS READ ARE DESIGNED 
TO HELP YOU SELL 


You are assured of customer considera- 
tion when thousands of impressions are 
given to blower users and prospects 
everywhere through our intensive sales 
promotion in national magazines. We 
get our story before them and there is 
no sales resistance for you—they BUY 
the Clements-Cadillac. 














@ Carry the Clements into the plant 
and SHOW them how it works and what 
it does. Takes the dirt and dust out of 
motors, generators, machinery and does 
many cleaning jobs around the plant, 
warehouse and office. It's a versa- 
tile tool that sells itself on its 
convenience and efficiency. 





@ It's easier to sell the 
Clements - Cadillac Blower 
because it was the first in the 
field—because it is better known, 
and—because.it is the leader today! 
As originators of portable blowing 
and suction cleaning equipment the 
Clements-Cadillac has earned good 
will “and acceptance by the trade 
known to no other blower and that's 
important to you! 


CLEMENTS MFG. CO. 
6650 S. Narragansett Ave. 
CHICAGO ILLINOIS 


SS A I 


Heavy 
Duty 
Model G 
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Mary Schubert working hard at the Bar- 














Completely unaware of the camera man's 
nearness was this Barret trio at the informa- 
tion desk—George Banta, E. J. Schmiit and 





rett Show in Joliet, Ill. 


Sales Manager for Buford 


New sales manager for Buford 
Bros., Nashville, Tenn., is Ronald 
Wise, formerly a salesman with the 
A. C. Spark Plug Co., in the south- 
ern territory. Lloyd Smith recently 
resigned from the sales force of 


Buford Bros. 


Ohio Territory Increased 

The McGill Mfg. Co., Valpairso, 
Ind., announces an increase in the 
territory covered by its Detroit rep- 
resentatives, Turrell & Benfield, Inc., 
to include the cities of Cleveland, 
Akron, Canton and Youngstown, 
Ohio. 








Visitors to the recent Chandler & Farquhar 

show in Boston saw this pair of big drill men 

in action often. There are T. W. Crosby, 

left, and J. J. Riordan, both of Black & 
Decker 
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great gums?! 


Selling Ammunition for the 
Industrial Supply Salesman 





Daily Oiling Replaced by | 
Alemite Lubrication 
Once in 6 Months 


When the International Milling 
Company used oil on these line shaft 
bearings in its Buffalo plant, there 
was always trouble with oil running 
down over machines, belting, and 
floors. And daily oiling was required. 

So Alemite High Pressure Lubrica- 
tion was installed, and here are some 
of the results: There’s no more drip- 
ping of fluid oil from line shaft bear- 
ings, because the Alemite System uses 
solidified oil. And once in six months 
is often enough to lubricate these bear- 


ings with the Alemite Hand Gun as 
shown. Machines work smoothly, with- 
out trouble and without interruption! 

In this plant Alemite Lubricating 
Headers (shown below) are being used 
to bring remote, inaccessible bearings 
into easy reach. Lubricant is piped 
from the header block to the bearing— 
saving important lubrication time and 






fe) P. ©. ¢ x 


\__ weercaring wea oo 





inviting easy, clean, airs lubrication 
of every bearing. 

What plants in your terr itory could 
use this idea to guard against neg- 
lected lubrication and hot bearings? 
This one feature may be the means of 
your landing a complete Alemite 
Equipment Installation—with a pleas- 
ant extra profit for YOU! 














Printing Presses, Big or Little, 
Need Alemite Lubrication 


Every community you call on, large 
or small, has printing plants. And all 
printing plants, whatever their size, 
are logical prospects for Alemite guns 
and fittings. Little presses, big presses, 
typesetting machines, paper cutters- 
every machine in a printing plant 
needs lubrication! 

Your big newspaper plants are can- 
didates for Alemite Power Guns like 
the one shown here being used on a 
huge Goss newspaper press. With hun- 
dreds of lubrication fittings on a single 
machine, time saving is a mighty im- 
portant factor—and a single bearing 
neglected may easily wreck the press! 

Stop at the next printing plant you 
come to and sell Alemite Equipment! 


Alemite 














Laundry of New Yorker Hotel 
Finds Alemite Right Answer 


Maybe you didn’t even know that 
the New Yorker Hotel owns and oper- 
ates one of the largest laundries in 
New York City? And every machine is 
Alemite-equipped! Washers—extract- 
ors—folders—ironers—many bearings 
exposed to water and heat—yet not a 
single bearing failure in nine years! 
Take this story of Alemite perform- 








ance to the laundry operators in your 
territory — it ought to be compara- 
tively easy to make some pretty 
profitable sales! 

It’s the frequent use. of success 
stories like this that’s building high 
sales totals for plenty of industrial 
supply salesmen all over the country! 





“Rock Crusher’ Power Gun No. 6528 Handles 


Heavy Lubricant Easily — Fast! 











ALEMITE —a Division of Stewart-Warner Corporation, 1886 Diversey Parkway, Chicago, Illinois 
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Here’s a real heavy duty, air-operated power 
gun that’s built to stand up under the toughest 
kind of industrial service! Three wheels and han- 
dle make it easy to move around; standard 10-foot 
hose has hydraulic type control valve, plus pin 
type and push type adapters. Special worm and 


helix arm inside the hopper 
forces fast volume delivery of 
heavy (fibrous) lubricants, 
makes air pockets impossible. 
Handles all grades of fibrous, 
viscous, and plastic lubricants; 
holds 40 lbs.; develops pressure 
up to 33 times the air pressure 
used. Get complete details and 
make this Model 6528 build extra 
earnings for you this summer! 
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HERCULES 


STEEL 
LOADING 


CHAIN 


5% Stronger 


NOTE THE EXTRA 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 


is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 

from %%"' (safe working load 
1,100 lbs.) to 4%” (s.w.|. 
12,500 Ibs.) 


“SWELL” 

















WHERE STRENGTH 
IS VITAL 


*25% Higher in Elastic Limit 
_*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 











CYCLONE ciatn xorsr 








22% of labor’s payroll rep- 
resents the cost of HAND- 
LING MATERIALS. 


CYCLONE HOISTS will help 
to keep this expense to a 
minimum. 


A small investment for very 
large returns. 


A Few Features: 


@ Upper and lower SAFETY LIMITS 
@ 85% mechanical efficiency 

@ 19 anti-friction bearings 

@ All cut gears 

@ Quick acting magnetic brake 


@ Chain wears much longer than | 
wire rope. 


Ask your distributor 
for full details 


CHISHOLM-MOORE 
HOIST CORP. 


FREEMONT AVE. 
TONAWANDA, N. Y. 
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Five Distributors’ Catalogs 
Being Distributed 


Five distributors have recently 
issued catalogs to the industrial 
trade. These catalogs are all large 
in size and a credit to the supply 
house. Contents of each catalog and 
the firm issuing them are as fol- 
lows: 

The Standard Supply & Hard- 
ware Company, Inc., of New Or- 
leans, La., has issued one of the 
most comprehensive industrial sup- 
ply catalogs in the United States. 
The new catalog D contains over 
1,150 pages and covers its industrial, 
oil well, oil refinery and railroad 
supplies lines. The book is bound 
with a red cloth and has an attrac- 
tive design in black. 

Tidewater Supply Company, Inc., 
has issued its first catalog to repre- 
sent its houses at Norfolk and 
Roanoke, Virginia, Asheville, N. C., 
and Columbia, S. C. Catalog “A” 
contains 546 pages and covers its 
lines of supplies, machinery, machine 
tools and equipment, contractors’ 
equipment, and steel products. The 
catalog has a blue cloth cover, 
stamped with red and white inks. 

Carey Machinery & Supply Com- 
pany of Baltimore, Md., are dis- 
tributing its catalog No. 11 of over 
625 pages. The Carey company is a 
consistent issuer of catalogs. Catalog 
No. 11 is prominent for its com- 
plete machine tool and metal and 
woodworking machinery section. In 
addition, the catalog covers the gen- 
eral range of mill and industrial 
supplies, steam supplies, power 
transmission and materials handling 
equipment. Carey’s eleventh edition 
catalog is bound with a black cloth 
cover, stamped with green ink. 

Edward Joy Company of Syra- 
cuse, N. Y., has issued a new catalog 
marking their sixty-third year in 
business. The catalog contains a com- 
prehensive showing of pipe, valves 
and fittings, steam specialties, as 
well as the electrical supplies and 
tools and mill, factory and contrac- 
tors’ equipment which they dis- 
tribute. The Edward Joy catalog has 
a red cloth cover with an attractive 
design in orange. 

Capital City Supply Company of 
Charleston, W. Va., are distributing 
a new catalog of mill and mine sup- 
plies. Catalog No. 38 shows a wide 
range of goods from pipe, valves, 
fittings, and supplies for steam, gas, 
water power, oil and gasoline re- 
fineries to insulating material and 
transmission equipment, contractors” 
supplies and equipment, tools, and 
general mill and mine supplies. This 
catalog is bound with an orange 
cloth cover stamped with black and 
green inks. 

These catalogs were compiled, 
printed and bound by R. R. Don- 
nelley & Sons, Co., Chicago. 























You want honest metal in every inch of 
your lines—that goes for nipples, too! Pipe 
Nipples made by bonded ‘‘National Asso- 
ciation’’ Members comply with these rigid 
specifications: they are produced only from 
pressure-tested new pipe, full weight and 
equal in every respect to the pipe in the 
line itself. @ You don't need to write all 
that down when you order—simply buy from 
the nearest source handling a guaranteed 
“Association” product! Write for folder and 


MEMBER ; S list of bonded manufacturers. 

x (1938 ee @ NATIONAL ASSOCIATION OF PIPE 

Arion, ascqctit\\ gs NIPPLE MANUFACTURERS, Clark Bldg., 
Pittsburgh, Pa. 





Greetings: Delegates to Triple Mill Supply Convention, 
Pittsburgh, May 9, 10, 11 
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Every CAD a 
Sales Set-Up 

















kvery Machine 
Shop aProspect 








tandardized 
setup appliances 


Why Force Your Men to waste time on machine tool set-ups when CAD 
Standardized appliances will convert this non-productive time into pro- 
ductive labor? Why Ruin Machine Table Slots with ordinary bolts when 
CAD Bolts are designed to fit T slots? The CAD Bolt is a standard 
machine table bolt; made of steel with full smooth threads; slot size and 
requires no machining; ready for use when you receive it. Our Illustrated 





CARRIED IN STOCK: Cation, Me #8. , ong 
er & Co., 288 Ce meres 


information. 
— 


~~ = Havens 


Y., Beals, MeC€ arthy. «& Rowers: 50 | Terrace: 
Chien ago, 1U., H. Channon Ce 
Wacker "De. : Cincinnati, Ohio. 
Co., 351 W ith St.; 
land Tool & Supply Co., 2 
Detroit, Mich., Chas A. Strelinger Co., 
Larned St.; Indianapolis, Ind., Vi 
Co., 120 KE. Washington St.; 


onions Schilling & Skiff, ii9 ‘Plane St. 


Prout St. ; New York, N 
Co., 50 Franklin St.; & 


First St. 


Folder A 56 is full of valuable 
Send for it today! 


Anue 

Calij., Alquist by 
7 >; Milwaukee, Wis., The Wes tern iron Stores 
‘o 319 EK. ¢ iybourn St. v. ° 
Haven, Conn., Page Steele & Flagg Co., K 
a : : 


Wright Mach. & Sup. 
San Francisco, Calif., 





STANDARD SHOP 

EQUIPMENT CO., INC, 

Set-up appliances for 
machine tools. 

8173 TINICUM AVE., PHILA., PA 





YOU'LL SAVE 


you seit Wational 


TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 





























| 

' 
| 
| 
| 
| 













NATIONAL TWIST 


DETROIT 





DRILL ano TOOL CO. 


Tep and Die Division, WINTER BROS. CO., Wrentham, Mass. 


Factory Branches: * NewYork «+ 


Philadelphia . Cleveland 
Distributors in Principal Cities 
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NEW LINES 
taken on by 


Distributors 


CHASE, PARKER & Co., Passalc, N. J., 


WYLIE-STEWART MACHINERY CO., 
OKLAHOMA CITy, OKLA. and 
MONARCH BELTING & SuPPLyY Co., 
PORTLAND, ORE., are now stocking 
products of the New York Belting 
& Packing Co. 


CENTRAL SUPPLY Co., INDIANAPOLIS, 


IND., DOERMANN-ROEHRER' Co., 
CINCINNATI, On10, P. B. Gast & 
Sons Co., GRAND Rapips, MICH., 
and SHAW-KENDALL ENGINEERING 
Co., ToLEDO, OHIO, are now dis- 
tributors for the Wailes Dove- 
Hermiston Corp. 


RIECHMAN-CRosBY Co., MEMPHIS, 


TENN., has been appointed to rep- 
resent the Screw Conveyor Corp., 
in the Memphis area. 


INTERSTATE MACHINERY & SUPPLY 
Co., OMAHA, NEB., is now handling 
products of the American Hoist & 
Derrick Co., and the Penn Electric 
Switch Co. 


Bunt Sons Co., DETROIT, MICH., is 
now distributors for the new Allis- 
Chalmers vari-speed changer. 


THE BELT-Rope SupPLy Co., SyYRA- 
CUSE, N. Y., is now handling prod- 
ucts of the American Steel & 
Wire Co., American Brass Co., 
Torrington Co., and the Boston 
& Lockport Block Co. 


FARQUHAR MACHINERY Co., JACK- 
SONVILLE, IND., has added the 
products of the Hendricks Mfg. 
Co. 


WILSON & PUGH Co., CUMBERLAND, 
Mp., has taken on electric lamps 
made by the General Electric Co. 


STRONG, CARLISLE & HAMMOND Co., 
CLEVELAND, OHIO, is now stocking 
lubricants of the Keystone Lubri- 
cating Co. 


THE BITTENBENDER CO., SCRANTON, 
Pa., is now handling Gardner- 
Denver air drills and compressors. 


THE WILLIAM T. JOHNSTON Co., 
CINCINNATI, OHIO, has taken on 
the grinding wheel equipment of 
the Macklin Co. 


THE WHITE Suppty Co., WATER- 
BURY, CONN., is now a distributor 
for the Standard Pressed Steel Co. 


(Continued on page 118) 
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These Widely Accepted “American” Lines 





Carry Guaranteed Distributor Margins 


The opportunity for large sales volumes 

and equally attractive profits is depen- 

dent upon the quality of your lines and the 

service you are prepared to offer. Here AM ERI Cc AN 
are four authoritative books for your use, PULLEY 

and distribution. They are much more than 

just catalogs. They are not only profusely COMPANY 
illustrated with American Products cover- PHILADELPHIA, PA. 
ing specific needs... but they are filled 

with engineering charts that supply a mesma con re 
ready source of technical reference. The - Aiea eeeenenenre 


American Tension Control Motor Base 


The American Pulley Company, Dept. 2 


American Pulleys 


coupon inserted here is for your con- ae ener ere 


Name 


venience. We will be happy to send you 0 


; . City -------State 
any or all of these informative books.  ) ar ee Rey ERE cme 
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NUMBER 48 


IMPROVED - ADJUSTABLE - § - 


Manufactured By 


WRENCH 


BEMIS & CALL CO 


ESTABLISHED IN 1835 SPRINGFIELD 


MASSACHUSETTS 





NEW SAFETY FEATURES 
NEW SALES APPEAL 
and BIGGER PROFITS 


COFFING 


NEW. SAFETY-PULL 
RATCHET LEVER HOIST 
4 NEW SAFETY FEATURES 


4 new safety features give you a better sales story. The 
are: intermediate locking pawls; double ratchet lever onal 
safety valve handle, will bend before chain will break or 
hooks straighten out; short stroke handle for operating in 
close quarters and for finer adjustment of load. 


You can make your hoist business pay you better than 
ever 
made by Coffing of course! It has all the good points of 
the other Coffing Hoists plus the added safety features 
listed above. Wherever a Lift or a Pull is needed—in 
railroads, mines, oil fields, garages, on construction work, 
for utility maintenance, rad a shops, factories, etc., they 
need Coffing Safety-Pull Ratchet Lever Hoists! Get those 


Sales! 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 


COFFIN G “55, 


SPUR-GEAR . . . “RATCHET LEVER. 





with the New Safety-Pull Ratchet Lever Hoist— - 

















HOISTS 


ELECTRIC 
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(Continued from page 116) 


TYLER MACHINERY & SuppLy Co., 
TYLER, TEXAS, has been appointed 
a distributor for the Boston 
Woven Hose & Rubber Co., 


products. 


CONSTRUCTORS SUPPLY Co., DURHAM, 
N. C., and THE NorRTH CAROLINA 
EQUIPMENT Co., RALEIGH, N. C., 
will handle the sales of hoists and 
welders of the Harnischfeger Corp. 


EMPIRE MACHINERY & SUPPLY Co., 
NORFOLK, VA., has taken on the 
Lincoln Electric Co.’s line of weld- 
ing machines. 


GeorGeE F. Morvrer’s Sons, YORK, 
Pa.; O. IBER Co., CHICAGO; SCHLA- 
FER HARDWARE Co., APPLETON, 
Wis., and the ESMUELLER MILL 
FURNISHING Co., St. Lours, Mo., 
have added the products of the 
Fiske Bros. Refining Co. 


ABRASIVE MACHINE & SuppuLy Co., 
NEWARK, has added Billings & 
Spencer wrenches and Samson 
electric shears to its line of equip- 
ment, 


THE GeEorGE H. SouLe Co., St. AL- 
BANS, VT., has been named a dis- 
tributor of Armco ingot iron. 


Mivter & STERN SuppLy Co., SAN 
FRANCISCO, CAL., is now a distrib- 
utor for the milling cutters of The 
Gorham Tool Co. 


WESTERN STEEL & EQUIPMENT CorP., 
PORTLAND, ORE., is now district 
representative for the Ransome 
Machinery Co. 


WiLtey HuGHes Suppiy Co., TREN- 
TON, N. J., recently added the 
products of the Lufkin Rule Co., 
Kraeuter & Co., Boston Gear 
Works and the Joyce-Cridland Co. 


UNION Suppty Co., ToLepo, OHIO, 
has been made a distributor of the 
Multi-Seal Mfg. Corp. 


KASPAR & KOETZEL, INC., BROOKLYN, 
N. Y., is now a distributor for the 
products of the Yates American 
Co., and Wailes Dove-Hermiston 
Co. 


THE A. J. GLESENER Co., SAN FRAN- 
cisco, CAL., and CAMM-BLADES 
MACHINERY Co., MILWAUKEE, WISs., 
were appointed distributors for 
the Charles Bond Co. 


CENTRAL ARMATURE WorRKS, INC., 
WASHINGTON, D. C., are now han- 
dling the products of Alexander 
Bros. 


HAJOCA CoRP., PHILADELPHIA, has 
become a distributor for Jenkins 
values. 
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Fig. 2125 
Double Wedge Disc 
Taper Seat 
Rising Stem 


Fig. 2129 
Single Wedge Disc 
Taper Seat 
Non-rising Stem 
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“RED END” RULES 


Carpenters and handy-men. engi- 
neers and mechanics, real estate 
men and maintenance crews — 
in fact. anyone who uses a rule 
— appreciates the extra value in 
a Lufkin “Red End.” 


“Red End” Rules are constructed 
only of specially selected straight 
grain white maple. Concealed 
joints are of solid brass, truly rust- 
proof and smooth working: solid 
brass strike plates on each section 
prevent wear on markings. 


Waterproof enamel, snow white 
or cream: double graduations. 


SOLD THROUGH DISTRIBUTORS 


UF HA/N 


MICH 7AN . New Y 


RULES PR ISION TOC 


LS 
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area. 


| interests of Medart. 


| pany, 








Weitzel Represents Medart 
| In Chicago Area 


manufacturer of power transmission 
equipment, announces the appoint- 


} 
| 
The Medart Company, St. Louis, | 
ment of L. B. Weitzel as its district 





L. B. WEITZEL 


sales representative in the Chicago 
He will have his headquarters 
at Medart’s Chicago district offices, 
205 West Wacker Drive. 
With wide sales experience in the 
industrial supply business—on both 
the manufacturing and distributing | 
ends—Mr. Weitzel is well equipped 
for his work with distributors in the 
Before joining 
his present connection, he had seen 
service with the Reeves Pulley Com- 
Alexander Brothers, Incor- 
porated; the Reeves-Bond Sales 
Company and Samuel Harris and 
Company. He is widely acquainted 
in the Chicago area. | 














A well-known figure at mill supply conven- | 
tions over a period of many years, S. A. | 
Ellicson, president of the Chicago Pulley | 
& Shafting Co., will not be present at | 
this year's convention in Pittsburgh be- | 
cause of unavoidable circumstances which 

prevent his attendance 
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ESSEX 


PRODUCTS 

GAIN 
USERS’ 
APPROVAL 
* 








“Cyclone”’ Lubricator 


@ When you talk ESSEX it is easier 
to make the sale because pros- 
pects soon recognize that ESSEX 
Lubricators offer the kind of ser- 
vice that pays. It pays the user 
to standardize on ESSEX and it 
pays you to talk ESSEX frequently. 
36 years of experience is back of ESSEX 
products—it is the "right quality” line— 
fully established—widely used. ESSEX is 


the line to sell for profitable business 
and customer good will. 















Pilot’? Glass Body 
Sight Feed Oi! Cup 


“Automatic” Spring 
Compression Grease 
Cup 


Chain Lever 
Water Gauge 


ESSEX 


BRASS CORPORATION 
2000-2006 Franklin St. 


DETROIT MICHIGAN 


| Mfrs. of "Michigan Lubricators’’, ''General Brass’’ 


Water Gauges, ‘'Essex’’ Brass Goods 
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What kind of birds 
need 
“CAGE CHAINS”? 


It’s true that the “condor” is a mighty big bird, but 
not so big as to need Cage Chains! McKay makes 
these chains for use as lifts on mine cages or eleva- 
tors—and this is but one of the types that demon- 


strate the value of 
“McKay's 50 years of knowing how." 


Always look to this dependable maker for your 


A-No. 1 guality welded and weldless Chain . . . 


THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 


Formerly U.S. Chain & Forging Co 








MILTON aSurs 


and 


DISTRIBUTOR SERVICE 


Distributors have found by ex- 
perience that they can meet 
every bolting requirement of 
their customers promptly and 
effectively with MILTON BOLTS 
& NUTS. 


Then, too, they can be confident 
that with “MILTON” they can 
satisfy the buyer's more exact- 
ing needs in strength, quality 
and finish. 


MILTON fast delivery service 
makes it unnecessary for the 
distributor to carry excessively 
large stocks. 





Write for a copy of the latest 
“MILTON” Catalog and Price 
List. 




















THE MILTON MANUFACTURING CO., MILTON, PA. 
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Boyer-Campbell Exhibit at 
Detroit Machinery Show 


A great deal of interest was shown 
at the Boyer-Campbell Co. booth at 
the Machine & Tool Progress Ex- 
hibition held in Detroit, March 9-12. 
All the equipment displayed in the 
firm’s booth was under power, adding 
greatly to its interest for visitors. 

The firm displayed Dumore prod- 
ucts, Wahlstrom drill chucks and 
tappers, Skinner chucks, Gilmer 
belts, Bond gears, Atlas shapers and 
Victor saw blades. Safety equipment 
and punch press guards were also 
featured. 


Billings & Spencer Co. 
Opens New Warehouse 


A new Chicago warehouse located 
at 564 West Randolph St., has been 
opened by the Billings & Spencer 
Co., Hartford, Conn., to effectively 
take care of distributors in the Chi- 
cago area. Offices are also located in 
the building, with Dorsey Andres 
in charge. 

A trucking platform at the rear 
of the warehouse permits distribu- 
tors to secure prompt delivery. 


June Industrial Show 
For White Supply Co. 


The White Supply Co., Waterbury, 
Conn., will hold its annual indus- 
trial show June 1, at the firm’s new 
enlarged quarters. The firm recently 
doubled its store capacity and _ in- 
stalled steel shelving equipment. 

The company plans on having a 
large number of exhibits with man- 
ufacturers’ representatives present. 
Direct teletype two-way service is 
maintained by the White organiza- 
tion with its principal sources of 
supply. 





C. |. Burt (left), district sales manager 
for Dodge Mfg. Corp., with headquarters 
in San Francisco drops in on J. W. Min- 
der, president of J. W. Minder Chain & 
Gear Co., Los Angeles, energetic Dodge 
distributor. Mr. Burt has been with Dodge 
for many years, in fact, he was with the 
old Oneida Pulley Co., which Dodge took 


over in 1917 



















BELMONT NO. 9 


Special Hydraulic 
Packing 
Made of Long Line best 
quality Flax stitched with 
strong linen thread into a 
moulded rubber and duck 
chonnel. The double com- 
bination of casing and flax 
makes two packings in one against the wearing 
surface. Supplied lubricoted and graphited un- 


less otherwise ordered 


BELMONT NO. 319 
Hollow Center Packing 
Made of finest quality closely 
woven rubber frictioned duck, 
wropped on itself and moulded to 
size. The hollow center 
ofters a point of least 
resistance, compensat- 
ing for changes in ex- 


ponsion and contraction. 


BELMONT SAMPLE KIT 


Open view illus- 
trating how this 








kit simplifies the 
selection of Bel- 
mont Packings— 
making it possi- 


GENTLEMEN... YOUR PROFITS 
ARE IN THE BUCKET! 


Via leading trade publications, that's 
what we're telling packing buyers this 
month—vividly pointing out how buck- 
etsful of waste drippings are costing 
industry a fortune every year. A 
fortune which—the ad goes on to say— 
could be saved by the proper use of 
Belmont Packings. 


And gentlemen—as a Belmont distribu- 
tor—your profits are in that very same 
bucket . . . provided you'll personally 
follow up this smash advertising with 
the Belmont sales story. And what a 
sales story you have! 

Stress the 50 year quality record that 
stands behind the Belmont 

name. Point out how much 

WASTE is costing that par- 


ticular plant—and how Belmont Packings 
will stop that waste. Then bring out 
your Belmont Sample Kit and actually 
show your customer the quality of the 
packing you recommend. It's a point- 
of-sale sales argument that practically 
always brings home the bacon. 
And here's a point to remember. Every 
Belmont ad is telling your prospects to 
look for you and your Belmont Sample 
Kit. The kit is more than just a potent 
sales factor. It's your identification as 
a distributor of Belmont Packings. It 
pays to keep it with you. 
Some choice territories still open. 
Write today. 
Belmont Support Helps Dis- 
tributor Sales. 





THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


, A @ea ) i Ce) 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 


ble to see for 





yourself their 








quality and con- 
struction. 
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@ Daggett Ball Bearing Pulleys 
are simple in construction, bear- 
ings are dustproof, and require 
attention only 4 to 6 times a 
year for renewal of lubricant. 
Daggett Pulleys save on daily 
oiling time, on cost of lubricant, 
on power loss by friction, and on 
time loss when trouble appears. 
Our engineers are at your service 
to show you how profitable it is 


to sell DAGGETT PULLEYS. 














The names *‘WeldOlets’’ and ‘*Thred- 
Olets" are Bonney trade marks regis- 
tered in the United States Patent 
Office. Full patent coverage for de- 
signs, principles and construction 
has been granted in the United States 
and foreign countries. 


Complex Piping 
Installations 

are Profitable 

for Distributors of 


IPING installations similar to that shown 
are profitable to distributors of WeldO- 
lets and ThredOlets. Not only do they 
mean the sale of large numbers of fittings 
but they create good-will for the distributor 
by lowering installation costs for the user. 
WeldOlets and ThredOlets eliminate all 
cutting, threading and fitting of the main 
pipe. They produce leak-proof joints of 





COUNT’EM/ 


->>WE MEAN 


@ Sell Daggett Ball Bearing Pulleys 
for 
clutches, mule stands, idlers, and belt 
tighteners—sell them to every plant in 
your territory—they’re all live pros- 
pects! Plant managers are always in- 
terested in saving on operating and 
maintenance costs so Daggett Pulleys 
are the right 
loose pulley troubles. Daggett Pulleys 
save on time, 
ments. Our profit margin makes the 
Daggett Line a money maker for 
distributors. 





YOUR 
PROSPECTS 


Every plant in your terri- 
tory is a prospect for 
Daggett Ball Bearing 
Pulleys. 


use with countershafts, friction 


answer to end their 


money, and replace- 





CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St. CHICACO, ILL. 


(ke 


BONNEY WELDOLETS:THREDOLETS 


full pipe strength and—because of their 
funnel-shaped outlets—reduce turbulence 
and friction. ; 

Drop-forged of steel for all standard 
pipe sizes, they are also available in Wrought 
Iron, Toncan Iron, Monel, Everdur, Stainless 
Steel, etc. for special applications. 

Write for full information on how they 
can be profitable to you. 


BONNEY FORGE & TOOL WORKS, Allentown, Pa. 
WELDQO)LETS: THREDQ)LETS 


VL. MLE 


« 
>t kea 


wed 


dy Lee 
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Newly appointed inside salesman for 

Hunter & Havens, Inc., Hartford, Conn., 

is James Creagh. He has had many 

years of experience in the hardware 
trade 


R. B. & W. Now Make 
Recessed Head Screws 


Empire brand machine screws, 
stove boits and sheet metal screws 
are now manufactured with the 
Phillips recessed head in a complete 
line of sizes. The Russell, Burdsall 
& Ward Bolt and Nut Co., with 
plants at Port Chester, N. Y., Cora- 
opolis, Pa., and Rock Falls, Ill., has 
taken a license under the Phillips 
recessed head screw patents of the 
American Screw Co., Providence, 
R. I. 


Consolidated Brass Appoints 


Consolidated Brass Co., Detroit, 
recently announced the appointment 
of J. J. Brady as representative for 
the firm in California, with offices at 
7 Front St., Los Angeles, and of 
Lou C. Falkenhagen, 630 N. W. 
Tenth Ave., Portland, Ore., to handle 
the states of Oregon and Washing- 
ton. 





Beals, McCarthy and Rogers, Inc., na- 
tionally known Buffalo distributor is prop- 
erly proud of its thoroughly modern steel 
warehouse. This picture provides a 
glimpse of the new office at the ware- 
house. C. W. Hyne, warehouse superin- 
tendent, is seated at the far desk. Mike 
Sylvester, one of his office assistants, is 
in the left foreground 


















/ 
ORGED STEEL 


SOCKET WELD ELL 





foal dal 


SOCKET WELD TEE / 
ADAP! y 


WELD FITTINGS 


That same “drop-forge” quality, heretofore obtainable 
only in Vogt screwed fittings, is now available in Vogt 
Socket Weld Fittings. The material in these fittings is 
uniform in structure, fine grained and free from porosity. 
Because of the similarity of materials in fittings and pipe, 


it is easy to obtain sound welds. 
Vogt Socket Weld Fittings offer these distinctive ad- ra 


vantages; 








1. Socket for pipe assures positive alignment before and 
after welding. 


e a i bi , 
10 sd 2. No weld “icicles” can clog pipe interiors. 


Faby P 3. Bore of fittings matches I. D. of pipe. 
t 
4. Extra margin of strength and safety because they are 
S. DROP FORGED BY VOGT. 
Si Available from stock in a full range of sizes. 


HENRY VOGT MACHINE CO., Incorporated LOUISVILLE, KY. 


WEW YORK - CHICAGO + CLEVELAND + DALLAS + PHILADELPHIA + KANSAS CITY 















MILL SUPPLIES © MAY 1938 125 
























MACHINED AND CENTERED BRONZE BARS 


126 





BRANCHES AND WAREHOUSES IN ALL PRINCIPAL CITIES 


BUNTING 





Write for Catalog Chicago Rawhide Mfg. Co., 1290 Elston Ave., Chicago, U.S.A. 


.-BARS.. 
BEARINGS 
BABBITT 


BRONZE BUSHINGS - BEARINGS 
BABBITT METALS 
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Here's J. C. “Jerry” Allen (left), and 

Harry Muschenheim down in the financial 

district of New York City calling on a 

few accounts for Henry Disston & Sons. 

They are both hard hitting salesmen for 
the Disston organization 


Link-Belt Exhibiting at 
Cleveland Foundry Show 

The Link-Belt Co. is exhibiting a 
sand-handling and preparation unit 
in actual operation at the Cleveland 
Foundry Show, May 14-19. A vibro- 
shakeout unit, paddle mixer, worm 
gear reducer and motorized reducer 
will also be shown in operation. 

There will be drawings and en- 
larged photographs of outstanding 
installations, and samples of anti- 
friction belt conveyor idlers, power 
transmission and other equipment. 


Famco Opens Branch 

Famco Machine Co., Racine, Wis., 
manufacturers of foot and arbor 
presses, have opened a branch office 
in New York City at 409 Broome 
St. A full stock of Famco machines 
will be carried at this branch for 
convenience of distributors. 





Oscar P. Wodack (right), president of 
the Wodack Electric Tool Corp., and 
Carl W. Miller of the same company 
take a brief respite from arduous duties 
to accommodate MILL SUPPLIES "'Ram- 
bling Rover''—ace camera man. Carl was 
a pioneer on the staff of MILL SUPPLIES 
and served this magazine in important 
capacities for many years 
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OR USING OLD PUMPS! 


Old Pumps Prove Too Costly to Keepin Service... 
Out-Dated by Improved, Highly Efficient, Modern 


Pumps! Find Out How Allis-Chalmers Pumps Pay for 
Themselves . .. Give you 15% More Water for Your Money! 


. Fda S| 1 Sure ... those old pumps still give service .. . but they 
; mr ams! ures, cost too much to run! New Allis-Chalmers Centrifugal 


gorit® AN yee 5 PY nat © a and Pumps, with higher speeds, improved designs, and 
PRT, As selb -Jood S42 og WKS greater efficiencies, will give you as much as 15% more 
water for your money! 








Actually, Allis-Chalmers Pumps will pay for themselves 
in the savings they give you in pumping costs. Often 
their first cost is completely covered in less than a year. 
And you keep on saving year after year ... keep on 
getting more for your money! 


But that’s not all you get when you replace those old 
pumps with Allis-Chalmers. You get the advantages of 
undivided responsibility for both pump and drive. There 
can be no “buck passing” from pump maker to drive 
maker when you specify Allis-Chalmers! 


And you get more than that! You get a pump that’s en- 
gineered right... for the particular job you want done. 
And you get the engineering that stands behind every 
Allis-Chalmers pump ... the exacting standards . . . the 
testing and research facilities that have caused Allis- 
Chalmers equipment to be specified for Boulder Dam, for 
municipal and for industrial service throughout the world. 






Cash in on increased pump efficiency. Find out how you 
can save money with new pumps. Let an Allis-Cha!mers 


IN THE DIESEL ENGINE PLANT of a large manu- pump man, a trained engineer, analyze your pumping 
facturer are these 3” x 214” SSU pumping units with 714 ; 
horsepower, 1740 rpm motors, for cooling oil engines. YOU actual figures in dollars and cents! a 


SINGLE-STAGE DOUBLE-SUCTION 
PUMPS « CLOSE-COUPLED SINGLE 
STAGE SSUnit PUMPS « MULTI-STAGE 
PUMPS e PAPER STOCK PUMPS e« 
MIXED FLOW AND AXIAL FLOW 





problems ... show you how much you can save .. . give 








PUMPS e AND SPECIAL DESIGNS 
FOR UNUSUAL APPLICATIONS 


Gaew. (Sap eee 
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Here is your answer 


SELL kat, 


AUTOMATIC BOILER SERVICE UNITS 
















Cond. Make-u Horizontal 
Return for andCond. Unit for low 
Gravity Return pressure 
Systems systems. 





@ Dairies, Dry Cleaning Plants, Laundries, Processing Plants and 
Greenhouses are buying these outfits because THEY SAVE OPERATING 
COSTS AND INCREASE BOILER EFFICIENCY. Write for jobber prop- 
osition that carries real profit. 


PUMP BUILDERS FOR FIFTY YEARS. 





CON NERS VIitLE INDIANA 


BY THE BOX OR BY THE MILLION! 








e@ Made by the Kaufman Process, our own 
patented method of manufacture developed 
in our own plant, Cleveland Cap Screws insure 
fast assemblies because they are so uniformly accurate 
and strong. A Class 3 fit is standard. Heads are a true 
wrench fit. Carefully pointed, nuts are quickly assem- 


@ bled. A stock of 30 million Cleveland Cap Screws is 
maintained at our four warehouses and the factory— 
ready for immediate shipment. Greatly increased plant 
capacity provides even better facilities for | oy 
handling of quantity production orders. Ask for 
Catalog E and current price list. THE CLEVELAND 

CREW CO., 2931 E. 79th St., Cleveland, Ohio. 


Address the Factory or Our Nearest 
Warehouse: 
CHICAGO, 726 W. Washington Bivd. 
PHILADELPHIA . 12th & Olive Sts. 
NEW YORK ... . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 


CAP S$ 
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SPEED CHANGER—In J this 
folder is attractively shown the new 
vari-pitch speed changer recently in- 
troduced to the industrial field. Gen- 
eral dimensions are given togethér 
with tables showing speed range and 
horsepower ratings. A page of typi- 
cal layouts for the speed changer is 
sketched in the back of the book. 
The bulletin is printed in two colors 
and is most  interesting.—Allis- 

| Chalmers Mfg. Co., Milwaukee, Wis. 


| PULLEYS AND COUPLINGS— 
| This new catalog features the firm’s 
line of V-belt pulleys and flexible 
couplings. The bulletin also specifies 
pitch diameter enabling the user to 
easily figure the proper speed ratio. 
| Congress Tool & Die Co., Detroit, 
Mich. 





PRESSURE LUBRICATION—In 
|this attractive folder is described 
and shown the “Acco-Morrow” pres- 
|sure lubricator. This folder shows 
| how pressure lubrication is possible 
even with common oil holse and with- 
out the use of any special fittings 
| because of the oilingseal” tip which 
| is an integral part of the lubricator. 
|_—_American Chain & Cable Co., Inc., 
York, Pa. 





FLEXIBLE SHAFTS—Here is 72 
pages of information on this firm’s 
complete line of flexible shafts and 
machines. Each type and piece of 
equipment is individually pictured 
with complete specifications. The 
catalog is of standard size and will 
fit most binders. A special section 
of the book deals with applications 
of the equipment, picturing the many 
uses of flexible shafts and machines 
in industry.—N. A. Strand & Co., 
Chicago. 


GRINDERS AND MOTORS— 
Three new bulletins have just been 
issued which describe some of this 
company’s products. One bulletin 
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make th ji 
“We are going to consider the Birdseye bulb 
“as being one of our main lines.” 
“We took on the agency the first of December 
med 








You can get a 






hearing 
ANYWHERE 


with this true story of 


lighting economies 


Birdseye Reflector Lamps help to secure new customers, not only 
for lamps but for your other standard industrial items, Many a P.A. 
who seems “married” to his present source of supply can be brought 
into line with the lamp that “earns while it burns.” 


More Light Delivered: Birdseye Reflector Lamps deliver light to 
the work area undiminished by absorption due to exposed, grime- 
collecting reflectors. 


No Reflector Cleaning: Dirt, grime and chemical fumes cannot 
reach the “inside” silvered reflecting surface sealed within the bulb. 
Costly and frequently hazardous cleaning of reflectors is completely 
eliminated. 


Substantial Economies: Birdseye Reflector Lamps often produce 
greater lighting intensities on the work plane than ordinary lamps of 
the next higher wattage. This remarkable ability to deliver light, 
coupled with the elimination of maintenance costs, results in lighting 
economies that no plant executive can ignore. 


The Birdseye franchise offers a rare opportunity. A better-than-normal 
wholesale profit margin together with high “stabilization’’ value due 
to frequency of purchase. Better yet, Birdseye Lamps make permanent 
friends. Write for full details of the Birds:ye Proposition today 


TUBULAR LAMP INDIRECT 
, N 








All beams concen Side-silvered lamp for intense inditidual ma- All beams thrown 
trated downward on chine and inspection table lighting. Available upward in a power- 
the work area. in standard and in color correction frostings, ful punch of light 


BIRDSEYE REFLECTOR LAMPS 


INSIDE-SILVERED 
100 East 42nd Street 


Reg. U. S. Pat. Off. 
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SELF-REFLECTING 
Za New York, N. Y. 


Factory: Gloucester, Mass. 
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Svery 
VINCENT 
Cutter 
Has 18 
Teeth 
Count 


YOUR 
CUSTOMERS 
GET 
THE 

Them / _ 
OR 
THEIR 
MONEY 


iF with 


VINCENT 


HUNTINGTON 
0", 








Vincent - Huntington 
Cutters are made 
from special analysis 
steel, milled — not 
stamped — and heat 


. treated to the proper 
mw degree of hardness by 

special 

Process." 


™N our "Vincent 















Sell your customers Vincent- 
Grinding Wheel 
Dressers and Cutters, then you 
KNOW you are giving them 
the best for their money. They 
are low in first cost and give 
long, profitable service — al- 
ways the same uniform qual- 
ity. For 26 years 
Huntington has consistently 
provided users and distribu- 
tors these outstanding fea- 
Have you seen our 
sheets? Get 
for your salesmen. 


Huntington 


Vincent- 


tures. 


catalog them 


THE 
VINCENT STEEL 


PROCESS CO. 
2434 Bellevue Ave. 
DETROIT, MICH. 
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entitled, “Streamline Protection” de- 
scribes the firm’s standard horizontal 
uninclosed motor and shows the 
methods of ventilation provided in 
the motors. Another of the bulletins 
describes the method used in insulat- 
ing and winding the motors. The 
third bulletin enumerates and illus- 
trates the various features of the 
“Autostart” grinders and buffers.— 
U.S. Electrical Motors Ine., Brool- 
lyn, N. Y. 


BELT IDLERS—Bulletin No. 80, 
containing 24 pages is fully illus- 
trated and contains complete details 
of a new line of Timken bearing 
equipped belt idlers, said to be the 
first idlers so constructed that the 
exact adjustment of the bearings 
can be made at the factory and 
the rolls mounted in the brackets 
in the field without altering or 
changing this adjustment in any 
way.—The C. O. Bartlett & Snow 
Co., Cleveland, Ohio. 


PILLOW BLOCK—A new folder 
describes a cast steel self-aligning 
pillow block which has recently been 
placed on the market. These pillow 
blocks are equipped with Hyatt 
roller Palmer-Bee_ Co., 
Detroit, 


bearings. 
Mich. 


MECHANICAL RUBBER GOODS 

Strikingly alive is the cover of 
the new stock list of mechanical 
rubber goods just published by this 
firm. The cartooned cover printed in 
two-colors tells of the company’s 
service and lists in handy 
index form the page numbers of the 
products. Belting, gaskets, hose mats 
and matting, moulded goods, pack- 
ings, tubing, valves, washed and 
automotive products are all properly 
listed in the mechanical rubber goods 
catalog.—Quaker City Rubber Co., 
Philadelphia, Pa. 


speedy 


CONVEYORS—A new book en- 
titled, “Equipping Industry for Con- 
tinuous Production” contains a pic- 
torial presentation of this firm’s en- 
tire line and shows in striking ap- 
plication pictures the uses of the 
various types of conveyors in nu- 
merous industries. This is a very 
worthwhile piece of manufacturer’s 
literature and contains a most com- 
plete explanation and description of 
the various types of 
Mathews 
City, Pa. 


conveyors.— 
Ellwood 


Conveyor Co., 


SHIMS AND SPACERS—A new 
folder attractively printed in color 
and illustrated with action photo- 
graphs showing methods of securing 
accurate adjustments of mechanical 
parts in the oil industry has just 
been made available. While this 
folder deals specifically with petro- 
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FOR FLOW 


CONTROL 





The Davis No. 50 
Balanced 
Valve 


HE Davis No. 50 Balanced 

Valve is a general purpose 
flow control valve that you can 
unreservedly recommend for a 
wide variety of applications. The 
inner valve is unaffected by inlet 
or outlet pressures. Actuating force 
is applied to lever which is readily 
adjustable to any position in hori- 
zontal plane. Body is bronze, inner 
valve is bronze or stainless steel, 
and stem is stainless steel. Offered 
in sizes from 2” to 12”. For larger 
sizes, recommend No. 51 with semi- 
steel body and bronze or stainless 
steel trim, or No. 52 with steel body 
and stainless steel trim. Complete 
specifications given in catalog. 





Write 


PROMPT reply will be given to your inquiry 
for catalog, prices, discounts, etc. We carry 
large stocks of standard items and can make 
quick delivery. Special control problems so- 
licited. DAVIS REGULATOR CO., 2544 S. Wash- 
tenaw Ave., Chicago, IIl. 








Neat 





FORGED 
OT EEL 
FITTINGS 


Have any of your customers been experi- 
encing pipe line troubles with consequent 
high maintenance costs? If they have it 
would be good business to point out to them 
the advantages of W-S Forged Steel Fittings. 
W-S Fittings are drop forged from open 
hearth steel having a tensile strength ex- 
ceeding 75,000 pounds. Forging compacts 
the grain structure of the steel, creating a 
density that makes these fittings highly re- 
sistant to temperatures, pressures and corro- 
sion. Forging eliminates the possibility of 


W-S Screw End Fittings are 
available in a complete range of styles 
and sizes for 3000 and 6000 pounds 
pressure. Standard or special fittings 
can be furnished in alloy steels to suit 
individual requirements. 


Socket End Welding Fittings are 
available in sizes up to 4 inches in 
elbows, tees, crosses and couplings. 
Special welding fittings to specifica- 
tions. 


Write for Bulletin A-3. 


concealed defects a weakness it is often 
impossible to avoid except in forged fittings. 
There is a wide market for W-S Fittings. 
Power plants, chemical and hydraulic 
plants and refineries, wherever pipe lines 
carry oil, gas, steam, water, ammonia or 
other liquids under high pressures and tem- 
peratures. 


The liberal Watson-Stillman distributor 
policy makes this a profitable line to sell. 
Write for full particulars. THE WATSON- 
STILLMAN CO., ROSELLE, NEW JERSEY. 


WATSON¢¢STILLMA 
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Safets Belt Hooks and Lacers 
Give You More Profit! 


a, 


6 
P 


Let us explain, 
quote you and 
outline our sales 
co-operation. 











See Those Jaws 

Not flat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


SAFETY 


ortable Lacer 


> _ 

The Best cs. 

Belt-Lacing N 5 P yan — 

System ; § Acq 

with the F cam I Hooks are easily 

Largest >... sunk below the 

Profit surface of belt 

, Full 6” Capacity 
For You! Stout These two features 
wnt appeal to 

Stronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 














When Making a New Connection 


"THE IMPORTANCE of knowing something of our sources of 
supply is more important than many of us think, for, while many 
suppliers can take care of us in slack times, it is quite important to 
know that our sources of supply are certain during periods of 
pressure. 

Coated Abrasives are highly technical products — require the 
highest type of engineering and chemical skill. 

The plant and its equipment must be modern at all times to 
assure results—the crude materials must be of the best. 

The entire process must be under efficient laboratory control at 
all times—from the specifying and testing of crude materials to the 
analyzing and testing of the finished product. 

All these qualifications are to be found in the new, up-to-the- 
minute plant of Clover Mfg. Co., Norwalk, Conn., which has a 
productive capacity of 14 million dollars a year, under the supervi- 
sion of five experienced engineers who have specialized in this work. 

We crush and grade our own grain—we manufacture a complete 
line of Coated Abrasives—our entire 
product, both before and during manu- 
facture, is under our own laboratory 
control. 

We are a strong, well-financed cor- 
poration, owning and operating one of 
the finest and most complete units in 
the industry, which is entirely free 
from debt of any nature—our products 
are second to none and our prices are 
right. 

What more could a discriminating 
and careful buyer ask? 


CLOVER MFG. CO., Norwalk, Conn. 
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leum drilling, production, refining and 
allied maintenance problems, the same 
experience essentially is duplicated in 
the machine tool field, the aviation 
industry and many others.—Lami- 
nated Shim Co., Long Island City, 
_ 2s 


PACKING CHART—A new simplified 
packing recommendation chart which 
provides a simplified, accurate method 
of determining correct packings for 
specific jobs, has just been announced. 
Service recommendations included in 
the chart are: high pressure steam 
(over 350 degrees), low pressure 
steam, hot water, cold water, am- 
monia, brine, air, gasoline, oil up to 
400 degrees F., and oil over 400 de- 
grees F. For special conditions not 
covered by the chart this company 
provides a special consultation serv- 
ice—New York Belting & Packing 
Co., Passaic, N. J. 


CENTERLESS GRINDING WHEELS 
—An illustrated bulletin recently is- 
sued contains general recommenda- 
tions and interesting plant shots on 
centerless grinding wheels for pro- 
duction work. Also included are 
numerous detailed reports of specific 
applications.—Abrasive Co., Philadel- 
phia, Pa. 


WRENCH SELECTION AND USE— 
Here is a handy little 28-page book- 
let entitled, “How to Select and Use 
Wrenches,” which gives some pertinent 
facts on wrench usage that should 
be of interest to supply men. A com- 
plete explanation is given of the appli- 
cation of the various types of 
wrenches. Knowing the intended use 
for the wrench means everything in 
selection of the correct type of wrench 
and with this booklet, the selection 
of wrenches for the job is simplified 
greatly.—J. H. Williams & Co., 75 
Spring St., New York City. 


REFRACTORY CEMENT —A _ new 
bulletin on “Q-Chrome,” a neutral 
chrome base refractory cement, used 
for laying fire brick, chrome, mag- 
nesite, and other refractory brick and 
tile, in metallurgical and boiler fur- 
naces where extreme temperatures 
and destructive slagging, chemical and 
abrasive actions are encountered. In- 
cluded in this bright little bulletin 
are interesting application shots, testi- 
monials, uses for the product and the 
qualities of the cement.—Quigley Co., 
Inc., 56 West 56th St., New York City. 


ELECTRICAL SPECIALTIES—Cat- 
alog No. 38, printed in light green 
and white, attractively illustrates and 
describes lighting switches and 
sockets, portable and stationary lamp 
guards and various other electrical 
accessories. The 32 pages of informa- 
tion contain in interesting and clear 
form all the vital facts that could be 
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Extra Values 


that will help you sell 
Kennedy Standard Iron-Body 
Wedge Gate Valves 

















ETAL that is 50% stronger than ordinary 

cast iron; provisions for speedier connect- 
ing up to pipe lines, easier manipulation of hand- 
wheel and more convenient repacking; and thor- 
ough protection against destructive influences— 
these are some of the extra values in Kennedy 
Standard Iron-Body Wedge Gate Valves. 


Each of the other types in the large Kennedy 
line, too, has many refinements of design that will 
win the approval of your customers and assure 
repeat orders for you. Kennedy products include 
gate, globe, angle and check valves in bronze and 
iron body, for a wide range of pressures; and also 
cast-iron flanged fittings and flanges, malleable iron 
and bronze screwed fittings. 


Kennedy Valves and Pipe Fittings are sold only 
through supply houses, and the two large Kennedy 
plants and conveniently located warehouses provide 
prompt attention to your orders. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
OV VES with extra Value 
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desired for each piece of equipment 
shown.—McGill Mfg. Co., Valpraiso, | 
Ind. i 


STEAM-JET EJECTORS—A new bul- 
letin, just announced, covers this 
firm’s improved single stage steam 
jet ejectors. The bulletin contains in- | 
| formation on typical applications of 
these machines, materials used for 
standard and special construction and 
dimensions of the various sizes.— 
Worthington Pump & Machinery @ Oste 
Corp., Harrison, N. J. 








and so 

SAFETY DEVICES—A new catalog Small 
| of industrial safety devices, which is | 
| well illustrated, covers the complete high al 


line of eye, nose, throat and lung pro- 
tectors manufactured by the firm. In- motor | 
cluded are more than 50 types of 
goggles for every conceivable pur- 





pose, a dozen welding handshields @ Pros 
| and helmets, seven United States 
| Bureau of Mines approved types of No. 52 
| dust respirators, air line respirators, | P 
abrasive helmets, ete.—Willson Prod- fill inv 
ucts, Inc., 385 Thorn St., Reading, Pa. it come 
| GENERATOR SETS—A wide range and ta 
| of uses for new Diesel powered 
electric generator sets are cited in operat 
a new booklet just issued. Villages, 
| municipalities, construction work, ommer 
| mining, and industrial and manufac- , 
profita 


turing plants are a few of the types 
of installations which are mentioned. 
Illustrations, showing the actual in- 
| stallations and the type of work be- 
ing done are featured throughout the 
book. In addition, the booklet gives the 
listed ratings of the eight sizes of 
powered generator sets now available. 
—Caterpillar Tractor Co., Peoria, 
Illinois. 





SOCKET SCREW PRODUCTS— 

| Socket screw products with the multi- 
ple-spline design are described in a 
new bulletin recently published. Com- 
plete information is given about these 
screw products, the wide variety of 
sizes, from wire-size or as small as 
No. 4 up to 13 in. in diameter, and 
the prices applying. Some of their 
applications in machine design and 
building as well as other useful 
data are also included. A copy of 
bulletin 835 may be obtained upon 
request.—The Bristol Co., Waterbury, 
Conn. 





Your Sales Opportunities STEAM TRAP—A description of 
ARE GREATER WITH Sut bem aaiaad to a Wet 


| 12-page bulletin T-1733. It gives 


DICK QUALITY TRANSMISSION PRODUCTS more complete information on the 


trap than any previous circular is- 
Products that last longer and give better service, plus the highly regarded | sued by this manufacturer. It is 
DICK engineering staff, and DICK’S well known ability to cooperate with | profusely illustrated to show the size, 

distributors makes*DICK a preferred line to sell | weight, construction, and typical in- 


| stallations along with the prices.— 
R. & J. DICK Cco., INC. PASSAIC, NEW JERSEY | Yarnall-Waring Co., Philadelphia, Pa. 
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FULL TIME or PART TIME YOU Don't sett 
DE Dag te Weg Sang te 


Make fast friends by pushing 


but we do , 
The TOM THUMB Bolt Threader and here . 


the significance. 
@ Oster No. 521 “Tom Thumb” Portable Machine, for threading bolts 
and solid stock from %46” to 114”, inclusive, is a time-and-money-saver. 
Small but husky, this compactly designed machine gives surprisingly 
high and accurate production. Powered with universal variable speed 


motor and worm gear drive, it is simple and economical to operate. 


@ Prospects are plentiful. You can sell many an Oster Tom Thumb 
No. 521 for installation alongside a big bolt-machine, where it will 
fill in when the big fellow is “full up”, getting the shorter runs (which 
it completes before some of the big ones can be set up for the job), 
and taking care of the day's emergency work. Less expensive to 
operate than the large bolt threaders, a No. 521 is also a wise rec- 
ommendation to make to the shop which can't keep a big machine 


profitably busy. Write for descriptive bulletin for your sales-kit. 





























THE OSTER MFG. COMPANY When a machine leaves our Cleveland 


Sales Office: 2041 East 61st Street, Cleveland, O. plant or our Erie factory for the other 
Factories: Erie, Penna., and Cleveland, Ohio side of the world, no fond nurse can 
New York City Showroom and Office go along to see that it behaves itself. 


292 Lafayette St. It is “on its own.” It must perform 


properly and keep off the hospital 
list or else lose a lot of good will for 
Threading OSTER-WILLIAMS. 


Headquarters The fact that, for more than 30 years, 


Since 1893 Oster products have been popular in 

every section of the civilized world 
means simply this... that they are 
built to satisfy. 





Whether their final destination is 
Somaliland, South Carolina or 
Strongsville . . . whether they travel 
five, five hundred or five thousand 
miles ... when they arrive ot the 
far end of the journey they make 
good and stay on the job with a 
minimum of servicing. In other words, 
they are the kind of merchandise 
which makes fast friends for the mill 
supply house which pushes them. 











HREADING EQ ur 


WILAMS! TOM THUMB BOLT THREADER 









eS A larger, more profitable unit of sale on 
shim stock! Packaged for your convenience... 
and your customers’! The handy, space-saving 
metal dispensing rack is supplied free with stock. 


Repeat business assured from every assortment sold. Every factory 
and mill repair department can use the convenient, time-saving 
features of packaged shim stock. 


This is special shim steel and brass of highest quality. Precision 
thicknesses from .001 to .O15 inch, in 6 x 100 inch rolls. 


included are three assortments of LAMINUM (laminated brass 
shim stock) 2 x 9 strips . . . in the 


thicknesses for which mill supply 





LY houses have the greatest demand. 


Simply pull the thin shim brass or 
steel through the slot and cut off 
as required. Soves time. . . elimi- 
nates handling... prevents wastel 


LAMINATED SHIM 


21-40 44th Avenue 


CATALOG 


* 
* HARDWARE SUPPLIES 
* 

* ELECTRICAL SUPPLIES 





PLUMBING AND HEATING SUPPLIES 


Experienced Compiling Staff at Your 
Service .... Full Information on Request 


Backed by a complete dealer 
program. Write for details. Now 
you can make real profit on 
shim stock ! 


COMPANY, INC. 


Long Island City, N. Y. 


988 


we ke 
- ee 


COMPILERS ~ 
and 
PRINTERS 


FOR MANUFACTURERS AND JOBBERS OF 


MILL AND INDUSTRIAL SUPPLIES 





THE CUNEO PRESS, Inc. 


CATALOG SERVICE DEPT. 


2242 GROVE STREET 


CHICAGO, ILL. 
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BINDERS—tTrade catalog binders, 
tab indexes and record equipment 
are all described and illustrated in 
this new catalog. With an imita- 
tion leather cover and a looseleaf 
binding this catalog is an attractive 
and useful piece of literature for the 
distributor—Buchan Loose Leaf 
Records Co., Clifton Heights, Pa. 


HOSE CARE—A large useful in- 
struction card on the proper care of 
rubber hose is being distributed. 
The card is designed to be hung 
wherever hose is stored or used. It 
gives valuable maintenance rules for 
unpacking, using and storing, ob- 
servation of which is necessary for 
satisfactory hose service. Instruc- 
tions are also given for attaching 
couplings and for the proper use of 
steam hose, including a table show- 
ing temperatures of saturated steam 
at various pressures.—The Man- 
hattan Rubber Mfg. Division of 
Raybestos-Manhattan, Inc., Passaic, 
N. J. 


TRACTORS AND DIESELS— 
“From Stump to Lumber” is the 
complete review of the uses of trac- 
tors and diesels engines in the log- 
ging industry. The first section of 
the booklet deals with pioneering, 
and the roughing out of roads into 
new stands; followed by the actual 
building and maintaining of roads 
with tractors, bulldozers and road 
machinery. Another section is de- 
voted to special uses of tractors and 
engines in industry, and contains ex- 
amples of diesel-powered industrial 
locomotives working in yards; diesel- 
electric generator sets providing 
power for camps, diesel-powered 
shovels building railroad grades, 
truck roads, ete. In this booklet ac- 
tion photographs serve to tell the 
main points of the story.—Cater- 
pillar Tractor Co., Peoria, Ill. 


THE POWER SPECIALIST— 
Dressed up in a new type face this 
bi-monthly publication deals with 
the application of the company’s 
products in industry. Written in a 
clear and interesting manner new 
developments and interesting instal- 
lation of equipment are featured in 
each issue. Of more than ordinary 
interest is a two-page spread of un- 
usual and striking photographs.— 
Johns-Manville, 22 East 40th St., 
New York City. 


SPRAY-PAINTING — Announce- 
ment of a new catalog covering the 
company’s complete line of spray- 
painting and finishing equipment has 
been made. The new catalog covers, 
in condensed form, spray guns, feed 
tanks and equipment, special con- 
tainers, air and fluid hose and con- 

















SUPER-QUALITY TOOLS 
Bring Super Sates 


U.S. DRILLS * GRINDERS ° BUFFERS 
and FLEXIBLE SHAFT MACHINES 


Offer Outstanding Sales Opportunities 


© Salability » Profit « 
* Policy 


| THIS 6-POINT CERTIFIED 4 DISTRIBUTOR PLAN 
Guarantees ALL 3/ 


|. Full Line 4. Protection 
2. Super-quality 5. Good Profit 
3. Economical Price 6. Sales Aid 











U. S. Ball Bearing Grinder 
; . 12” 14”, 16”, 18” and 20” 
A sound foundation for electrical tool sales and profit. AC. and DL. Current 


| 
| 
| 





INCE 1897 . . . this outstanding line has brought outstanding results 
.. . for the supplier as well as the user. 


Backed by quality . .. built on quality... the U. S. Line is essentially 
a quality line. Proof lies in the fact that so many plants have standard- 
ized on the U. S. Line. You need no introduction . .. there are no sales 


hurdles or barriers. Once sold these tools stay sold and help sell others 
in the U. S. Line. 


And remember... the U. S. 6-Point Certified Distributor Plan gives you 
100% protection and sales cooperation. 





U. S. Bench Grinder 
6”, 7”, 8” and 10” 


Furthermore .. . the U. S. 1938 Policy of Bigger Volume and Popular 
Prices enables you to overcome so-called “sales resistance” from those 
who imagine that quality is expensive. 


Established distributors who 
”* want more sales—more pro- 
ween, fits—-more repeat orders— 
\ will be given full details on 
request. 





U. S. %" Automatic Drill 





U. S. Portable Electric Sander 
7” and 9” 
“Airstream” 


U. S. New Utility Drill 
54", %"" and 7%" 
Current Grinder High Torque 


THE UNITED STATES Yow ELECTRICAL TOOL CO. 


U. S. Adjustable Speed Alternating 
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PITTSBURGH’S OWN 


WALD 


SUPERIOR 
PRODUCTS, 


SINCE 1864 


Jvestigat 





BLOW TORCHES (Gasoline & Kerosene) « GONGS 
FURNACES (Gasoline & Kerosene) « TORCHES 
GREASE & PAINT BUCKETS + TALLOW POTS 
OILERS (Brazed & Welded) » OIL CARRIERS 


S: Ur & at the 
—F a ad 


P. WALL my Supply Co. 


PITTSBURGH e« e¢ e 








GROBET SWISS FILES 


OF CHROME STEEL 





Grobet Files—-identified by the ‘Rabbit’ 


0 | ST kK | 8 HT] T 0 K S trade-mark—are recognized the world over 


as standard precision files of high cutling 


PROFIT BY a 


You can cash in on Grobet reputation, build 


6 “ 0 4 F T satisfaction and profitable business when you 
sell Grobet Files. 


- F » | T AT | 0 N Your customers’ suauionmente can be fully 


met from the complete Grobet Line of more 
than 5000 different sizes, shapes and cuts 

* of precision files. The Grobet Line also in- 
cludes files for filing machines, rotary files, 
American Style Files, etc. 


Send for our latest Cataiog. 








GROBET FILE CORP. of AMERICA 


3 PARK PLACE, NEW YORK CITY 
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nections, spray booths and exhaust 
systems and air compressing outfits. 
Full specifications on all standard 
items are given. This new catalog 
“ID” renders all previous editions of 
the company’s industrial catalogs 
obsolete.—The DeVilbiss Co., Toledo, 
Ohio. 


FRICTION CLUTCHES— Included 
in this new 1938 clutch catalog are 
all the specifications with detailed 
drawings of this firm’s friction 
clutches. In the ten pages of data 
and information is included all neces- 
sary details for ordering and usage. 
The Carlyle Johnson Machine Co., 
Manchester, Conn. 


METALS—This fifteen-page book- 
let named “6 Minutes with 6 Metals” 
forms a quick guide to the charac- 
teristics and uses of rolling mill and 
foundry products, which include spe- 
cial alloys as well as the more fa- 
miliar Monel and nickel. Application 
pictures of the various alloys being 
used with equipment in industry are 
scattered throughout the booklet. 
The last three pages discuss the me- 
chanical and physical properties of 
the alloys.—The International 
Nickel Co., Inc., 67 Wall St., New 
York City. 


PACKINGS—Contained in this 
bulletin is a chart to simplify the 
selection of steam service packings 
for distributors. The constructional 
features of various packings are 
shown and described, together with 
instructions on how to order pack- 
ings and the recommended use of 
each type of packing shown in the 
folder.—The Belmont Packing & 
Rubber Co., Philadelphia, Pa. 








Why Preformed Wire Rope? 


(Continued from page 40) 








rope, as the name indicates, is 
already formed. Because of this 
fact it is free of the danger of 
injury during that period of early 
use that is so critical in the life 
of a non-preformed rope. 

7. Preformed wire ropes in 
stretching do not involve change 
in rope lay or pitch, but merely 
a firm bedding on the core. 

8. Preformed wire ropes do not 
rotate in the sheaves to the same 
extent as non-preformed ropes. 

Preforming relieves wire ropes 
of the torsional stress that cause 
them to rotate on their own axis. 
This rotation causes great injury 
to sheaves and to the rope itself, 
subjecting each to unnecessary 





























ONE PAGE ADVERTISEMENTS 
STRESSING POWELL 
QUALITY VALVES 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 
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undid talkK. or 
VYale-e2 — b- Hancock 


JOBBERS 





Jobbers used to think we were joking when 
we asked them to put in a stock of Hancock 
Steel Valves. For Hancock quality and prices 
were both so high that we had to peddle our 
own valves 


Last summer we dropped steel valve prices to 
the competitive level (some sizes as much as 
60%). We didn’t change our quality Fora 
while we lost money, because even with the 
latest machinery it costs more to make Han- 
cocks. 


But Hancock Steel Valve sales doubled dur- 
ing the past six months and continue to in- 
crease. Thousands of master mechanics and 
P.A.’s have wanted Hancocks for years but 
felt they couldn't afford them Now they are 
happily replacing other makes of steel valves 
with Hancocks at no extra price 


More than a score of live-wire jobbers are now 
stocking and moving Hancock Steel Valves 
For with our reputation and sales features, 
their salesmen, who never sold steel valves 
before, are selling Hancocks. They simply 
mention Hancock's low maintenance costs 

hardened stainless steel seats, discs, and 
stems .. . renewable thread bushings and that 
today Hancock Steel Valves cost no more 
than other good valves. That gets the orders 
And our jobbers are profiting 
















4 JUST TOLO WIM 
ABOUT HANCOCK'S 
NEW PRICES AND 
WE HANDED ME 
THE ORDER! 


vw 


What about you? Are you making money out 
of the new and replacement steel valve busi- 
ness in your territory? If not, maybe we can 
team up and go atter it. Drop us a line if you're 
interested and we'll talk over the possibilities. 
Hancock Valve Division, Manning, Maxwell 
& Moore, Inc., Bridgeport. Connecticut. 


HANCOCK VALVES 
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abrasion, and resulting in greater 
fatigue wear on the rope. 

9. Preformed wire ropes resist 
whipping. 

Whipping of a wire rope is an 
effect aggravated by a condition 
of internal stress. This effect is 
very injurious as it causes fatigue 
and promotes poor spooling. It 
also prevents higher line speeds 
in many cases. Whipping often 
occurs in leads between main | 





sheaves and drums. 








| It prolongs the fatigue life of the 
| rope and permits faster operation 


The resistance to whipping of | 
the preformed wire rope has a | 
dollar-and-cents value to the user. | 


This skip hoist, used by a quarry in the 
midwest, uses both preformed and non- 
preformed rope, the latter for track 
cables and the latter as an operating rope 


in many cases. 

10. Preformed wire ropes per- 
mit better attachment of sockets, 
which may be applied without un- 
balancing the rope lay. 

11. Preformed wire ropes spool | 
better. 

12. Preformed wire ropes assure | 





fullest advantages from Lang Lay. | 


| really practical until the art of 


| flexibility and resistance to abra- 


Lang-Lay ropes, with all their | 
potential advantages, were never | 


preforming was introduced. They 
were too cranky, too lively, for 
dependable service. Now, in a pre- 
formed rope, the user can have the 
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CUSTOMER’ AFTER 
CUSTOMER ORDERS 


MORGAN VISES 


WHY? 
... for their 


‘PLUS VALUES” 


&) 





STATIONARY JAW AND SWIVEL 
BASE 








3 Ulises 





STATIONARY JAW AND 
STATIONARY BASE 


@ It’s good, sound business logic 
to sell Morgan Vises. Your cus- 
tomers will show their prefer- 
ence because they know what 
they expect from a vise—and 
that’s what Morgan gives them. 


e@ Years of constant use still find 
Morgan Vises true and accurate— 
Extra rigidity is assured by ac- 
curate machining of the sliding 
bar, working to close limits— 
Special charcoal iron casting as- 
sures maintained strength — Dia- 
mond cerated jaws insure firm 
gripping power. With these 
“Plus Values” it is a simple mat- 
ter for distributors to enjoy good 
profits by selling Morgan Vises. 
We invite your inquiry. 


MORGAN VISE COMPANY 


108-112 N. Jefferson St., Chicago, Ill. 
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Heavy forged steel safety hook and cross 
head designed to withstand shock. 


Heavy wrought steel suspension plates 
support the load between the top hook 
cross head and load sheave. 


The load sheave on which the load is 
lifted is a massive special analysis steel 
casting. 


The driving pinion is a one-piece forging 
of special steel. 


Ball bearings upon which the load 
sheave is mounted are of high carbon 
chrome alloy steel running in chrome 
vanadium steel races. 


A continuous and adjustable hand chain 
guide which prevents snagging and 
fouling of hand chain, made of tough 
malleable iron having a tensile strength 
of 50,000 pounds. 


The load chain is of steel, welded and 
heat treated. 


Drop forged two-piece shackles with heat- 
treated suspension pin permit changing 
or replacing load chain without welding. 
Lower hook is equipped with heavy duty 


ball bearing, completely enclosed, packed 
in grease, requires no further lubrication. 


Steel safety hook opens slowly, without 
fracture before any other part of the 
hoist is overstrained—protects operator 
and load. 


Note: All Yale Hoists are tested to 50% 
overload—long ton rating, 2240 lbs. 



















7 

sy 
oY 
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Capacities 300 Lbs. to 40 Tons 


... and YALE gives Distributors 
EVERY THING to Help Close the Sale 


First: Yale hoists are sold exclusively through distribution. 
Second: Smashing Yale advertising appears in leading in- 
dustrial publications, reaching thousands of buyers every 
month—and every ad refers them directly to you, the distribu- 
tor. Third: These same buyers are regularly contacted with 
direct mail pointing out the advantages of Yale service and 
again urging that they patronize their local distributor. Fourth: 
The Yale catalog—tull of sizzling sales ammunition that 
will help you crack the defenses of your toughest customer. 
Fifth: An intangible, but invaluable asset—the name YALE! 
Take full advantage of everything that Yale gives. It's the 
stuff that sales are made of! 





~YALE- 
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ON THE PUMP BUSINESS TO 
BE HAD IN YOUR VICINITY 


You don’t have to be an engineer to sell ROPER 
PUMPS—and make a good profit on every sale. 


All you need do is keep your eyes open to the hun- 
dreds of opportunities for pump sales in your ter- 


ritory—and follow thru aggressively. 


Our pump catalog presents all data clearly and sim- 
ply. 


engineering and sales assistance is at your immediate 


In the rare cases where it is necessary, Roper 


call. 


We'll be glad to tell you all about the Roper Dis- —~ 


tribution Plan. 





A complete line .. . 
hand or power drive 
. 1 to 700 gallons 
per minute .. . pres- 
sures up to 750 Ibs. 

. will pump any 


GEO. D. ROPER CORPORATION, Dept. 6, Rockford, Ill. clean liquid. 


ROPER K-ta.y PUMPS 
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OEP ENODAB 


(ee ee ed 


UNEXCELLED QUALITY 


We are honestly proud of our 
sixty-five year record of genuine 
cooperation with distributors. Dur- 
ing this period we have faithfully 
served the most exacting require- 
ments of our distributors’ cus- 
tomers to the end that Taylor 
Chain is today known everywhere 
for its rugged dependability. 

Taylor Chain is as perfect as modern 
methods and finest materials can pro- 
duce. The market is as broad as indus- 
try itself. There are jobs for Taylor 


Chain everywhere—and types that are 
admirably suited to each job. 


Depend on Taylor Chain for profit and 
customer satisfaction. 


"Best by Test Since 1872" 


S$. G. TAYLOR 
CHAIN COMPANY 


HAMMOND, IND. 
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sion of a Lang-Lay rope without 
any of the disadvantages for- 
merly associated with it. 

13. Preformed wire ropes have 
better salvage value. 

A little study of the nature of 
preformed rope shows why this is 
so. When a non-preformed line 
parts, it unravels or unlays for a 
great distance in each of the two 
pieces. When a preformed rope 
is broken, each piece retains its 
structure faithfully. In addition. 
it is always, even in its last state 
of use, a rope with some flexibil- 
ity remaining in it. If the con- 
dition of outer wires is such as t 
permit re-use, the preformed rope 
will be found to have more utility 
than a non-preformed rope when 
applied to a new job. 

Now, it is not to be assumed 
from the foregoing that preformed 
wire rope is preferable for all ap- 
plications. 

Non-preformed is just as satis- 
factory as preformed for all stand- 
ing lines, such as spar rigging. 
guy lines, boom lines on shovels, 
cranes, drag lines, and so forth. 


These standing lines suffer no 


more than a straight pull. They 
do not have to bend around 
sheaves or drums. And any line 
that stands still and is held taut 
might just as well be non-pre- 
formed. 








Guess What 


(Answers to Questions on Page 41) 








1. A dog is any of several forms 
of small holding or driving de- 
vices, one of the commonest being 
the lathe dog, which has a tail 
entering a driving slot in the 
chuck. 

2. Yes—in certain machining 
operations. 

3. In drilling such materials as 
air-hardening die steel, and in 
lapping compounds. 

4. Neither—it is a wire brush 
for cleaning filings from file 
teeth. 

5. Yes—for the tang on a file is 
the pointed end over which the 
handle fits. Certain special file 
shapes may have much more tang 
than cutting surface. 

6. More easily, if anything, al- 
though the operations are entirely 
different. Broaching a _ keg is 
simply opening it; broaching a 
casting means to cut a flat sur- 
face on it with a many-toothed 








We 

















C. A. (Cal) POPP 


“TOLEDO’S” EASTERN 
SALES MANAGER 


C. A. Popp, better known as "Cal" to his many friends has been with "TOLEDO" 
for 30 years, and Eastern Sales Manager, located in New York City, since 1909. 
During that time he has made a wide acquaintance, thoroughly knows trade conditions 
and is a sales authority whose advice is frequently sought by Eastern distributors. It 
goes without saying that a large part of "TOLEDO'S" success is due to "Cal's" fine 
record. He has been with the company almost from its inception and has watched it 
grow to the foremost manufacturer of pipe tools, and pipe machines. 


"Cal" is a favorite after dinner speaker, plays a good game of golf, and has a host 
of friends. 


"TOLEDO" distributors in the East are indeed fortunate in having ''Cal'' Popp in charge 
of "TOLEDO" sales in their territory. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 


"TOLEDO" 
“10, 
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CONGRESS 


V-BELT 


PULLEYS 


VARIABLE SPEED 


TIONING AN 
STOKER SERVICE 





POPULAR 
DEMAND 
SELLS THEM 


@ You can increase your pulley sales 
easily, profitably and with complete 
satisfaction to your customer with the 
Congress line of V-Belt Pulleys. 


@ They are so well balanced, at- 
tractively finished, diamond precision 
bored, quiet in operation and per- 
fectly grooved that they have built 
for themselves a definite preference 
among users. 


@ Cash in on this popularity—fea- 
ture the Congress line—it's worth- 
while. And what is more, our engi- 
neers will help you in solving your 
customers transmission needs. 


@ Use our display board for your 
window and counter—it helps make 
sales. Don't overlook orders on Con- 
gress Flexible Couplings either. Get 
our very attractive prices. 


CONGRESS TOOL & DIE CO. 


9026 Lumpkin Avenue 
DETROIT, MICH. 


a 





Where Accuracy and Performance Count 


Youll SAL WALLEY Grinders 





@ Distributors everywhere 
have found Valley Bench 
Grinders sell easily and 
bring in the profits. The 
performance record of Val- 
ley Grinders leads the way 
to sales. 


Valley Grinders are driven 
by famous Valley Ball 
Bearing Motors. Details in- 
clude over-size ball bear- 
ings — heavy shafts — wide 
wheels — adjustable tool rests. Every 
unit is built to Valley Electric Corpo- 
ration’s single high standard of qual- 
ity and protected by the Valley 
Guarantee. 


The Valley quality 
tools, the record of accuracy and per- 
formance of these 
grinders, has built 


reputation for 


an acceptance of Valley products 


throughout the world. Sizes of Val- 
ley Grinders range from “% h.p. 
Bench to 5 h. p. Pedestal model. 


Write for prices and data on special 
profit making franchise for distribu- 
tors. 











Valley Electric Corp. 


4221-FOREST PARK BLVD. © ST. LOUIS, MO.. 
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tool greatly 
larged file. 

7. The lowly oil cup, although 
newer machines usually have cen- 
tralized force-feed systems. 

8. No, it is a bearing contain- 
ing impregnated oil. Both metal 
and wood bearings are produced 
with porous structure, permitting 
the forcing in under pressure of 
a relatively large amount of oil. 
The slight heating of the bearing 
in operation causes this oil to ooze 
out, lubricating the mating sur- 
faces. 

9. The individual links are of 
course stretched, and assume a 
rough hourglass shape, each 
clamping the next one so tightly 
that a section of chain will stand 
straight out like a solid bar. 

10. It loses strength as its ends 
are spread. Chain manufacturers 
supply tables showing the amount 
of loss. 

11. Special drills may be used, 
with exterior coolant channels or 
forged-in coolant tubes. 

12. A surface gage works from 
a known flat surface, giving like 
distances from that surface on 
any irregular piece. Hence the 
name is not a misnomer. 

13. It is a surface decoration of 
sliding surfaces, made with a 
sharp-edged flat tool—the sharp- 
edged flat tool—the sharpened end 
of a file, for example. The minute 
scrapes thus made are claimed to 
hold oil, although more modern 
ideas discard this claim. 

14. Most decidedly not. It takes 
a knack—one which some mechan- 
ics never acquire. 

15. Prussian blue, a_ liquid 
which is spread over the surface 
and through which the polished 
surface can be seen whenever it 
is cut through by a scriber. 

16. Common carpenter’s 
chalk. 

17. A chuck is holding device— 
a lathe chuck, or a shaper-chuck, 
for example. 


resembling an en- 


blue 


Lunch for Six—Seating 
Arrangement 


(Answer to the problem on page 41) 


Donald Clump—the 
distributor and host. 
Harry Boskel—the sourpuss. 

Andrew Woofle—who talked too 
much. 

Oscar Trapp—the deaf man. 

Charlie Pench—the fat man. 

Elmer Wibbletrop—who hates 
Charlie Pench. 


industrial 





























Industry has proved to its own 


satisfaction that ‘There Is A Differ- 





ence’ in metal removing tools. That 


A 
< 
FEVES mw NO’ 


is why Morse Tools, backed by indus- 


trial advertising and solid distributor 


PINS-SOCKETS -SL 
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support, are profitable to sell . . . . 
D> 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD .. . MASS., U.S. A. 


MEW YORK STORE, 130 LAFAYETTE ST. 
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MANORELS TAPER 
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CHICAGO STORE, 570 WEST RANDOLPH 5T. 
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TIME MARCHES ON 





The name LOWELL represents the LARGEST and 
OLDEST COMPANY devoting its entire time 
to the manufacture of REVERSIBLE RATCHET 
WRENCHES. 


During our 70 years, as TIME MARCHED ON to 
better tools, so did LOWELL, giving users BETTER, 
STRONGER, and more DURABLE wrenches. 


We went from 20 tooth gears to 16 tooth, giving 
LONGER LIFE, and from curved to straight pawls, 
making STRONGER and SAFER tools. We now, as 
in the past, have a STRONGER and SAFER construc- 
tion than any other similar tool on the market. 

LOWELL STEEL SOCKET BRIDGE REVERSIBLE 
RATCHET WRENCHES are giving SATISFACTION 
and SERVICE in hundreds of jobs today, the same as 
they always have. They have stood the test for years 
and are covered by the GUARANTEE: Any broken 


handle returned to us will be replaced without charge. 


Sell LOWELLS, the Time-Tested and Time- 
Proven REVERSIBLE RATCHET WRENCHES. 
They will build your profits from satisfied cus- 


tomers. 


Send for Catalog H 


LOWELL 


WRENCH COMPANY 
WORCESTER MASS. 
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Sales Meetings That Build Sales 


(Continued from page 32) 








salesmen during the week prior 
to or immediately following his 
appearance at a sales meeting. At 
each meeting, every salesman is 


given a “package” containing up 
to-the-minute sales information on 
the line or lines that are selected 
for discussion. — 





Talking tool steel ot the Beals, McCarthy & Rogers sales organization in Buffalo 


is George Remensnyder, Vanadium-Alloy Steel Co. 
general sales manager, is seated at left, front row. 


George F. Evans, B-M-R 


Standing, along rear wall, 


left to right, are C. F. Rattigan, Jr., manager of B-M-R office in Rocehster; 
George Hine, cutting tool specialist, and J. Frederick Rogers, vice-president 


Manning-Maxwell & Moore Confide 


In Salesmen on Firm’s Activities 


\A IVE THE salesmen all the 
G company knowledge that 
the inside executives have,” is the 
motto of Manning, Maxwell & 
Moore, Jersey City, N. J. At their 
regular Monday evening meetings 
the men are given figures not only 
on sales, but on the progress of 
the company, its general activities 
and profits. 

“After all,” says Walter Padien, 
pinch-hitting for Sales-Manager 
Bob Kelly, who is drumming up 
business in South America, “‘with- 
out profits for the company there 





is little chance of profit for the 
salesman either.” 

Sales for the previous month as 
recorded by each salesman are 
read to the general meeting, and 
these sales are then interpreted, 
man by man, in terms of profit. 
In this way each man has the 
chance of visualizing his own con- 
tribution toward advancing the 
company’s—and his own—welfare. 

When the profit backlog goes 
down, the management does not 
hesitate to point out all the ways 
in which the situation may be 


how the alert 
Manning, Maxwell & 
Moore sales staff in 
Jersey City looked to 
Bill Smith (Wahl Re- 
fractories) when he 
talked to the group the 
night of April 5. Fac- 
tory men find that the 
M-M-M regular Mon- 


Here's 


day night meetings go 

a long way toward 

building selling enthu- 
siasm in this bunch 
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PROTECTION 
FROM THE 
ELEMENTS 


CADMIUM 
PLATED 






@ One of the biggest factors in the sale of 
ARRO expansion bolts is the metallic coat- 
ing of Cadmium which protects ARRO bolts 
from the elements. Cadmium plating resists 
rust and corrosion giving added life and 
service to each ARRO bolt. 


The finest material and workmanship make 
the ARRO the fastest selling expansion bolt 
on the market today. 


The complete ARRO LINE is sold only 
through you, the jobber, offering a pre- 
ferred market and steady profits. 


Send for complete information and jobbers’ 
private discount sheet. 


ARRO EXPANSION BOLT CO. 
MARION OHIO 


Ee 


REG. US. PAT. OFF. 


‘EXPANSION 


BOLTS 
And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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MILL SUPPILY SALESMEN 


This product is a natural for you in every field 
It is being advertised in 
Mill & Factory + a ee , 
vet Engineenin 9° 
World « Farm-Town Hardware - 


implement News + Motor + Sout 






10 
MODELS 


TAKE YOUR CHOICE 


em . 


or OILER 


you KNOW 


lubrication is 


done right 


Lubricants are forced to all parts 
of bearings under pressures up to 
1000 pounds. All grit and gum is 
flushed out—new, clean lubri- 
cant added. 


NO SPECIAL FITTINGS 
The ACCO-MORROW Lubri- 
cator operates perfectly on oil 
holes, oil cups and ball-type fit- 
tings. Patented OILING SEAL 
TIP prevents waste of lubricants 
at oil holes, ball fittings, oil cups. 


PROTECTS EQUIPMENT 
No matter how tight or gummed- 
up a bearing may be, a film of 
fresh oil will reach all parts of it. 

SAVES MONEY 


The inexpensive ACCO-MORROW Lubri- 
cator speeds lubricating work. The use of 
highest grade lubricants by this method 
costs less than use of cheap oils and greases 
by other methods. 


AMERICAN CHAIN & CABLE /» 


COMPANY, Inc. 
York, Pa., U.S.A. 


In Canada: Dominion Chain Co., Ltd. 
Niagara Falls, Ont. 














rescued. “The tendency with all 
salesmen,” says Mr. Padien, “is to 
concentrate his calls on those few 
accounts where he is certain to get 
orders of good size. Increasing 
the number of calls on the other 
types of accounts, beating the 
bushes—old stuff to salesmen, per- 
haps, but still the only tried and 
true method of pulling ourselves 
up by our own bootstraps.” 

Too, in times of slack business 
salesmen frequently come to meet- 
ings with complaints that the mar- 
ket is being “cracked” on certain 
lines, or in certain quarters. “Yes, 
we can meet a price if we must,” 
is the M., M. & M. philosophy, “but 
that should be the most extreme 
of all last resorts. We are not 
to be stampeded.” A full arsenal 
of sound arguments for use on 
buyers who try to beat down 
prices is frequently given the men. 

Sales meeting business along the 














above lines was presented at a 
typical Manning, Maxwell & Moore 
gathering the night of April 4, 
then there followed an interesting 
product clinic led by Bill Smith of 
Wahl Refractories. Smith, in- 
stead of beginning with a discus- 
sion of Wahl products, went 
“around the clock” among the men, 
inviting them to shoot questions 
of any sort. 

This form of questioning also 
brought out important facts about 
applications for Wahl products, 
pointed to a variety of unsus- 
pected markets and discussed spe- 
cific users, how much they use, 
how they use it, and how often 
they need to re-order. 

“We can definitely point our fin- 
ger to increased sales due to this 
concentration,” says Mr. Padien. 
“The curve goes up and stays 
up during the drive and for some 
time thereafter.” 





The George Worthington (Cleveland) sales staff shows keen interest in the 

story on Simplex jacks as presented by Worthington's John Vickers, who has 

had outstanding success in interesting the industrial trade of Cleveland in 

this item. His discussion of its merits at a meeting April 2 spread his 
enthusiasm to others in the organization 


“Ironing Out the Bumps” Is 
Carr Co. Objective 


\\-r HE BUMPS we encounter on 

the territories get first con- 
sideration in our regular Saturday 
morning sales meetings,” says 
Walter Carr, of the Walter R. Carr 
Co., San Francisco. “There are 
only three salesmen besides my- 
self. Our meetings are quite in- 
formal. Personally, [ am out most 
of the week selling, just like the 
others, and take my own share 
of the bumps. I collect these 
bumps and when we get together 
in the meeting I kick them right 
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out to the other salesmen to see 
how they are received and what 
their sales strategy would be un- 
der the same conditions. Fre- 
quently the salesmen have, in their 
estimation, received bumps which 
rate harder than mine. These are 
taken up and discussed. Between 
us, in these personalized meetings, 
we get a good many problems 
thrashed out and establish ways 
of meeting certain conditions 
which represent our best combined 
thinking. Thus, we start out the 
next week with these problems 
licked, in our own minds at least 
—which is half the battle.” 
















Split-casing 
Centrifugal Pump 
Capacities to 3000 g.p.m. 

Heads to 575 ##. 








Monobloc 
Centrifugal Pump 
Capacities to 1100 g.p.m. 

Heads to 280 ?#. 


Frame-mounted 
Centrifugal Pump 
Capacities to 300 g.p.m. 
Heads fo 120 ft. 


Two-stage Air Compress 
Displacements to 445 c.f.m. 
Pressures to 125 /b./sq.in. 
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Selling is simplified when 
you handle a leading line... 


WORTHINGTON 
PUMPS AND COMPRESSORS 


HERE is probably a Worthington pump, 
compressor or other product in every 
plant in your territory. The Worthington 
name is widely known. Worthington leader- 


ship has been well established for generations. 


Because of this leadership, doors are open 


to you as a Worthington Dealer. 


Take advantage of association with Worth- 


ington and you will build up your profits. 


| Ask about the Worthington Dealer Plan 








Base-mounted Air Compressor 


Displacements to 45 c.f.m. 
Pressures to 200 /b./sq. in. 








Air-cooled 
Air Compressor 
Displacements 
to 25 c.f.m. 
Pressures to 200 
'b./ sq. in. 





Water-cooled 


Air Compressor 
Displacements 

to 67 ¢.f.m. 
Pressures to 250 
Ib./sq. in. 











Tank-mounted 
Air Compressor 
Displacements to 45 c.f.m. 
Pressures to 200 /b. /sq. in. 





Power-driven 
Air Compressor 


Displacements to 2042 c.f.m. 
Pressures to 150 /b./sq. in. 





Rotary Pump 


Capacities to 2500 g.p.m. 
Viscosities to 500,000 S.S.U. 









= 
Deep Well 
Turbine Pump 


Capacities to 6,000 g.p.m. 
Heads fo 600 ft. 


Duplex Steam Pump 
Capacities to 420 g.p.m. 
Pressures to 350 /b./sq.in. 


Triplex Power Pump Duplex Power Pump 


Capacities to 50 g.p.m. Capacities to 488 g.p.m. 
Pressures to 250 /b./sq.in. Heads to 315 /b./sq. in. 






Multi- V-Drive 
Fractional to 1500 hp. 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


eral Offices HARRISON, NEW JERSEY - 


Vo) se lINICH Re) 
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Branch Offices and Representat 




















-FIBRO FORGED- 


Socket Screws 


Patents owned, utilized and exclusively controlled by 


HOLO-KROME 


Distributed solely through Holo-Krome Authorized Dis- 
tributors who substantially benefit by the volume pro- 
ducing — profit building Holo-Krome 100%, Selective 
Distributor Policy plus FIBRO FORGED Screws — the 
Completely Cold Forged Screws. 


The HOLO-KROME SCREW CORP., Hartford, Conn. 
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WE COOPERATE WITH 
DISTRIBUTORS 


Throughout the pages of MILL SUPPLIES are announcements 
of manufacturers of industrial products who court favor- 
able cooperation of distributors. 


We wish to call the attention of all distributors’ salesmen 
and executives to the importance of checking these adver- 
tising pages for valuable sales tips and product information. 


MILL SUPPLIES is published exclusively for industrial distribu- 
tors and their salesmen. Manufacturers who advertise in this 
magazine therefore, are addressing their messages to the 
distribution industry alone... evidence of their desire to sell 
through and cooperate with distributors. Direct sellers never 
advertise in MILL SUPPLIES. 


It will pay you to read the advertising announcements in 
this Exhibit Section — as well as all others throughout the 
magazine. 
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FASTER WORK WITH HALF THE 
EFFORT 


One-hand starting and driving. Three 
times the contact between driver and 
screw. Increased use of power drivers. 


THESE ARE THE REASONS WHY INDUSTRY 1S TURNING TO THE NE 
AMERICAN PL SCREWS WITH THE PATENTED PHILLIPS RECESSED HEAD 


US 
\ 





KEEP YOUR EYE 


ul Method 
2.046 24 46, 837 





The New PLUS-Sign on Screws 
Means PLUS Profits for you! 
More profit on screws—quicker turnover on screws 
— and MORE OPPORTUNITY TO SELL 


POWER DRIVERS because American PLUS 


Screws make faster driving methods possible! 





AN PUUS screws 


tented PHILLIPS recessed head 


2.084, 078: 2,084,079: 2,090,338 
M6, 529 Other Domestic an | Foreign Patents 
>, Allowed and lending. 
e, <o 
976 ey am > 


GUIDE DRIVER GUARD WORK 
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AS EASY AS POINTING YOUR 
FINGER 


The tapered driver fits the screw’s ta- 
pered recess the screw clings to the 
driver. Self-centering. No screws driven 
crooked. 


BETTER WORK — AND 
NO SPOILAGE 


The driver can't slip out and scar costly 
material or injure the workman. No burrs 
to remove. Better holding power. 


MORE POWER DRIVER 
SALES! 


Elimination of the “‘slip- 
ping’”’ danger increases the 
number of places power 
drivers can be used. Where 





American PLUS Screws may be used with hand, 
spiral or power drivers. Phillips drivers and bits 
are available from the American Screw Company 
and leading tool manufacturers. 
drivers may be used. 


Or ordinary 













parts are assembled already finished, it is now safe to 
use faster driving methods. So American PLUS Screws 
not only increase screw profits . . . but they also increase 
driver volume! 
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America® Screw Cengent 


. Twenty-two full pages of adver- 

tising in March introduced American 
PLUS Screws with the patented Phillips Recessed Head 
to American industry! At the same time, fifteen indus- 
trial magazines ran advertisements on the advantages of 
the Phillips recessed head, originated by American 
Screw Company. More last month, more this month, and 
every month from now on. Are you ready to meet the de- 
mand this advertising will create? 


Here is a list of the magazines which are carrying this 
campaign to American industry: 


TRON AGE ELECTRICAL MANUFACTURING 
MILL and FACTORY FURNITURE MANUFACTURER 
AUTOMOTIVE INDUSTRIES WOOD PRODUCTS 
PURCHASING PRODUCT ENGINEERING 


Other advertising on the advantages of the Phillips re- 
cessed head is running in TIME, FACTORY MANAGEMENT and 
MAINTENANCE, MACHINERY, ELECTRONICS, WOODWORKER, 
AVIATION, MACHINE DESIGN, in addition to the magazines 
above. 

Be sure to tie up with this big advertising campaign, 
which will bring you orders for American PLUS Screws 
with the patented Phillips recessed head, from all types 
of industries! Send in the coupon now for a special pres- 
entation to distributors. 


AMERICAN SCREW COMPANY Providence, R. |. 


Wood Screws Machine Screws Sheet Metal Screws Stove Bolts 
and a complete line of allied fastening devices in both 
slotted head and Phillips recessed head 


Chicago Office and Warehouse Detroit Oftice 
219 West Randolph Street 1010 Stephenson Building 
Pacific Coast Representative 
Osgood & Howell, Los Angeles, Seattle, San Francisco 
Reading Screw Company, Norristown, Pa., Div. of American Screw Company 


Send Coupon for AMERICAN PLUS PLAN 


The American PLUS Plan includes a new price structure (with a 
greater opportunity for you to profit), merchandising helps and free 
promotional material. It also contains accounts of the acceptance 
American PLUS Screws have already obtained in some of America’s 
leading industrial plants. 


Write Your Name Here. Tear Off and Mail To 
AMERICAN SCREW CO., PROVIDENCE, R. I. 


Name of Firm— 
Address— 


Your Name 


Copyright 1998 | y Americ on Sere 
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Just HOW GOOD is the 
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J-M PACKING FRANCHISE? 


J-M distributors all over 
the country report in- 
creased sales... bigger 
profits, selling J-M 
Packings to satisfied 
customers 


ot JOHNS- 


HE statements quoted on 
these two pages aren’t 
ordinary testimonials. 
They are the actual ex- 
periences of wide-awake 

distributors from coast to coast. 
What these men say about J-M 
Packings and the J-M Franchise 
expresses the facts they see in their 
account books. And they sum up 
the sentiments of over 300 leading 
distributors all over the United 
States. 

The J-M Packing Franchise pro- 
vides the support you need to build 
your packing business. Steady ad- 


vertising and merchandising cam- 
paigns are constantly working on 
every large packing buyer in your 
territory. Our own sales force helps 
sell your customers for you. Above 
all, the J-M Franchise completely 
protects your interests. 

Add to that the customer confi- 
dence and good will that comes 
from the dependable, economical 
service J-M Packings give on every 
job. It’s the perfect combination to 
make the J-M line one of your big- 
gest money-makers. Get the whole 
story by writing Johns-Manville, 
22 East 40th Street, N. Y.C. 


MANVILLE PACKINGS AND GASKETS 
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Photomicrograph of the supe- 
rior alloy steel used in Tuf-flex 
blades showing remarkably uni- 
form grain structure. Teeth 


have same grain structure as 
the body. 


MILLERS FALLS 
OLS 


\ auhee 


Tur-FLEXx sure is tough. This sensational new-comer into the 


hack saw world already has the old-timers rubbing their eyes in 
amazement. There’s nothing like it. It’s not only mighty tough 
and flexible, but also super-hard. Abusive treatment on the 
thinnest sheets, tubing or gutter pipe, and punishing side strains 
mean nothing to it; the teeth don’t strip and the blade just 
doesn’t break. Equally effective on large sections. 

The secret of its phenomenal success is a new alloy, exclu- 
sive with Millers Falls for hack saw use. That’s why a blade 
with a back that Rockwells C 60 can be safely abused as 
shown above. 

Tuf-flex is guaranteed to be the most economical general pur- 
pose blade ever developed. Its performance on any class of 
work is so remarkable that a big demand from your customers 
is assured. Show it and demonstrate it—then watch it build 
up profits. 


MILLERS FALLS CO. 
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No. 33 
Dyno-Mite 
Screw Driver 






No. 909 — 9" 
Extra Heavy 
Duty Sander 


No. 275 Port- 
able Heavy 
Duty Saw 


Tue famous Millers Falls line of electric tools is 
constantly advancing in quality as well as adding rap- 
idly to its already fine selection. 

Take the wonderful Dyno-Mite Drill, for instance. 
Users of this sensational streamlined handful of power wo.3)98 - 1/2” 
will be glad to know that the same power plant is now Heevy Buty 

: : Ball Bearing 
available as a screw driver and nut runner, equipped Drill 
with the new “Adjustomatic’”’ Clutch. This mechanism 
permits an extremely fine adjustment by simply turn- 
ing the indexed adjusting collar from the outside of 
the tool. An ingenious principle results in vibration- “ 
free, velvet-smooth power transmission. It’s a great XY 
little time and money saver for your customers and a / preven 
very profitable item for you. ~ A a — 

If you haven’t already received your copy of the big 
new Millers Falls Catalog 42, write for it today. It 
contains many other important additions to this fast- 
growing line of fine tools. 


GREENFIELD, MASS. 
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Heavy Duty 
Ball Bearing a 
Grinder € 5 




























UNIVERSALLY 





@ NORTH, SOUTH, EAST. WEST.... 
wherever the wheels offi ustry turn, you 


find tools bearing Williams’ brands. No 





chance had little to d 


accident is this universa recognition . .. 
iin their world- 


wide acceptance. 
For more than fifty yéar§ Williams’ ham- 
mers have been thundering. . . forging 
helpful tools that make the wheels of indus- 


try turn more easily ,.jand more pro- 





ductively. And during/this time the name 
WILLIAMS has been r 


mous with quality. 





ized as synony- 











Today, as for the past) half century, you 


in the assured 


performance of Williams’ tools. 


J. H. WILLI 
42 Spring S ew York 


Headquarters for: Drop-Forg renches (Carbon and 

Alloy), Detachable Socket Wregchés, Reversible Ratchet 

Wrenches, “C” Clamps, Lathe Dogs, Tool Holders, 

Eye Bolts, Hoist Hooks, T Nuts and Screws, 
Chain Pipe Tongs Vises, etc. 


ean place your confid 
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HERE ARE SOME 
REAL MONEY MAKERS 


You are missing a lot of splendid pro- 
fits if you do not sell Fairbanks Hand, 
Platform and Box Trucks, Wheelbarrows 


and Casters 


Fairbanks not only offers you a most 
complete line that is the absolute tops’, 
but also keeps pressure on to help you 
sell by advertising in many of the lead- 


ing publications 


Whats more, Fairbanks Products are 
backed by a prestige of more than half 
a century and we stand back of every- 


thing bearing our name. 


Find out now about the handsome pro- 
fits you could make by handling this old- 
established line. Write for catalog No. 50 


THE FAIR 


BANKS COMPANY 


“ hee w ns 


19 EAST 4th STREET, NEW YORK, N.Y 


Boston, Pittsburgh—Distributors in Principal Cities 


Factories: Binghamton, N. Y. + Rome, Ga 


Se 
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POWER KING 


NEW BADGER 


BADGER 


ADVANCE 
SAFETY CAR WRENCH 


AOVANCE comeany APPLETON WIS. 
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MarcHING IN WITH PROFITS 


ROD RE NE 





> MIS So SCS NL BOE Pe 


MR. DISTRIBUTOR! 


The WINTER LINE, with the weight of customer-prefer- 
ence back of it, IS a profitable one for you to handle. 


PROFITS COME MARCHING IN when your customer 
buys a product again and again on the strength of past 
performance. WINTER Taps are such a product. 


PROFITS COME MARCHING IN when expert Engi- 
neering Service follows the taps to insure the maximum 
of performance on the job. 


PROFITS COME MARCHING IN when you can 
depend on merchandising co-operation from the manu- 
facturer, together with a Sales Policy that fully protects. 


PROFITS COME MARCHING IN WHEN YOU SELL 
WINTER TAPS AND DIES. 





A complete line of Taps and Dies in Carbon Alloy and 
High Speed Steels; with cut and ground threads. 





Write for full particulars and Catalog No. 17 


VV YANN 





mye ,, WINTER BROTHERS — —_ 


COMPANY . 











MII 





Main Factory: Wrentham, Mass. Branch Factory: Detroit, = 
DIVISION OF THE NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 


WINTERTAPS»? DIES 
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that satisfies 


and SELLS 


It’s only a short step from a demonstration 
of the better “feel” of a Delta File to con- 
clusive evidence of faster work. Once your 
customers put Deltas on the job they'll get 
that added thrill which comes from savings — 
in time—in more work turned 


out at lower file cost. 


An hour’s wage is the maximum 
difference between the price of a 
box of Delta Files and a box of 
the cheapest brands. But that 
hour of extra care repays itself 
several times over in added 


service. 


The efficiency and performance 
of Delta Files, backed by a dis- 
tributor sales policy, have en- 
abled Delta Distributors to build 
profitable business—saies that re- 
peat—business that stays with 
them. 





pees rr ener ~. < a 


DELTA FILE WORKS 


4837 JAMES ST. (srivessursc) PHILADELPHIA 
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The SIGN 
CK SAWS 
HAT BITE THRU/ 


All 


LENOX BLADES are packed in strong attractive PLAID BOXES, 


easily seen and remembered. 


LENOX 


quality and uniformity in “HIGH SPEED", "MO-SPEED", "TUNG- 


he ah 
of HA 
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SPRINGFIELD, MASS. 


> 


OUR SALES POLICY 


We sell exclusively through Industrial Distributors with no rebates 
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2 
Regardless of the many claims made for hacksaws today LENOX 
or concessions and full protection to distributors stocking the 


LENOX line. 
AMERICAN SAW & MFG. CO. 


STEN" or "“SUPERFLEX" on cut for cut, blade for blade basis 
more than hold their own on any job, any time, any place. 


DISTRIBUTORS need have no fear of competition. 
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1, SALESMAN—W ould you be interested in 
saving money on valves? 


BUYER—Certainly, what’s your story? 


3. SALESMAN—Instead of scrapping a $5.00 
valve, put in new seats or wedges at a cost 


of around 65¢. 


BUYER—But our men are more inter- 
ested in saving themselves work. 


W HEN you show valve users how the lower 
maintenance cost and quick renewable fea- 
tures of Fairbanks Renewable Valves ac- 
tually save them hundreds, even thousands 
of dollars—depending on the number of 
valves used—you can sell more valves and 
make a friend of every man sold. 

Our extensive advertising and the coopera- 
tion of our salesmen also help you increase 
sales. 

What’s more, our rigid policy of selling 
only through distributors eliminates all direct 
competition. 


2. SALESMAN—You can save about $4.35 
on every leaky valve if you use Fairbanks 
Renewable type. 


BUYER—Sounds good, but how? 


. SALESMAN—These Fairbanks Valves can 
be renewed in 3 minutes while on the 
line. 


BUYER—O.K., get out your order book. 


The Fairbanks line is so complete that you 
can supply practically every need without 
carrying a stock of several makes. 


Write for our unusual proposition and 
Catalog No. 21. 


THE FAIRBANKS COMPANY 
Valves, Dart Unions, Hand Trucks and Wheelbarrows 


19 E, 4th St. New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 
Factories: Binghamton, N. Y.; Rome, Ga. 
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There’s more to tap making than 
correct hardening and finishing. Land 
width, amount of relief and degree of 
undercut all have to be carefully con- 
trolled and kept in perfect relation- 
ship to get maximum cutting value 
and accuracy from your taps. 


Sixty-four years of experience have 
given CARD a knowledge of these 
fine points of tap making which we 
believe is unsurpassed. 


CARD ENGINEERS, with _ this 
wealth of experience behind them, 
are able to help you work out any 
tapping problem and suggest the 
right tap for every job. 


THE CARD SALES POLICY 


CARD TAPS are sold 100% thru 
Distributors. 


S.W. CARD MFG. CO. 


Division of Union Twist Drill Co. 
MANSFIELD, MASS, JU. S. A. 


NEW YORK: 61 READE ST. 
CHICAGO: 11 SO. CLINTON ST. 
DETROIT: 6540 ANTOINE ST. 

SAN FRANCISCO: 121 SECOND ST. 
LOS ANGELES: 168 SO. CENTRAL AVE. 
SEATTLE: 568 FIRST AVE. SOUTH 
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USER and DISTRIBUTOR Shake 





. ON THE 
OTTEMILLER LINE 


/ 
because satisfaction is AUTUAL 


The good will of your customers is the most valuable sales 
asset you can possibly have. That is why it pays to handle 
a good-will building line—a line that satisfies your customers’ 
requirements and your own profit expectations. 











The OTTEMILLER LINE — CAP SCREWS, SET SCREWS — 
MILLED STUDS — COUPLING BOLTS — and MILLED 
MACHINE PARTS has proved mutually satisfactory to dis- 
tributor and dealer for more than 25 years, because quality 
and price are right. Furthermore, with OTTEMILLER, there is 
atte tes always 100°/, Distributor Cooperation. 
Catalog 

covering the 

complete 


OTTEMILLER 
LINE 


THE WM. H. did Hf | 





~~ 
y 








COMPANY ..... YORK, PA. 
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Inowase Your Profits 












with these modern cost-cutting fastenings 


Send zow for Distributors Profit Plan 


HOLTTITE-Phillias 
Recessed Head::Self-Centering 


SCREWS & BOLTS 
a 


U. 5. Patents 2.046.343, 2,046,837, 2,046,839, 2,082,085 
Hold d of 


2,084,078, 2,084,079, 2.090.338, 2,046,840 
s on en 
driver for hard-to-get-at places 





J, 


One hand driving, 
other hand free to hold work 


: Bits for all 








OVAL ROUND FILLISTER STOVE 


SeSeOQG@e 


WOOD SCREWS: MACHINE SCREWS : STOVE BOLTS : SHEET METAL SCREWS 


CONTINENTAL 
SCREW COMPANY 


New Bedford, Mass.* Warehouses at Detroit &Chattanooga , 
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High and Low 

Alar™ water 

Column water 
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leervu afety 
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tector 





Type “eo” Vertical 
Steel Coeceiver | 
Steam Separator Ss \ 
Neon Gauge wcrescent” -¢ 
Light makes for pressure 0 
water le el visi- 700 ibs 
bl 150 feet 





AUSTIN 
Detroit. Mich. 
ipal Centers 






WRIGHT 
316 W. Woodbridge street 


Distributors and Ag ents in all Princ: 
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Separator 
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A SALES POLICY 
That Makes Every Plant A Likely Prospect 


Here are the reasons that make your customers glad to buy Jewel 
Abrasives . . . engineering help continually available on engineering 
problems; Masterpak, an exclusive package that prevents collision 
damage in shipment; 24-hour action on every order that hits our 
shipping desk. 

And here are reasons why distributors like to sell Jewel Abrasives 
. . . industrial advertising paves the way for easier sales . . . distrib- 
utor is always protected . . . and free trial offer to the distributor’s 
customers invariably gets results. 

Our sales policy makes every plant a LIKELY prospect. Start increas- 
ing your abrasive sales now .. . with JEWEL. Abrasive Products, Inc., 
South Braintree, Mass. 
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—— of Items 


s the Brown & Sharpe Distributor 


More Sales opportunities and 
Added Profits Brown & 
Sharpe Mfg. Co., Providence, R. I. 











RROAWN & SHAR DE 









\S\ Square the line and the policy—and 
you see why more distributors handle 
"Greenfield" tools than all other lines com- 
bined. 


GREENFIELD TAP & DIE CORP. 
GREENFIELD, MASS 
Detroit Plant: 2102 West Fort St. 
Warehouses: NEW YORK, 15 Warren St.;: CHICAGO. 611 
W. Washington Bivd.; LOS ANGELES, 441 > — Pedro 
St.: SAN FRANCISCO, 420 Market St. 
In Canada: Greenfield Tee. & & Corp. of nail Li., 
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Gi tusiness Cult on facr ip N 
qually edunrea Trough thee years. 


ae OUR POLICY IS TO SUPPLY THE 
CONSUMER THROUGH THE DISTRIBUTOR 


SOLE MANUFACTURERS 
OF 


“PALMETTO” 


AND 
OTHER NATIONALLY KNOWN PACK.- 
INGS FOR ALL SERVICES. 


“FAVORITE” 
REVERSIBLE RATCHET WRENCH FOR 
THE QUICK TURNING OF NUTS. 


“BASA” 


SOFT-FACED HAMMER 
STRIKES A POSITIVE BLOW WITHOUT 
MARRING SURFACE STRUCK. 


“MORAN’S” 
STEEL COUPLINGS 
FOR ROUND LEATHER BELTS. 


LITERATURE AND _ DISTRIBUTORS’ 
SALES-ASSISTANCE FURNISHED UPON 
REQUEST 
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AMERICAN SWISS 





FILES ARE THE ONLY TYPE WHICH WE MANUFACTURE 


They have stood the test and have been the choice of the 
most discriminating file users for 40 years. 


They have longer life, cut faster and, in addition, the 
great variety of different shapes, cuts and sizes from which 
to choose (over 2,000) permits the distributor to furnish his 
customer with the proper file to meet the most intricate 
filing job. 


Satisfied customers and repeat orders are assured. 


SALES POLICY 


Our distributors are considered part of our organization 
and we will continue to operate with a 100% distributor 
sales policy. 





American Swiss File & Tool Co., Elizabeth, N. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 
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HEN we say there is a prospective purchaser 

of Imperial products around every corner, 
that’s something that you, as a distributor, can appre- 
ciate from the profit angle. But when the evidence 
of the last half-century shows that Imperial products 
will please your customer and bring in repeat orders 
—that'’s just the final clincher. 





Imperial products are business builders because 
they live up to advance claims. Every item has a 
way of measuring up to the job, and year in and year 
out your customers will be coming back for more 
fittings, more tubing, more tools, more welding rod 
and other Imperial products. 


Hundreds of distributors are putting a lot of pres- 
sure on the Imperial lines this year . . . and they are 
cashing in, Why not get your share of this business? 


IMPERIAL BRASS MFG. CO. 
511 S. Racine Avenue, Chicago, II. 


THE RIGHT FITTING FOR EVERY JOB 











HANDY AIR NOZZLES 


For blowing dirt and metal chips and for cleaning 
gasoline and oil lines. Fits the palm of the hand. 
Can be sold by supply houses for a variety of uses. 
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It's surprising how much grief 
poorly connected tubing causes... 
and it’s the kind of grief that's en- 
tirely unnecessary. As a rule the 
trouble starts with the selection of 
the wrong fittings, or it is caused 
by using fittings of inferior quality. 
Both of these possibilities for trouble 
are eliminated by using Imperial 


fittings. In the Imperial line you 
can give your customer exactly the 
type required to solve any kind of 
connection problem where coprer, 
Shelby, aluminum, Bundy, Bundy 
Weld, Everdur, Monel, or steel 
tubing are used . .. and you can be 
certain that the fittings selected will 
be the finest on the market, 


There are bulletins arid 
folders available on 
each of these products. 


WRITE FOR COMPLETE 
INFORMATION 











SIMONDS SAW AND STEEL COMPANY 
Fitchburg, Mass. 


Saws for Wood or Metal — Machine Knives — Files 
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Their ease and economy of use, 
their unequalled efficiency sell 
Paine Lead Expansion Anchors in 
big volume and the world over. 
They hold with bulldog tenacity, 
require no special skill, no exact 
alignment of holes. Time saved in 
using them pays their cost. Write 
for complete information with 
prices and discounts on the com- 
plete line of Paine Builders’ An- 
choring Devices. 









Fig. 900 Fig. 910 






































Most Efficient... and Easy to Use 

Fis 

Ps Vr -4 
~ s 
a 

2. ae 
Place anchor. nut removed, Set the anchor with a _ Place fixture in position 
in the hole in the material. few sharp blows of ham- = and tighten with ordinary 


mer on the setting tool wrench. 
which is furnished free. 


Lhe Paine Line i a Money Make 
Send for the ¢ ataloeg 


Paine Anchoring Devices have thousands of uses throughout 
Industry. The line includes Toggle Bolts, both steel and lead 
Expansion Anchors, Special Hangers, Sectional Switch Boxes, 
Perforated Hanger Iron, Conduit and Cable Clamps, Pipe 
Straps, Romex Straps and many other products which repeat 
on merit. All are illustrated and described in the new Paine 
catalog. For the sake of increased business, send for this 


catalog. 


PAINE LEADS THE FIELD 








BUSINESS 


Every institution, such as factory, 
mill, foundry, warehouse, office, hos- 
pital, school and hotel, needs Paine 
Anchoring Devices for machinery, 
shelving, benches, seats and hundreds 
of other types of equipment which 
must be anchored to concrete, stone, 
brick, maitble, mosaic, tile and similar 
materials. 


The Paine Company is doing an out- 
standing job of acquainting users and 
the entire trade of the sensible econ- 
omy and efficiency of Paine Anchor- 
ing Devices. Our policy is four- 
square and outright— 

Our products are fully guaranteed to 
be all that we claim, our deliveries are 
prompt and our prices are right. If 
you are not now jobbing Paine Prod- 
ucts, let us tell you the interesting 
story of Paine profits and quick turn- 
over in large volume. 


THE 


AINE 


COMPANY 





Dept. 885 
2947 Carroll Ave., CHICAGO 
79 Barclay St., NEW YORK 
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because 
the blades of Ingersoll Shovels are made of .. . 


"TEM, CROSS’: 


smnnreaer cTr 
PROCES STEEI 








> 





This steel is a development of more than 50 years’ experience as 
America's largest producer of tillage steels. That's why Ingersoll : 
















Shovels are keen-cutting, clean-scouring and resist splitting and curling 
so stubbornly. 


® in all types and grades for every 
Available purpose, and in a price range to 
meet competition. Round or square point shapes, black 


or polished finishes. (The Alloy, A and B Grades, are 
heat-treated.) 


Send for new Ingersoll Shovel Catalog. Distributors are E 
finding the Ingersoll Sales Franchise is increasingly 
valuable. 


| Write for further information. Address Dept. M.S. 


INGERSOLL STEEL & DISC DIVISION 
BORG-WARNER CORPORATION 


New Castle, Indiana 


- eee? 
£ <~% : ay 
nee j 
z ; é 
4 
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“THE BORG-WARNER LINE” 
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The ailment: High Power costs... 





common in many industrial plants. 


Accurate sheaves often make the difference between a 
good drive and a bad one: for power-thrifty perform- 


ance choose WOOD'S V-BELT DRIVES. 


Sheaves that are absolutely true—with grooves that are 
accurately spaced, with side walls that_are at perfectly 
uniform: angles. Belts that are full moulded, flexible, 
resilient and enduring. Efficiencies that often reach 98%. 


Sure cure for transmission troubles. 


T.B.WOOD’'S SONS COMPANY 


CHAMBERSBURG, PENNSYLVANIA 
MEMBER: POWER TRANSMISSION COUNCIL 
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And, you can sell them at 
good profit, in protected terri- 
tory. 


Write for Distributors Plan. 
No obligation. 


' WOOD'S 
V- BELT 
SHEAVE 























SELL 


THEM ON 
* STRENGTH 


%& SERVICE 
* UNIFORMITY 


And Watch Your 
Profits GROW... 


@The accuracy and perfect bal- 
ance of Central Pulleys and Flexi- 
ble Couplings are making new 
users constantly. The reliable and 
consistent service they give in act- 
ual operation is one of the rea- 
sons that Mill Supply Men find 
selling easy. Central Pulleys and 
Flexible Couplings have 20 years 
of correct manufacture to recommend them. They are made in 

sizes to meet all standard requirements and are furnished in 

attractive, durable silver aluminum finish. We give our distribu- 
tors intelligent sales cooperation on regular and unusual orders. 
Why don’t you become a Central distributor? There are some terri- 
tories still open. Our Data Book No. 103 will interest you—vwrite 
for it! 


CENTRAL DIE CASTING & MANUFACTURING CO. 
2935 WEST 47th STREET . . . CHICAGO, ILL. 
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Branch offices and stocks are lo- 
cated to serve you effectively 


Branch Office 
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EVERY PLANT in your ANYONE interested in buy- YOU SELL PROFITABLY, 








territory is a prospect for one ing tools knows Stanley—-the because users have learned 
or more of the tools in the leading name in tools for that Stanley Electric Tools 
wide Stunley Line. ..... over 80 years. cost less per year. 
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The STANLEY Sales Policy 


PROFITS 


Our sales policy, which we term “Selective Distribution,” 
means that a restricted number of selected distributors are 
authorized to sell Stanley Electric Tools in their natural 
trading area. 

We believe that the distributor should receive a fair return 
on his investment and for his services. We recognize price 
cutting as an economic evil, and believe that a distributor who 
makes it a practise to sell well-known merchandise at prices 
which do not yield him a fair and proper profit, is one who in 
the long run will be a detriment to the manufacturer and, 
likewise, to other distributors. 





* We Are Represented By Selected Distributors * 


YOU CAN SELL MORE TOOLS 
TO MORE PEOPLE FOR MORE JOBS 





Do you want — i 
to Make Some Money? 


We assume that you do — otherwise Many dealers tell us they’re a cinch 
you wouldn’t be in business. And — to sell. 

as you are in business, selling mill 
supplies, obviously you should carry 
those items that have a rapid turn- 
over and that give you a fair margin 
of profit. Now, if you can get this, 
as well as real cooperation in a num- 
ber of forms from the manufacturer, 
you certainly shouldn’t hesitate to 
find out more about the proposition. 


That’s just what you should do about ee Pending 
“Hallowell” and “Unbrako” prod- re 
ucts. They’re all leaders in their 


fields, known and liked by industry. “HALLOWELL" Fig. 1249 , 
STEEL WORK-BENCHES Pat. Applied For 


If you'll write us, we’ll tell you more 
about what we can offer you. You 
won't be disappointed. 











} One piece smooth steel “HALLOWELL" 


tops — fire - proof 
pon ae tae 8 ribbed  §TEEL STOOLS & CHAIRS 
SOCKET SCREWS stee egs that stay E 
rigid. Over 1,300 types Made of one piece 
and sizes. welded construction 
throughout — they 
never get wobbly — 
scientifically designed 
for correct posture. 
Fig. 232 oy A style for every need. 








Fig. 1564 
Pat. applied for 


Knurled Socket Head Cap Screws. Knurls "PIONEER" 
assist driving farther and faster by hand 
and allow locking after countersinking. STEEL SHAFT HANGERS 


Hollow Set Screws of alloy steel, heat The 


treated, tough and hard—points don’t Hanger—and the only hanger 
mushroom, hex won’t round. 


with integral feet. Millions 
OS. Sram" — Self-Locking Hollow Set Screws. Knurling , in use the world over. 
Fig. 1434 around two top threads absolutely pre- a 
vents loosening after screw has been Fig. 300 
tightened. Millions already in use. 


original steel Shaft 


“HALLOWELL" 
SELF-LOCKING NUTS STEEL SHAFT COLLARS 


It’s different—a locking ring within nut Accurately made, highly 
prevents backing off under any vibra- polished, unusually service- 
tion. Yet nut can be removed easily able. Yet they cost less 


Fig. 1510 with wrench. No extra parts. than cast iron collars! Fig. 100 Patented 
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“NUCUT” is actually Different ... Better! PATENTED three years ago 
it turned the file world upside down... its unique tooth design 
proved able to do more work—in less time —with less effort! 
Buyers throughout industry changed to the revolutionary NUCUT.. . 
praised its performance. Naturally cther files with “improved teeth” 
have followed. But leading file users . . . who buy on performance 
facts... STILL DEMAND HELLER NUCUT FILES. Distributors who 
sell NUCUT Files really have a concrete advantage . . . a product 
that buyers are glad to try. . . a product that turns trials into 


consistent re-orders. 


HELLER NUCU! 
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BUSINESS YOU BUILD IS YOURS TO KEEP...Heller Brothers Company 
sales policy sees to that! All distributors don’t sell NUCUT Files. There’s 
no “Tom-Dick-and-Harry” competition to steal away business. When 
NUCUT Files attract new customers you HOLD them! That is BUILDING 
business ... and it is the one sure way to a bigger volume on files. 
Since there’s a good profit on files a larger volume means something! 


In certain good territories the way is open for good distributors who want 
to build file business. Let us show you the facts about the product .. . the 
sales policy ... the sound promotion program we can place back of you. 


HELLER BROTHERS COMPANY, NEWARK, N. J. and Newcomerstown, Ohio 


“WAVY TEETH’ FILES 


PATENT No. 2027039 
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FOR YEARS 
IN MORE WAYS THAN ONE 





ATHOL VISES are noi just two pieces of cast iron but designed and 
built to give durable performance. Our own FACTORY and FOUNDRY (CAST- 
INGS from our own FOUNDRY, not an assembly job) enable us to produce 
vises that are different. Follow the Selling Points below and you will build 
profitable business from satisfied customers. 


A VISE IS SOMETIMES ABUSED BY 
USING AS AN ANVIL. THAT EXTRA 
METAL AT “A” PREVENTS BREAKAGE 


HERE 
nee BUTTRESS 
THREAD 


on Screw—Again 
Strongest Where 
Strain is Great- 
est. 


SWIVEL BASE 


locks in any position. 
Two fingers will tighten 
it—two men can’t move 
it. 

CLAMP BOLT 


Made with corrugations 
and handle attached that 
is never misplaced. 









Wide work held more firmly in vise, 
due to Long Heavy Horn that gives 
extra support and rigidity. 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
Write for Catalog 39M 
THE HOME OF ATHOL VISES 


THE FOUNDRY AND FACTORY WHERE FOR 70 YEARS THE ENTIRE VISE HAS BEEN MADE 





VISES 


THAT ARE DIFFERENT 


ATHOL 


A Message toDISTRIBUTORSandtheirMEN 








Here’s 2 


new vises that will 
bring profits to you 


HEAVY DUTY 
STEAMFITTERS' VISE 








NOTHING SO GOOD 


Built to stand the severe abuse in 
their type of work. Jaws are de- 
signed to grip all sizes of pipe 
firmly, and all parts are extra 
strong to withstand the strains of 
handling heavy pipe. 


MILLING MACHINE VISE 


' 
: 
j 
| 





The base of the vise, and the bot- 
tom of the swivel indexing base, 
have milled § inch keyways for 
lining up. The indexing is accu- 
rately cut, a range of 180°. Not 
hand stamped. 











186 MILL SUPPLIES @ MAY 1938 











sss MONEV-MAKERS: <5 5: 


THAT ALSO CONTRIBUTE 
FOR QUALITY 


Today the distributor is looking for something 
more in the product he carries than just the 
chance to sell it at a profit. Admittedly profits 
are necessary. Without profits business cannot 
prosper. Still, more and more distributors are 
turning to lines of recognized quality—items 
that will build the distributor’s reputation 
for quality. 

Made in a factory where only high standards 
prevail, where materials and workmanship of 


TO YOUR REPUTATION 
PRODUCTS 


fine quality are the rule, Bristo Socket Screws 
and Bristol’s Belt Lacing can be counted on 
to safeguard and to promote your reputation 
for quality merchandise. 


THE BRISTOL COMPANY, Mill Supply Division 
WATERBURY CONNECTICUT 


BRISTO 


TRACE MARK ACG. U.S. PAT. OFF. 
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BUTORS 


every chimney 
is a prospect 


jor 
“SONITTEP” 


HIGH TEMPERATURE CEMENT 


AND INSULATION CEMENT 


for new construction 
for maintenance 


ee 2-WAY PROFITABLE SALES PROPOSITION 


Here’s a line that meets the demand of engineers 
for economy and efficiency and the distributor’s 
idea of the kind of market that means profits. 


Not only have SONITTEP PRODUCTS been 
proved and accepted as successful by discriminat- 
ing users, but the key nature of the line makes it 
a natural for both new and repeat business. After 
all, SONITTEP refractory and insulation cements 
give you an entre for 2-way service because they 
make big fuel savings and are a necessary main- 
tenance item. 


Then, too, these products are available for every 
power plant, industrial and domestic use—for boil- 
ers, ovens, furnaces etc. All your customer needs 
to tell you is the service, and you can supply his 
needs, promptly, efficiently and profitably. 


All these advantages of handling the SONITTEP 
LINE are backed up by a Distributor’s Franchise 
which is as liberal as it is protecting. You'll be in- 
terested in the way your profits and efforts are 
safeguarded through our exclusive territorial set- 


up. Write for details TODAY. 


“Furnace Tested” 
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TAG GIVES NEW PROMINENCE TO A GUARANTEE 


WHICH HAS BEEN IN FORCE FOR FIFTY YEARS! 









TRIMO 
GUARANTEES 


THE Wi ole 


WRENCH 









EVERY PART OF THIS 


“TRIMO-ALLOY’ 


PIPE WRENC 
JAWS -FRAME-HANDLE AND NUT IS 


ANY BREAK DUE TO DEFECTIVE 
MATERIAL WILL BE REPLACED 


FREE oF cnance 


TRimo mre. co. 
Coston, wate U.Sc, 


THIS GUARANTEE MEANS MORE 


THAN JUST REPLACEMENT! Sacked by « pelley witch tor 30 
years has set a high standard of co- 
It Means SAFETY that lets a Trimo user operation with industrial distributors. 
pull his weight on a Sell Trimo for steady, profitable 
risky job. wrench business. 
It Means STRENGTH That. protects against 
breakage delays. 
pen TRIMONT MFG. CO., INC. 
in a measure over 
lt Means SERVICE a long period of time. Roxbury (Boston), Mass. 
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Here's what one of the largest mill 
supply houses in the middle west says... 


“Customers want answers in a flash on questions of products 
and prices, Its dollars and cents to us to be able to give 
them just that kind of service. And, of course, we can’t 
afford to make mistakes, either in quoting prices or in giving 
information that's wrong. 


“We have found, by experience, that BUCHAN BINDERS 
are a most satisfactory way of solving the problem from our 
angle."” 

(Signed) H. Channon Co., Chicago, Ill. 





Buchan Binders in use 
in the offices of H. 
Channon & Co., Chi- 
cago, lil. 









by organizing 
ALL THE INFORMATION 
YOU NEED into 


BUCHAN BINDERS 


Here’s your answer to the problem of 
having price and catalog data in such 
shape as to be instantly available when 
and where you need it—at your elbow 
in the office or counter, or in compact, 
convenient, portable form for your sales- 
men to carry on the road. 


Buchan Loose Leaf Catalog Binders, 
with or without indexes, are made in a 
variety of styles for all purposes. You'll 
find your requirements fully covered in 
our new catalog. Write for a copy today. 
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BRINGING HOME THE BACO 


PARKER’ S 


7 


LITTLE BEARS 


aa HELP YOU 








THESE LITTLE FELLOWS ARE CONVINCING. READ WHAT THEY 
HAVE TO SAY AND USE THESE POINTS IN YOUR SALES TALK 


TOOL STEEL ENTIRE TOP OF 


THE VISE and ARE! Sorento 
RENEWABLE Ji (SuPeRion. 


PINNED ON~ 


Our Jaws GRIP 
OUR TOOL STEEL LOOK ATOUR. 
; son cut? oe SR x JAWS COVER THE. SOLID STEEL 


THEY CAN 


* Boke NOT wor “4 
tay v4 Loose/s, (ae ‘i th ™= 
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wA | STRENGTH 
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THE NEW PARKER'S 


THE SUPERIOR SERIES now has standard width jaws—the heaviest and 
strongest vise made. Compare the weights with standard makes. 

Our new catalog giving complete information about these improvements 
as well as listing of new numbers will be sent on request 


THE PARKER SALES POLICY 
100% SALES THRU THE DISTRIBUTOR 
Full protection to the distributor stocking PARKER VISES. 


PARKER VISES 


They Grip Like a Grizzly 
THE CHARLES PARKER COMPANY, MERIDEN, CONN.,-U.S.A. 
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HOME PRODUCTS 


BELTING HOSE PACKING 


Tr Steam Chemical Sheet and Rod 
waintee Suction Brewers Hot and Cold 
Conveyor Garden Sandblast Water 
Spray Fire Hose Steam 
Elevator Air Water Air and Acids 
Gasoline 


The HOME method of selling is clean and easy to understand. 
We give distributors a territorial franchise . . . a satisfactory 
margin of profit . . . and effective sales cooperation from 
the factory. Then, to every customer we deliver the kind of 


‘quality products that bring reorders. 


Scattered throughout the country are plants that wouldn’t use 
anything but HOME products which they have used for years. 
Leading distributors in every section of the country are cashing 
in on the customers preference for HOME .. . a reputation 
for superior products that has been growing steadily for 57 
years. 


Some territories are open to aggressive distributors—why not 
look into the matter! 
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CLNGSURAL 


Wise Distributors Feature This Product 
Because it is Famous for its Repeat Sales 


Plant engineers who have once tried Cling-Surface 
buy it again and again. It is not uncommon for our 
distributors to have customers buying Cling-Surface 
in quantities of $300 to $1200 per year, as a result 
of small trial orders. Reorders are almost automatic— 
and profit-wise distributors are insisting that their 
salesmen "push" this better-selling product, which has 
over forty years of established consumer acceptance 
behind it and is without question the leader in its field. 


You can't afford not to stock it. 


jv for more information on how you 


can increase your sales with th’s 
profitable product, the one with 
the certain, steady, repeat sales. 


CLING-SURFACE COMPANY 
1017 Niagara St., Buffalo, N. Y. 
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STEEL 
PRODUCTS 


B !\ 


A complete line of fittings 
for use with Chain. ma- 
a and wire rope. 


TURNBUCKLES 


All sizes and i S9a0 Boon, — Forged — 


Self Colored 


BRATTICE CLOTH 


Non-inflammable or ht and Water- 
proof — Jutw, Cotton or Duck base. 


TACKLE BLOCKS & SHEAVES 


( 
() 


A complete line for use with Manila or 
Wire Rope. 


MANILA ROPE 


2 Quality Brands —’*Upson- 
Walton Best’ and ‘‘Anchor™ 
— Both waterproofed. select- 
ed pure manila fiber. 


the Quality Line— 
that ASSURES PROFITS! 


cen Distributor Cooperation! 


+ nN quality products that live up 
to the established reputation of the trade 
mark they bear! 


"U-W" does this job is a known factor 
to the wise distributor who features this 


dependable quality line! 


Gaining 
New and repeat sales and Customer 


Good-Will! 


The latest U-W catalog should 
be in your files. For complete 
information on this dependable 
quality line . . . WRITE TODAY! 


WIRE ROPE 


Ropes for every purpose — mining. drill- 
ing. cranes, etc. Regular Construction 6 
Pretormed. 
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STAINLESS STEEL—CORROSION RESISTING 


VALVES - PIPE 
FITTINGS 


A Complete APPLICATION SERVICE 


With ALOYCO Stainless Steel Valves, Fittings and Pipe, 
distributors can meet the toughest valve and fitting prob- 
lems in such plants as sulphite mills, oil refineries, bleach- 
eries, dye houses, mines, chemical and food, rayon, nitro- 
cellulose, ammonia oxidation—in fact, wherever prevention 
of corrosion and contamination is an essential requirement. 


Sizes and types for all needs 


Distributors can meet all problems in corrosive liquid 
handling with which they come in contact, because we offer 
the most complete line of corrosion-resisting valves, fittings 
and pipes available from any single source. Popular types 
and sizes are carried in stock for immediate shipment in the 
chrome nickel 18-8 group—the alloy material which has 
demonstrated high all round resistance to a wide variety of 
conditions. Other materials are also available to meet 
practically every condition of corrosion, temperature or 
contamination. 


Distributor cooperation 


Our policy is one of close cooperation with distributors in 
sales and service to assist you in satisfying your customers’ 
wants promptly, efficiently and profitably. It will pay you 
to get full information, catalogue and price list. 


Secure this GROWING line for your territory .. .- 
already a large market and GROWING every day! 


ALLOY STEEL PRODUCTS CO. 


1300 West Elizabeth Ave. 
Linden e« New Jersey 
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The Industrial Tape Corporation famous standard 
line of adhesive tapes for industry and *special 
tapes are now ready for mill supply distributors. 


We have planned and prepared the way for a 
steady repeat business of this well-established 
line of adhesive tapes. 


The industrial market is tremendous...the uses of 
these tapes unlimited. Inquire now, so that our 
representative can call and give you more facts. 
* Imagine a metal-backed, flexible, super-sensitive adhesive tape— 


just one of our group of special tapes. » » Complete laboratory 
facilities to create special adhesive tapes to meet any specification. 


PERMACEL 


THE PRESSURE-SENSITIVE PAPER TAPE 


JONFLEX INDUSTRIAL 


FINE CLOTH COARSE CLOTH 
PRESSURE-SENSITIVE TAPE PRESSURE-SENSITIVE TAPE 


All tapes come in any width up to 36" in 60 yard rolls 
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FOR EVERY FILING JOB 


The line is complete in sizes, shapes and cuts. 
For twenty-five years CARSON-NEWTON have 
been making files, INDUSTRY have used them, 
they are accepted by the most particular file 
users on the basis “THERE IS NOTHING BET- 
TER.” 


The SALES POLICY—Sold through distributors 
with full protection for our stocking distributors. 
In some sections we can accept distributors. If 
you want a real quality high grade line of files 
write us— 


FOR FILE PROFITS SELL 





This mark is on the Tang 


CARSON-NEWTON Co. 
BELLEVILLE, N. J. 


MOVED FROM NEWARK, N. J., TO OUR NEW AND 
ENLARGED PLANT WITH COMPLETE EQUIPMENT. 
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UTICA HARDWARE and MILL SUPPLY 
Case No. 49 


The Tools 
that sell 


*y 
PERFORMANCE 





For forty years UTICA TOOLS have been 
noted for high quality and durable performance. 
Every tool in the UTICA line is made of the finest 
materials by the best process and is carefully 
tested and inspected. No expense has been 
spared to put into each tool the exact alloy steel 
to insure a product that would stand up under 
the most severe work. 


UTICA standards of quality are for your pro- 
tection. You can depend on the convenience 
and long life of these tools to help you build 
profitable sales. Our guarantee against defects 
in material or workmanship is further protection 
to you and your customers. There are no better 
tools made than UTICA. Distributors will find 
this an ideal line to sell. And they will like the 
UTICA sales policy of selling only through 
recognized jobbers. 


MILL SUPPLIES @© MAY 1938 








PRODUCT 


Electric Handsaw 199 


Pipe and Bolt Machine 199 
Transparent Oi] Can 201 


Mixing Tank 201 
Wheelbarrow Mixer 203 


Flexible Coupling 203 
Portable Drills 204 


Turning Tool Holder 205 
Diesel Engine 205 
Safety Hoist 206 
Electric Trim Saw 207 


Overhead Trolley 207 
Blowing Hose 208 


Centrifugal Pumps 208 
Two-Stage Compressor 209 


Pilot Hole Saw 209 
Shop Desk 209 


New File Line 209 
Threading Machine 211 
Starrett Indicator 213 
Portable Hacksaw Machine 213 


Wire Stripper 213 





PAGE NO. 





MAIN FEATURE 


Quick adjustment for depth and bevel 
cutting 

May be purchased complete or in units 

Amount and grade of oil in can can 
be seen 

Oxidation of liquids eliminated 

Concrete mixed as operator 
40 paces 

Automatic lubrication furnished 

High torque produced by triple gear 
reduction 

Cutter is held parallel to shank of 
holder 

Smooth running and great flexibility 

Push button control in reversing action 

Compact construction and light in 
weight 

Light duty for all purposes 

Spring wire spiral prevents collapsing 
and kinking 

For all types of industrial wastes 

V-shape design for complete air circu- 
lation 

Coarse teeth make for fast cutting 

Numerous compartments for holding 
supplies 

Greater filing capacity 

For threading machines on a single bed 

Flexibility of its design gives great 
versatility 

High speed of operation without over- 
heating 

Strips all types of fine wire 


walks 


MANUFACTURER 
Skilsaw, Inc. 


Beaver Pipe Tools 
Universal Plastics Corp. 


DeVilbiss Co. 
Lansing Co. 


Link-Belt Co. 
U. S. Electrical Tool Co. 


J. H. Williams & Co. 
Caterpillar Tractor Co. 
Coffing Hoist Co. 

Van Dorn Electric Tool Co. 


Mathews Conveyor Co. 
Raybestos-Manhattan 


Gardner-Denver Co. 
Ingersoll-Rand Co. 


Frey-Mershon, Inc. 
Lyon Metal Products 


All-Steel-Equip. Co. 
Landis Machine Co. 
L. S. Starrett Co. 

Master Machine Co. 


Ideal Commutator Dresser Co. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Electric Handsaw 


Greater power, faster cutting 
speed, better balance and new safety 
features characterize this new Model 
“87” electric handsaw. It has a 9-in. 
blade and cuts to a depth of 23 
inches. It will crosscut 3-in. dressed 
lumber and bevel-cut lumber 22 in. 
thick at 45 deg. It has been spe- 
cially designed to permit unusually 
quick adjustment for both depth and 
bevel cutting. The blade has a 
free speed of 3600 r.p.m. as stand- 
ard, with an optional speed of 5000 
r.p.m. It is protected by an auto- 
matic spring-operated telescopic 


guard that rotates on ball bearings. 
Model “87” is 19 in. long and its 
frame and handle are designed for 
perfect balance so that it may be 
operated with the least strain on the 
hand of the user. The frame is of 
special die-cast aluminum alloy. All 
shafts are mounted on ball bearings. 
A blower arrangement, built into the 
upper guard, keeps the line of cut 
free of sawdust. Primary buying 
officials to be contacted in introduc- 
ing this product are purchasing 
agent, superintendent and chief en- 
gineer.—Skilsaw, Ine., Chicago— 
MILL SuppPLizs, May, 1938. 


Pipe and Bolt Machine 


This new “Model B” pipe and 
bolt machine may be _ purchased 
complete or in units as conven- 
ient. For those who look forward 
to the day when they can own a 
complete 4 to 2-in. pipe and bolt 
machine, but who prefer not to incur 
all of this expense this model offers 
a real opportunity. It may be pur- 
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chased gradually, in units, starting 
with the simple power drive. The 
power drive can be used to operate 
all makes of hand pipe threaders, 
cutters and reamers for fabricating 
pipe from 4 to 2 in. The tools do 
not revolve which is an important 
safety feature when unskilled help 
is used. It can also be used with a 
drive shaft to operate geared tools 








to cut and thread larger sizes of pipe 
24 up to 12-in. sizes. Using a piece 
of 2-in. pipe in the chuck, as a bar- 
rel, it can be used with a rope as a 
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Electrocoated Garalun-‘r ttticient 
Finishing of Fine Cabinet Work 
Here it is—Armour’s ELECTROCOATED GARALUN—a 


surface coated, woodworking abrasive of sharp, long- 
lasting, even-cutting uniformity, particularly engineered 
for high-speed belt-sanding equipment. Ideal for smooth, 
quick surfacing and finishing of fine furniture and cabi- 
net work. Coated by the electrostatic process, each abra- 
sive grain acquires an electrical charge, and is pulled 
through a static field by thousands of volts of power— 
to be deeply embedded on end in glue applied to backing. 
Armour's Electrocoated Garalun "he same process arranges abrasive grains at equal 
(aluminum oxide) is available in . 
standard size sheets and rolls, belts minute distances apart. 
or discs on cloth or paper backings. Write for details of our dealer franchise plan. 


ABRASIVES 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR and COMPANY 


©3290. en On ae ae On Eee On. On. were 


Stocks Distributed from branches in following cities 
NV YORK BUFFALO PHILADELPHIA MILWAUKEE DETROI PITTSBURGH 


ST. LOUIS SAN FRANCISCO LOS ANGELES SEATTLE IGH POINT, N.C 
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windless for a variety of everyday 
purposes. As funds permit the con- 
vertible power drive can be trans- 
formed into the complete portable 
pipe and bolt machine. Primary 
buying officials to be contacted in in- 
troducing this product are chief 
engineer, superintendent and purchas- 
ing agent.—Beaver Pipe Tools, War- 
ren, Ohio.—Mim. Suppiies, May, 
1938. 


Transparent Oil Can 





A new type of oil can called the 
*“‘Scan-Can” is molded from a trans- 
parent, non-breakable plastic ma- 
terial, which is not affected by oils, 
gasolines and their derivatives. The 
spout is of a heavy gage copper 
plated material and can be un- 
screwed from the body of the can 
in the same manner as on ordinary 
metal cans. Various spout styles 
can be furnished with the cans. 
These cans weigh less than the 
average metal oil can and keeps 
the user constantly aware of what 
amount and what grade or quality 
of oil is in the can at any time. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, plant manager, 
purchasing agent and master me- 
chanic.—Universal Plastics Corp., 
New Brunswick, N. J.—MiILut Sup- 
PLIES, May, 1938. 


Mixing Tank 


A new hinged lid mixing tank, de- 
signed to facilitate economical and 
efficient agitation or mixing of 
lacquer, synthetic enamel and other 
pigmented finishing materials has 
been announced. This tank pro- 
vides an inert atmosphere for the 
mixing of these materials, thereby 
preventing oxidation while handling. 
Available in 30, 60 and 120 gallon 
capacities, the tanks are plain, 
straight-sided shells inserted into a 
foot ring. Covers are +s-inch flat 
steel stock, hinged across the tank 
with malleable cast iron hinges. 
Clamps render the hinged portion 
pressure-tight. The remainder of 
the cover is bolted through a special 
solvent-resistant gasket into a steel 
channel welded to the tank lip to 
provide a gasket recess. Hinged por- 


tion of the cover is of generous area | 


to permit quick, easy filling of tank. 
A pouring baffle protects the gasket 
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ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


carefully selected publi- 
7 cations with a total cir- 

culation of 3,805,230 per 
issue are carrying the story of 
Genuine ALLIGATOR STEEL 
BELT LACING to the user 
throughout 1938. This is part 
of our consistent long-time mer- 
chandising program. 


Sales of ALLIGATOR 

rN STEEL BELT LACING 
PS are profit sales for the 
RS jobber and the stock 

turnover is rapid. 

s (Sole Manufacturers) 


FLEXIBLE STEEL 
LACING CO. 


4633 LEXINGTON STREET 
CHICAGO, ILLINOIS 











SOLD THROUGH 
MILL SUPPLY 
HOUSES 
EVERYWHERE 
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Here is an R & M Elec- 
tric Hoist installed to ren- 
der modern service in a mod- 
ern heat-treating plant. 


Obsolete hoists slow down operations. Cheap hoists 
are not likely to render reliable service. R & M 
Electric Hoists do the job right. 


Are your customers properly equipped? You get 
the inquiry, and we'll help you close it. 


ROBBINS & MYERS 


HOIST AND CRANE DIVISION, SPRINGFIELD, OHIO 
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U. 8. Army Signal Corp 


The Mighty Support 


Battles might be won with infantry alone. But 
only at tremendous cost. Modern warfare em- 
ploys artillery to batter down resistance and ease 
the way for the infantry, who alone can occupy 


and hold the ground. 


Your salesmen are the infantry of business. They 
alone can win and close the orders. But advertis- 


ing, by the manufacturers you represent, in the 


AMERICAN 


More subscribers than any other metal-working paper—1500 more even than our 
own 1929 peak. The key to metal-working executives everywhere. 


paper read by your prospective buyers, is a power- 
ful weapon to ease the way for your salesmen and 


cut the cost of your selling. 


American Machinist advertising provides that 
“support” in metal-working plants of every type, 
everywhere. When a manufacturer advertises in 
American Machinist, he is providing the most 


powerful “artillery” to help you win sales. 


MYOTIS 
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HEALTH GUARD RESPIRATOR 
Cesco's NEW No. 92 





) 


APPROVED BY THE U. S. BUREAU OF MINES 


FOR TYPE "A" and LEAD DUSTS. 


This new mask has seven new features but 
we have space to mention only two. These are:! 


Breathing Ease 


This is the chief consideration in any mask. 
No. 92 can be worn over long periods without 
discomfort or fatigue because it has } 


Over 45 Sq. Inches Filter Area! 


No. 92 has filters that handle nuisance, Type 
“A,” and Lead Dusts. Changing becomes un- 
Thus No. 92 has a broader scope 


Broadened Uses 


it cuts maintenance charges, saves work time, 
and prevents injury due to inadvertence 
These two are prime selling features Five| 
others remain to convince users this is the 
mask they need. It is a natural seller and 
will make money for you Get details and 
prices today. 


CHICAGO EYE SHIELD COMPANY 
2329 Warren Bivd., Chicago, Ill. 


necessary 





For FASTER... 


NEATER WORK 


Famous for economy, Gardiner Flux- 
Filled Solder also provides the uniform 
high quality that speeds up produc- 
tion . . . as- 
sures high 
tensile 
strength. 
Unpar.- 
alleled pro. 
duction 
methods 
Permit 
Prices 
| lower than 
cost of even 
ordinary 
solder. Avail- 








able in both 

Available in 1, 5 and ecid end 
20-Ib. spools. rosin core, in 
various al- 


loys and core sizes... and gauges as 
small as 1/32 of an inch. Full line 
includes solid wire, bar, drop and 
pellet solders ...as well as babbitt 
of all grades. 


A y 
~lardiner 
ra 5 


& 1 

— 
mW “Wineta. cof, 
4833 8. Campbell Ave., Chicago, Ill. 


















from accumulation of paint and 
solvents while filling. Safety has 
been emphasized in the design of the 
new mixing tanks. Leakage of ex- 
plosive vapors into the mixing room 
is prevented by the impervious one- 
piece gasket. Each tank is equipped 
with an explosion-proof motor, and 
clamped lid affords assurance 
against overrunning, with resultant 
loss and other hazards, in case of 
emergency. Primary buying offi- 
cials to be contacted in introducing 
this product are chief engineer, su- 
perintendent and purchasing agent. 
—The DeVilbiss Co., Toledo, Ohio. 
—MIvL SuPPLIES, May, 1938. 


Wheelbarrow Mixer 





Here’s a new wheelbarrow con- 
crete mixer that will completely mix 
a load of concrete while the oper- 
ator is walking forty paces. The 
whole outfit weighs but 90 lbs., and 
requires very little effort to operate 
it. It is widely applicable in a variety 
of fields. Primary buying officials to 
be contacted in introducing this 
product are superintendent, chief 
engineer, and purchasing agent.— 
Lansing Co., Lansing, Mich.—MILL 
SuPPLIES, May, 1938. 





Flexible Coupling 





Announcement was recently made 
of a new flexible coupling, type 
“RCB” which embodies major im- 
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Darts tighten up 




























It's a big “only”: 
Darts have two 
bronze seats, ground to a full bear- 

This makes 
tight, without 
jamming—time and time again. 
And it gives you a selling point 
that won't take back talk. 


ing, true ball joint. 


Moreover, Dart bodies and nuts 
are of air-refined malleable iron to 
withstand pipe strains, wrench 


abuse and thread distortion. 


Take advantage of Dart’s hard- 
hitting selling story—and Dart ad- 
vertising in eight national trade 
papers. Tie in with Darts. Write 
for jobber policy today. 





E. M. DART MFG. CO., Providence, R. 1. 


Sales Agents: The Fairbanks Company, New York, 
and ali branches. 
Canadian Factory: Dart Union Company, Ltd., 
Toronto, Canada. 
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(&f, TORCHES 


No. 32A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 


small size copper tubing work. 
No. 252 Flat Pint Tool Kit Torch. 


No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 


DETROIT MICHIGAN 





WT nldnt 
A “fy t 


WITH GENUINE 


JACKSON helt fasteners 


¢Industrial plants using Jackson 
Belt Fasteners have the assurance of 
safety—protection against accidents 
and delays, for Jackson Belt Fast- 
eners positively will not pull loose. 
Users the world over will testify 
that these fasteners deliver perma- 
nent trouble-proof performance even 
under the most severe conditions. 

* Distributors capitalize on Jackson 
quality, for Jackson Belt Fasteners 
create satisfied customers whose 
business is handled at satisfactory 
profit. 

* Samples, 
formation 
request. 


ISAAC JACKSON BELT FASTENER CO. 


18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 


literature, and other in- 
will gladly be sent on 

















provements over the company’s type 
“RC” roller chain coupling long fur- 
nished for connecting shafting in 
line. The new “RCB” coupling con- 
sists of two cut tooth sprocket 
wheels which are connected by a 
piece of specially constructed single- 
width finished steel roller chain, 
using a new divided-roller feature 
which combines the advantages of 
double roller chain with the more 
rugged and simple construction of 
single width chain. The divided 
roller provides independent roller 
action for each sprocket, and as the 
contact between roller and sprocket 


| causes the roller to revolve on its 


bushing, any tendency to scuff the 
rollers and sprocket teeth is said to 
be avoided. Longer coupling life, and 
extension of the range of efficient 


| application are claimed for the new 
| coupling. 


No. 99 Pint Size—Midget Flame for | 


Another improvement 
claimed concerns the grease-retain- 


| ing housing or casing, which, when 
| specified, is furnished for enclosure 


and automatic lubrication of the 
coupling. The most outstanding of 
these improvements is the use of two 
fittings, 180 deg. apart, inside the 
housing, to permit packing the hous- 
ing with grease, without necessity of 


| dismantling. Primary buying officials 


to be contacted in introducing this 
product are chief engineer, superin- 
tendent and purchasing agent.— 
Link-Belt Co., Chicago.—MILL Sup- 


PLIES, April, 1938. 


Portable Drills 


This company has just brought 
out a new series of popular priced 
utility electrical drills which feature 
high torque produced by the triple 
gear reduction, large size and more 
than enough power for tough drill- 
ing jobs. They are made in three 
sizes, §-in. with three-jaw geared 
chuck; 3-in. with three-jaw geared 
chuck and j-in. with No. 3 Morse 
taper for shank drill bits. These 
drills are permanently lubricated, 
air-conditioned, with an air cleaner 
that keeps dirt out of the universal 
motor, a new cooling system, air- 
streamed design, perfect balance, 
heavy duty gear and bearing con- 
struction throughout. Double bear- 
ings are used on the chuck spindle 
to protect against wear from thrust 
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COLLIS 


SLEEVES ... 
.. . SOCKETS 


Standard Type 
and 


Use-Em-Up Type 




















LATHE CENTERS 


Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 





| THE 


COLLIS COMPANY | 
CLINTON, IOWA 











PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

eee 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 


and prices. 


blobe Woven Belting Colnc 


HUFPFALO NE VV YORK 








THESE PRODUCTS ARE 


| known by the 




















































stronger, more durable, and 
thoroughly dependable, your 
customers will ask for and buy 
Victor Products ...and stay 
sold on their performance and 
low over-all cost. 


. «...$0 when you need balata 
-or textile belting for trans- 
mission, conveying, or ele- 
vating, order from Victor's 
“most complete line of textile 
belting in the country." 





VICTOR BALATA & TEXTILE 
BELTING COMPANY 
53 Park Place 

345 West Hubbard Street 


FACTORY: Easton, Pennsylvania 


New York 
Chicago 




















Investigate the profitable 


Darnell line of Industrial 
Double Ball Bearing Casters 
and E-Z-Roll Wheels AT 
ONCE! Here are quality pro- 
ducts your salesmen can 
easily enthuse over—for re 
peat sales are automatic, and 
customer satisfaction as- 
sured. Write for details of 
special dealer proposition. 





' DARNELL CORPORATION, LTD. 
' BOX 4027-P STA. B, LONG BEACH, CAL. 
> @ 36 N. CLINTON ST., CHICAGO, ILL. 
_ @-24 & 22ND. ST., NEW YORK, N. Y. 




















in any direction. The utility high 
torque line is of exceedingly durable 
construction with spindle speed for 
carbon drill bits, wood augers, hole 
saws, cylinder grinders and hones, 
hard alloys and many accessories 
used in general 
shop work. They provide operating 
economy for the automotive and in- 


dustrial fields such as garages, fleet | 


owners, truck and body shops, rail- 
way repair shops, maintenance de- 
partments, construction crews, ship- 
yards, dry docks, contractors, service 
shops and practically every place 
electrical tools are used. Primary 


maintenance and | 


buying officials to be contacted in | 


introducing this product are super- 
intendent, chief engineer, 


master | 


mechanic and purchasing agent.— | 


MILL Suppuigs, April, 1938. 


Turning-Tool Holder 





A new carbide tool has just been 
added to this firm’s line of tool 
holders. 
in straight shank and in right and 


This new holder is made | 


left hand offset patterns in five sizes. | 


In these tools, the cutter is held 
parallel to the shank of the holder. 
Due to this arrangement, the cutter 
can be ground so as to provide 
maximum support for the cutting 
edge. These holders are broached 
for either square or flat carbide cut- 
ters, but are supplied without cut- 
ters. Holders accommodate stand- 
ard carbide cutters, which the user 
can efficiently secure direct from 
leading cemented carbide manufac- 
turers in the correct size, shape and 
grade for his needs. These holders 
when equipped with regular high 
speed steel bits are also well adapted 
to use on planer or shaper. Primary 
buying officials to be contacted in in- 


troducing this product are chief en- | 
gineer, superintendent, master me- | 


chanic and purchasing agent.—J. H. 


Williams & Co., 75 Spring St., New | 


York City.—M1LL Supp.igs, May, 


1938. 


Adding to its line of industrial 
Diesel engines this firm has an- 
nounced a new, six-cylinder, 66- 
horsepower model, designed as the 
“14600.” The new engine has a 
bore and stroke of 44 in. by 54 in., 
and turns at 1400 r.p.m., normal 
governed _ speed. Exceptionally 
smooth running and unusually flex- 
ible, the model is well suited for use 
in shovels, draglines and hoists, or 
connected to a generator as an elec- 
tric power producer. The engine is 
of the four-stroke-cycle, valve in 
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A COMPLETE LINE OF 


ELECTRICAL TOOLS 


SUBSTANTIALLY BUILT 
SALES AT 


FOR REPEAT 
A GOOD PROFIT TO YOU. 


NOT ONLY 
ELECTRIC DRILLS 






'4” to 1%)” sizes 


or other PORTABLE TOOLS 
BUT ALSO 


Lathe 
and other Grind 


Grinders, 


ers for Machine 
Tool application 
in sizes from \% 
H.P. up to 15 
H.?. 





ALONG WITH— 


Bench and Pedestal Grinders up to 15 HP. 


Dise and Ring Wheel Grinders, Exhaust 
Blowers, Portable Electric Blowers, Buffing 
and Polishing Lathes up to 20 H.P. ete. 


Write or wire for Catalog, Prices, Discounts. 


THE STANDARD 
ELECTRICAL TOOL CO. 


Est. 1912 
1950 W. 8th St., CINCINNATI, OHIO 








SELL ENGINEERS 


PRACTICAL 
FORCE FEED OIL PUMPS 











* 











MANUFACTURED SINCE 1907 





Universally applicable wherever a steam 
cylinder is to be lubricated—on steam 
engines and pumps, air and ammonia 
compressors, etc. 


Makes possible real economy in plant 
operation—delivers the right amount of 
oil in the right place at the right time. 
Nothing to break, no draining, easily in- 
stalled and adjusted. Eliminates waste 
and worry for your customers, Thousands 
in daily use. 

Many Mill Supply Houses are selling this 
force-feed lubricator and making hand- 
some profits. Join this number! We refer 
inquiries to you and help in every way 
we can. Write for descriptive bulletin for 
sizes and prices. 


McCULLOUGH MFG. CO. 
2632-2634 Central Avenue 
MINNEAPOLIS, MINNESOTA 











Curtis 
AIR HOISTS 


and 


CYLINDERS 


also 
1-Beam Trolleys 


Pendant, Bracketed 
and Rope Com- 
pounded styles. Ex- 
tremely accurate 
control. Cost little 
more than chain 
block. Maintenance 
negligible. Operat- 
ing cost very low. 
Air conditions or 
overload won’t dam- 
age. Capacities up 
to 10 tons. 

Curtis all-steel I-Beam trolleys 

—adjustable — self-equalizing — 

large, roller bearing wheels. 


Send for new 28-page booklet, “How 
Air is Being Used in Your Industry.” 


CURTIS PNEUMATIC MACHY.CO. 
1928 Kienlen Avenue —St. Louis, Mo. 














Attention Dealers 


WESSON 


UNIVERSAL VISE 
{ 


Created more interest at the 
A.S.T.E. Exposition than any 
other Tool. The Wesson Uni- 
versal Vise is made entirely from 
steel and steel castings. Gradu- 
ated to a full 90° in all planes. 
Any angles or combinations of 
angles may be obtained. 
Attractive discounts for resale. 
Write for full information. 


WESSON COMPANY 


1050 Mt. Elliott Ave., Detroit, Mich. 
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head, water cooled design, and fea- 
tures solid injection of the fuel into 
precombustion chambers. The fuel 
injection system is similar to that of 
all “Caterpillar” Diesels. Both the 
injection pumps and injection valves 
are set at the factory, and require 
no field adjustment. In construction 
work, the new engine will power 3- 
yard shovels and draglines. As a 
source of electric current, it will be 
offered as a unit with a 35 kw. gen- 
erator at 50 cycles at 1500 r.p.m. 
or as a 324 kw. generator at 60 


| cycles at 1200 r.p.m. These sizes 


are well suited to small radio sta- 
tions in the United States and 
abroad, as well as a source of main 
or auxiliary power at airports. As 


| a power unit, the D4600 engine will 


meet many irrigaiton pumping de- 


mands, and will serve as standby | 


power for smaller municipal pump- 
ing plants, ete. On all these jobs, 
at rated load of 50-horsepower, the 


engine uses not more than three | 
gallons of low cost fuel an hour. 


Primary buying officials to be con- 
tacted in introducing this product 


are chief engineer, superintendent | 
and purchasing agent.—Caterpillar | 
Tractor Co., Peoria, I1l.—Mriu Sup- | 


PLIES, May, 1938. 


Safety Hoist 


A new safety hoist that is said to 
be fool proof has been introduced 
to the industrial field. Newest of 
the many safety features is the push 
button control. When the load has 
been elevated and it is desired to 
lower the hoist, the operator simply 
pushes in the button and the hoist’s 
action is reversed. This control also 
acts as a safety stop; if the worker’s 
hand should slip off the handle while 
operating, this device automatically 
and positively locks the handle be- 
fore it can revolve or cause any dam- 
age. Two other separate safety 
stops prevent handle from whirling 
around and causing injuries to work- 
men. A new intermediate locking 
pawl works alternately and inter- 
mediately with main locking pawl 
and enables the load to be stopped 
in locking position at half the length 
of the regular stroke. This added 
pawl also serves as an extra safety. 
In the case of excessive overloads, 
hazards are definitely avoided, since 
the “safety valve” handle bends be- 
fore any other part of the hoist will 
give. This serves as a warning to 
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ECONOMY 


HOLLOW SET 


SCREWS 


MADE OF ALLOY STEEL 


There's an old adage about fine Goods 
coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 
HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS made of 
alloy steel "The Economy Way." 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 




















Two Moneymakers 


for any 
Mill- 


Supply 
Dealer 
Reynolds Truck 


Strongly reinforced, 
rounded corners, 
steel - bound; 2'/2” 
ball-bearing cas - 
ters and 18 x 3/2” 


New F-41/2 


For easy loading 
and dumping. 
Never-slip axle, re- 
inforced frame. 
Deep tray (Capac- 
roller bearing ity 4/2 cu. ft.) for 
wheels. Platform mortar; concrete 
1” high, 3 x & ft. etc. The 16” whee 
unusual capacity of with pneumatic 
6000 Ibs. Weight tires makes easy 
370 \bs. wheeling. 


Reynolds 
Round Cornered 
Truck 


LANSING COMPANY 


LANSING, MICHIGAN 
Kansas City ntennepets 


n 
New York Philadelphia 


Chicago 
San Francisco 
Los Angeles 




























Frst by merit 
THE FAMOUS 


If you save TIME, MONEY and 
EFFORT for your customers, you 
will increase your sales! 


When ordering give ihe "ATLAS" 
first consideration. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


(Formerly Appleton 
Car Mover Co., 
Appleton, Wis.) 











"ATLAS" 

















“An off-hand grinder is only as dependable as 
its motor ... as flexible as its design. No 
wonder, then, that Dumores stay sold. First of 
all, they have many extra power hours built-in 
through precision manufacturing methods .. . 
and secondly, they deliver maximum efficiency 
with minimum weight and bulk. Take the new 
No. 10 for instance. It develops 1/18th h.p. at 
20,000 r.p.m., yet it’s well balanced, easy to 


handle and weighs but 2 lbs., 12 ozs. 


There are hundreds of jobs in every shop that 
can be done faster and cheaper with a Dumore 
Hand Grinder. Get better acquainted with this 
+ write for the 
new brochure “Dumore Co-operates.” Jimmy 


easy source of extra profit .. 


Dumore, c/o The Dumore Co., Racine, Wis. 








prevent chain from breaking or 
hooks from straightening out and 
dropping loads. Coffing “safety 
pulls” are made for loads from 3 to 
15 tons, weighing from 14 to 150 
lbs. Each hoist is factory tested to 
lift 100 per cent overload. Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, superintendent and pur- 
chasing agent.—Coffing Hoist Co., 
Danville, Ill—Mr1tut Suppiies, May, 
1938. 


Electric Trim Saw 





A new portable electric tool is 
this trim saw that weighs only 
114 lbs. and is very compact in 
construction and has a good bal- 
ance for handling. It is especially 
adaptable for use in trim work for 
the builder, light crating jobs for 
the shipper and general saw usage 
where 1% inches is the maximum 
vertical cut required. Diameter 
of the saw blade is 5 in. Speed 
of the saw with no load is 4200 
r.p.m., and at full load, 2800 r.p.m. 
Overall length is 14 in. The saw 
comes equipped with a_ universal 
motor for use on standard voltage 
of 110; but is also available for 
220 or 250 volts. Standard equip- 
ment includes three-wire cable and 
plug; two-pole' instant release 
switch; adjustable saw table; de- 
tachable ripping fence; one five- 
inch combination rip and crosscut 
blade; one carrying case; one-half 
Ib. can of special lubricant for 
worm gear and a T-handle wrench. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, plant manager 
and purchasing agent.—The Van 
Dorn Electric Tool Co., Towson, 
Mo.—MILL Suppiies, May, 1938. 


Overhead Trolley 


A new, light-duty all-purpose 
anti-friction trolley suitable for use 
with the endless chain power oper- 
ated type trolley conveyors, or as 
individual trolleys manually oper- 
ated has just been placed on the 
market. The outer shell is made of 
4-in. thick steel, case hardened. The 
ball bearing incorporates a patented 
seal composed of a steel and felt 
labyrinth. The bearings are self- 
contained and are furnished “grease- 
packed” or without lubrication. In- 
ner and outer ball races are of solid 
steel, three point contact, enclosed 
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NEVERBREAK 
Chrome Belt 
Lacing 





Covers a wide variety 
of uses - - - Makes a 
multitude of Sales 


@ NEVERBREAK has great 
tensile strength—400 pounds to 
4 inch lace. Heat resistant—it 
was subjected to 240° F. for 60 
consecutive hours and retained 
tensile strength of 325 pounds. 
When wet it dries back to orig- 
inal softness and pliability. 


Also Indian Tan and Raw Hide 

Leather, Leather Shoe _ Laces, 

Leather Aprons, Hand Leathers 
and Special items 


eLet us help you get those 
special leather jobs which de- 








velop from time to time. 


CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave., St. Louis, Mo. 














Ctteo ~ Emuick 


TAPPING EXPERIENCE 


Proven & Accepted 


TAPPING DEVICES 


Make your selling job 
a little easier 





Tapping Attachments 
Multiple Tapping Heads 
Tapping Machines 
Multiple Drill Heads 
_ Drill Chucks 





Leading Distributors are ETTCO minded 
because they know our service and co- 
operation —DON'T get FUSSED up 
about tapping—put it up to us. 


ETTCO TOOL CO. 


Brooklyn, New York 











within a steel jacket. The drawing 
submitted indicates the assembly of 
a complete two wheel trolley mounted 
on a 3-inch I beam track. Conveyors 
of this type are made to convey unit 
|loads overhead at the ceiling, de- 
scending to working heights at pre- 
determined points. Capacity of _ 
new trolley is 150 lbs., suitable for ’ » 
handling go taroctn commodities | For sixty-six years, Loner- 
through processing and manufac- | gan Pop Safety and Relief 
‘ture. Primary buying officials to be | Valves, Gauges, Whistles 
| contacted in introducing this product | and other Specialties have 
are superintendent, chief engineer | been making friendly cus- 
and purchasing agent. — Mathews comers ond heaping them, 
Conveyor Co., Ellwood City, Pa.— which 4 , 
Mitt Suppuies, May, 1938. ich means a steady vol- 
ume of repeat orders. 


T i " S t S An enviable record of 
ripiex v6 crews Blowing Hose trouble-free operation has 
inni incr d customer good- 
Keep Profits from Slipping ncreased ¢ g 
will. In short, Lonergan 
Help your customers speed their as- 
sembly lines with Triplex Set Screws. products are dependable 
They appreciate your service in sup- ° ° 
plying screws that spin home smoothly, business builders. 
and stay set. Time-saving and profit- e 
making Triplex Screws are formed on Write for new Catalog 
fast t hi tuned to accu- No 500 
rate precision; electrically hardened for ‘ ° 
toughness that stands punishment. Sell | 
Triplex to hold customers’ costs down. 


Write today for samples and prices. J. E. LONERGAN co. 


The Triplex Screw Co. Recently introduced is this new 215 GACE SUREET, PURAREIPIEA, PA. 
5307 Grant Ave., Cleveland, Ohio type insulation blowing hose. The 300 Specialties for Power Plants 


hose is designed for the insertion Standard Since 1872 
i ea L i X |of asbestos wool or similar material 
{in the walls of buildings. The 
AND SET SCR . BOLTS AND NUTS hose is light, flexible and easy to a onergan> 


handle. A spring wire spiral is 
‘aaien sold—Used ie Gvery manned inserted in its body to prevent col- 























lapsing or kinking. It is available 

in 25 or 50-ft. lengths and in 2,| STEARNS 
| 24 and 3-in. sizes. Special couplings POWER 
may be obtained which are so con- L Mowers 
| structed that damage to lawns and dw Tr) O ~ 
window sill is eliminated. Primary 


buying officials to be contacted in| 9 Models that 


introducing this product are pur- Cover Every 
chasing agent and plant manager. 


—The Manhattan Rubber Mfg. Di.| GF@ss Cutting | 


| vision of Raybestos-Manhattan, Inc.,| Need 
WIREGRIP comes on processed cards that | Passaic, N. J.—MILL SUPPLIES, May, 
prevent waste—every hook can be used. Pro- | 1999 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 
machine. 





Centrifugal Pumps 


| Types “J” and “K” non-clogging | 
Centrifugal pumps just placed 
on. the market are adapted for oe tie 

| handling industrial wastes, process o All Rubber-tire Equipped 

| fluids, food products and raw un- | a='ppe 


m Here is a complete line of power lawn 
| screened sewage. They are oper | mowers that will bring you attractive extra 
| able to all industrial fields and man- rofits from Ee territory. The 9 models— 
rom 18” to cut—cover every grass cut- 

ufacturing processes requiring the | ting application. 
| handling of liquids in which quan- Each model is as outstanding in quality, per- 
formance and operating economy as in price 


LACING tities of solids are held in suspen- | and each one includes all the tested and 


STEELGRIP is a stronger lacing sion. These —_* -_ built for | yy oe 
for all power and conveyor belts. both horizontal and vertical dry pit | These are real items of merchandise. Free 
Clinches smoothly into belt, compresses ends, installations. A complete line of the | from complicated mechanism. Simple and 
prevents fraying. 2-piece hinged rocker pins. | Necessary accessories for the vertical easy to start and to operate. f 
8 sizes. In boxes or long lengths. installations is also furnished, in- | Seeipged SEh Giggs & Shatten engines. 


A etl cluding shafting, guide bearings, Write for complete catalog No. 145 
compression and flexible couplings. 
ARMSTRONG BRAY & CO. (The impeller is made of hard close ki 3 A R N & 
"The Belt Lacing People” grained alloyed cast iron having —— 


310 N. Loomis $#. Chicago, U.S. A. | two streamlined blades, rounded to RACUSE. NY Co 
: prevent catching stringy or fibrous Ras bed 
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material and proportioned to permit 
the passage of the size solids, indi- 
cated for each size pump, without 
clogging. The impeller is of the 
side suction enclosed type and is 
carefully balanced, it is keyed to the 
shaft and securely held in place 
with an impeller screw which con- 
forms to the impeller contours and 
which is locked in place with a brass 
set screw. The casing of the Type 
“J” and “K” pumps is made of high 
tensile strength alloyed cast iron, 
properly designed for passing the 
size solids indicated. It is of more 
than usual thickness and is symmet- 
rical so that it can be used for 
both right and left hand pumps with 
proper impeller and the discharge 
nozzle can be placed in any one of 
eight positions. Primary buying of- 
ficials to be contacted in introducing 
this product are superintendent, 
chief engineer and purchasing agent. 
—Gardner-Denver Co., Quincy, Il.— 
Miu. Suppiies, May, 1938. 


Two-Stage Compressor 


Recently announced is this two- 
stage compressor designed as an 
economical source of compressed air. 
The unit has a V-shape design 
which not only allows air circula- 
tion completely around each cylin- 
der, but also provides excellent bal- 
ance and smooth running. A sim- 
plified valve construction is another 
feature of the machine. These com- 
pressors are manufactured in 14 
and 2 hp. sizes and are supplied 
with either horizontal or vertical 
tanks of 65 gallon capacity or 80 
gallon capacity in horizontal tank 
style only. Primary buying officials 
to be contacted in introducing this 
product are plant manager, chief 
engineer and purchasing agent.— 
Ingersoll-Rand Co., 11 Broadway, 
New York City.—MiLut SupPPuigs, 
May, 1938. 


Pilot Hole Saw 


One of the latest articles of tool 
equipment to be placed on the mar- 
ket is a pilot hole saw. This tool is 
used for drilling round holes in all 
metals and materials with the excep- 


tion of iron and steel, which require 
cutters with fine teeth. The cutting 
teeth of pilot hole saws are unus- 
ually coarse, which makes for fast 
cutting in brass, aluminum, bakelite, 
and many other materials of similar 
character; consequently the manu- 
facturers do not recommend them 
for use on iron or steel. Pilot hole 
saws will cut sheet or corrugated 
metal, and also are particularly use- 
ful for cutting away square corners 
where the installation of corner 
plates is desired. Aviation companies 
have found this feature to be of 
particular value. Primary buying 
officials to be contacted in introduc- 
ing this product are chief engineer, 
purchasing agent, superintendent 
and master mechanic.—Frey-Mer- 
shon, Inc., Glendale, Cal.—MILL 
SUPPLIES, May, 1938. 


Shop Desk 


A newly improved shop foreman’s 
desk has many features that make 
it unusually useful to the shop man. 
It is just the right height, to stand 
and write on the sloping top. A top 
section divided into one large and 
three small sections for papers, sup- 
plies, etc., and a convenient pencil 
tray is furnished with two hooks on 
the right side. Drawer slides on 
roller bearings and it is equipped 
with flat key lock. The desk is 36 
wide and 30 inches deep. Primary 
buying officials to be contacted in in- 
troducing this product are plant 
manager, superintendent and pur- 
chasing agent.—Lyon Metal Prod- 
ucts, Inc., Aurora, Ill.—MiIL.t Sup- 
PLIES, May, 1938. 


New File Line 


Twenty-eight inch depth with con- 
siderably greater filing capacity 
worked out in terms of improved 
case, frame, drawers and drawer 
suspension are the salient features 
of a complete new file line just an- 
nounced. The line includes a com- 
plete selection of standard sizes and 
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A POUND 
OF PREVENTION! 


It is much cheaper to apply a good dress- 
ing than cure losses due to deterioration 
of unprotected belting by expensive re- 
pairs or replacements! That's where you 
(the distributor’s salesman) and this handy 
package of Black Diamond Belt Dressing 
come in! It —— only a pound... 
but once given a chance to prove its value 
in economical belt maintenance, it leads 
to larger sales and bigger profits. 


Sold in pound sticks (solid), or gallon con- 
tainers in liquid, solid, powder and ste 
form. Made from more than a dozen 
formulas for use on dusty, dry, wet or 
oily leather, rubber and cotton belts . 

or for rope drives. 


For plete inf ti on Black 
Diamond Belt Dressings—and what 
they can do for you— TE TODAY! 


Push Black Diamond Belt Dressing 
and it will Pull Profits for You! 





O/T: 
BLACK 
DIAMOND 


MANUFACTURING 
Co 


CINCINNATI, OHIO 


‘ GtrandD : 1938 


FLEXIBLE SHAFT 


MACHINES 


Are being used in hundreds 
of plants for useful opera- 
tions such as shown below. 
Sell quality equipment which 
promote good will among 
your trade. Cheap machines 
do not pay—sell the "Strand" 


Polishing Stainless Steel Conveyors 


N. A. STRAND & CO. 
5001 No. Wolcott Ave., Chicago 
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= Command a Price! 


MANAGEMENT OBJECTIVES 


PRICE cutting—direct or indirect—is proof that the cus- 


tomer doesn’t believe or understand the superior value 


in the product at the asking price. 


ADVERTISED PRODUCTS ARE SELDOM 
BOUGHT ON A PRICE basis: —unadvertised 


products are usually bought on a price basis. 


The reasons for the superiority of advertised products 


are widely believed and understood. 


Ask your advertising agency whether your appropriation 


is adequate to accomplish this objective. 
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It sells to every 
mechanic .. . 


HUOT 
DRILL 


* This is exactly what every mechanic 
needs—a neat, orderly index where he 
can find the proper drill marked with 
and decimal equivalent. It’s a 
and money saver for the user— 
simple to use. 


*Sell this handy, useful drill index—it 

appeal to every mechanic you know 
—it saves lost tools—makes friends and 
repeat sales in shops. No heavy in- 
vestment. Good profit margin. Go after 
some of these sales. 


No. 60 Huot Drill Index 


vest pocket size, shown open. 6 sizes. 


No. 13 for drills 1/16 to % 

No. 20 for drills 61 to 80 

No. 26 for letter drills 

No. 29 for drills 1/16 to % 

No. 60 for drills No. 1 to 60 

No. 72 for drills No. 1 to 60 
also 12 taps 


HUOT MFG. CO. 


128 E. 10th St. St. Paul, Minn. 

















TRIPLE 
CONVENTION 1938 


May 9-10-11 
“ 

At The 
William Penn Hotel 
Pittsburgh, Penna. 

* 


For complete reports, 
read the June issue 
of Mill Supplies 
« 
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330 W. 42nd STREET 
NEW YORK CITY 











drawer arrangements in standard, 
commercial utility and non-suspen- 
sion grades plus a wide assortment 
of commonly used counter equip- 
ment. The new 28-in. depth adds 
14 in. of filing space to every drawer, 
greatly increasing the floor space 
efficiency. For an extra 14 in. of 
floor space, a standard four drawer 
file provides 6 in. of extra filing 
space. All cabinets are built on an 
improved, twist-proof frame of six 
upright posts of heavy gauge steel, 
tied into a compact unit by heavy 
steel drawer guides and cross mem- 
bers. Pressed steel torque plates, 
welded into the corners of the 
drawer openings, further insure 
against misalignment. Cases in all 
grades are made of heavy gauge 
first quality furniture steel, em- 
bossed at all joints to make joints 
flush and assure perfectly smooth 
surfaces. All cases are finished in a 
permanent, lustrous, chip-proof 
enamel baked on at high tempera- 
ture. Colors are olive green, wal- 
nut, mahogany and oak. One of the 
security features of the new files 
is the sealed bottom, a dust- and 
rodent-proof steel pan welded into 
the case at the bottom. An emboss 
at each corner of this sealed bot- 
tom keeps it clear of the floor, and 
allows the cabinet to be moved with- 
out danger of marring linoleum or 
other floor finishes. Primary buying 
officials to be contacted in introduc- 
ing this product are purchasing 
agent and plant manager.—aAll- 
Steel-Equip Co., Aurora, Il]._—MiIL. 
SUPPLIES, May, 1938. 


Threading Machine 














A new quadruple head threading | 


machine offers four threading units 
assembled on a single bed structure. 
Production possibilities for certain 
classes of threading operations are 
greatly increased because of the two 
additional threading units. Like- 


wise, this machine is particularly | 


adaptable to jobbing and mainte- 
nance work, especially in railroad 
shops, where it may be desirable to 
set each die head on a separate 
diameter thus eliminating the neces- 


sity for frequently changing the | 


chasers. The quadruple head thread- 
ing machine is equipped with a selec- 
tive type gear box which provides 
eight threading speeds. The gears 
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MAKE MONEY WITH 


poe a “at 


Famco Foot Presses 
are used extensive- 
ly by manufactur- 
ers of all kinds— 
electrical appli- 
ances, industrial 
products, radio, 
novelties, etc. They 
have no equal in 
the production of 
light metal stamp- 
ings. 


Fameco presses will make money 
for you. EVERY SHOP A PROS- 
PECT. 


Famco Arbor 
Presses are in 
use in tool 
rooms, schools, 
assembly de- 
partments, 
and manufac- 
turing plants 
every where. 


Let us tell 


you more 
about them. 


FAMCO MACHINE CO. 


RACINE, WISCONSIN U.S. A. 


New York Branch 
409 Broome St., New York City 


eee “AMMNMMrmA TW 




















NOTHING IS TOO GOOD 
FOR A STEADY CUSTOMER 


Recommend the No. 50 Welded Steel 
Gasoline Can to your customers. It is 
built to withstand severe abuse. Each 
is tested under air pressure before it 
leaves our plant. Guaranteed against 
leakage. Body drawn from one piece 
of 24 gauge steel. Bottom reenforced. 
All joints acetylene welded, making 
the can as rigid as a single piece of 
steel. Handy Grip Cap is easy to re- 
move for filling and venting purposes. 
Tests prove that our Welded Steel 
Cans outwear many ordinary cans. 
Write for catalog showing complete 
line. 


EAGLE MANUFACTURING CO. 


Wellsburg, West Virginia 











- Stumulate Salesmen! 


MANAGEMENT OBJECTIVES 


‘THEY NEED IT! 


They have heard so much about business curves—about 
government regulation and interference with business — 
about taxes—that many of them are waiting for condi- 


tions to improve. 


You can't afford to have your salesmen wait. They need 
to sell harder on every call. It’s your job to give them 


new courage and inspiration. 


There is nothing so encouraging — so inspiring —to sales- 
men, as a greater, more dramatic advertising program. 
This is an important plus value to the sales-increasing 
cost-reducing power of advertising. It proves your sin- 


cerity and helpfulness. 


Ask your advertising agency whether your appropriation 


is adequate to accomplish this objective. 





tt aN RS 
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are cut from chrome-nickle steel and 
are hardened and burnished to in- 
sure smoothness of operation and 
maximum wearing qualities. Anti- 
friction bearings are employed 
throughout for all gear shafts. Pri- 
mary buying officials to be contacted 
in introducing this product are chief 
engineer, superintendent and pur- 
chasing agent.—Landis Machine 
Co., Ine., Waynesboro, Pa.—MILu 
SuPPLIEs, May, 1938. 


Starrett Indicator 


The “Universal Junior” indicator 
No. 564 just introduced owes its 
versatility to the complete flexibility 
of its design. The ball contact, for 
example, is frictionally held and may 
be set to touch the work at any de- 
sired angle. The sleeve which holds 
the contact point can be turned com- 
pletely around, and the entire indi- 
cator can be swung through a full 
circle when mounted on the shank. 
This makes it possible to keep the 
graduated scale in the most com- 
fortable and convenient position for 
easy reading regardless of the oper- 
ation or nature of the work. Physi- 
cal strain and eyestrain are elimi- 
nated, double graduated scales or 
mirrors are unnecessary and quick, 
easy setups are made possible. The 
indicator can be mounted on the 
side of one end of the shank or on 
the top of the other when used in 
the tool post of a lathe, or it can be 
removed from the shank and at- 
tached to the jaw of a height gage. 
Readings are made in thousandths 
over a range of .012 by means of a 
needle and graduated scale. All 
parts are case-hardened steel or die- 
east. The indicator case is 23 in. 
long, 3-in. thick and tapers from 
+4 at the scale end to 4-in. at the 
contact point. Primary buying of- 
ficials to be contacted in introducing 
this product are chief engineer, su- 
perintendent and purchasing agent. 
—The L. S. Starrett Co., Athol, 
Mass.—MILL SuppPuiies, May, 1938. 


Portable Hacksaw Machine 


Recently introduced is a portable 
hacksaw machine in which is incor- 
porated new features in metal cut- 


ting. A new movement automat- 
ically determines the exact pressure 
required to cut any degree of hard- 
ness in metals and will hold the saw 
at any position without danger of its 
falling. No oil, grease or liquid is 


required at blade contact and it al- 
lows for high speed of operation 
without overheating the saw blade or 
stock. The cutting movement is 
without vibration eliminating chat- 
ter marks on metal and it is so uni- 
form that thin tubing can be cut 
without bruising or tearing. The 
machine will cut round or square 
stock up to seven inches in diameter 
and up to five inches stock can be 
cut at a 45 deg. angle by the simple 
adjustment of the vise. The saw 
frame travels in fifteen inches of 
bearing and is guided at top and 
bottom by a_ steel bar passing 
through a bronze fork. This prin- 
ciple insures precision cutting and 
eliminates cutting variance to less 
than one thousandth of an inch. Chip 
interference is completely eliminated 
because the saw comes into work 
from a cam action and the forward 
teeth will take out the chips before 
all the teeth reach the work. The 
hardness of the metal determines 
how far the teeth will penetrate 
and with the [25 lbs. gravity feed 
there can be no overload on the saw 
blade at any time. Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager, 
chief engineer, superintendent and 
purchasing agent.—Master Machine 
Co., Chicago, Ill.—Mitt Supp.uies, 
May, 1938. 


Wire Stripper 


A new motorized brush type wire 
stripper especially designed for 
rapid, fine wire stripping has re- 
cently been introduced. This ma- 
chine cleanly strips cotton, silk, 
enamel, string asbestos covered wire, 
fine “Litz”’ wires and removes the 
gummy insulation embedded in 
stranded wires. Especially suitable 
for stripping restangular or square 
conductors. Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agent, 
superintendent and master mechanic. 
—Ideal Commutator Dresser Co., 
1000 Park Ave., Sycamore, IIl.— 
MILL SUPPLIES, May. 
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COMPLETE LINE 


For All 
Requirements 








SHORT PATTERN 
( Outside and 
Inside) type 








Sherman 
Fusible 
Plugs are 
correctly 
made to 
all latest 
specifica- 
tions, such 
as: 


A.S.M.E. 

MARINE SERVICE 
MASS. STANDARD 
A.P.1. 


Up to date and 
properly priced 


LONG PATTERN 
Outside ( Fireside) 








7 WATERSIDE PLUG 
(Inside Type) 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 











It Pays You to Sell this! 


the lother of changing 


Chaser Dies 


RICAID 
No. G5R Threads 1” to 2” Pipe 
with ONE Set of Chasers 


») nn ‘ Point out to 

- your customers 

that instead of 

16 chaser dies 

to lug around, to 

risk losing, to 

‘waste valuable 

time changing, 

this threader has 

only 4— and 

they stay in the 
threader. 


A quick shift of 
the setting post 
and they are 
ready to cut per- 
fect threads on 
1” to 2” pipe. 
Like many thousands of users, they like the 


new style work-holder that clicks to pipe size, 
tightens with one screw. No bothersome bushings. 


Many efficiency features in this rugged modern 
threader that they get real satisfaction out of 
owning and using. Get your customers to try 
RIGAlbD No. 65R for better, faster, easier 
threading. 


The Ridge Tool Co., Elyria, Ohio 


RikaIb 
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Collis Company 
Columbus - McKinnon 

Corp. 
Congress Tool & Die Co 
Continental Screw Co 
CRD WO. PGi cccscoccccus 136 
Curtis Pneumatic Machy. Co. .206 
Darnell Corp 
Dart Mfg. Co., 


Davis Rrcinton Co een 130 


. 








| 


Dayton Rubber Mfg. Co 

Delta File Works 

Delta Mfg. Co 

Desmond Stephan Mfg. Co.... 

Dick Co., R. & J 1 

Dietz Co., 

Dixon Valve & Coupling Co... 

Dodge Mfg. Corp 

Donnelley & Sons Co., R. R.... 

Dumore Company 

Eagle Mfg. Co 

Economy Machine Products... 

Essex Brass Corp 

Ettco Tool Company 

Exhibit Section 

Factory Management & Main- 
tenance 

Famco Machine Co 

Fairbanks 

Fiske Bros. Refining Co 

Fitler Co., The Edwin H 

Flexible Steel Lacing Co 

Gardiner Metal Company 

Gardner-Denver Co 

Globe Woven Belting Co...... 204 

Goodyear Tire & Rubber Co., 
Inc. 

Goulds Pumps, 

Graton & Knight Co......... 61 

Greenfield Tap & Die Corp.. 

Greene, Tweed & Co 

Grobet File Corp. of America. 


Hancock Valve Division, oe 
ning, Maxwell & Moore 

Harper Co., H. M 

Harrington Co., 

Heller Brothers.......... 184-185 

Hewitt Rubber Corp 51 

Holo Krome Screw Corp...... 150 

Home Rubber Co............ 192 

ke ee 211 


Imperial Brass Mfg. Co 
Independent Pneumatic Tool Co. 
Indianapolis Brush & Broom 
Mfg. Co. 
Industrial Tape Corp 
Ingersoll Steel & Dise Co 
Jackson Belt Fastener 
Isaac 
Ge Be GODS ci oaeknndunas 8 
Jenkins Bros...Inside Back Cover 
Johnson Bronze Co 93 
Johns-Manville Corp. 
Kennedy Valve Mfg. eR: 133 
CD Sa caswana ew nae 58 
Laminated Shim Co., Inc...... 136 
Lamson & Sessions Co 
Lansing Co. 
Lincoln Engineering Co 
Link-Belt Co. 
Lonergan Co., J. E 
Lowell Wrench Co 
Eee 120 
Lunkenheimer Co. ........... 119 
McCullough Mfg. Co 
McGonegal Mfg. Co.......... 92 
McKay Company 
Macklin Co. 
Manhattan Rubber Mfg. Div.. 55 
Manning, Maxwell & Moore. 
Medart Company 
Millers Falls Co.......... 156-157 
OE OS eee 122 
Milwaukee Brush Mfg. Co.... 89 
BE, WHO Ge cs cccsaennene 140 
Morse Twist Drill & Machine 


MILL SUPPLIES @ MAY 1938 








National Ass’n. of Pipe Nipple 
Manufacturers 


Norton Co. 
Osborn Mfg. Co 
Oster Mfg. Co 
Ottemiller, Wm. H 
Paine Company 
Parker Co., Charles 
Parker-Kalon Corp. 
Pettinos Inc., George F 
Plymouth Cordage Co 
Powell Co., Wm 
Quaker City Rubber Co 
Reading-Pratt & Cady. Back Cover 
Republic Rubber Co 18 
Ridge Tool Co 
Robbins & Myers, Inc 
Rockwood Mfg. Co 
Roots - Connersville 
Corp. 
Roper Corp., Geo. D 
Safety Belt Lacer Co 
Schrader’s Son, A 
Sherman Mfg. Co., 
Simonds Saw & Steel Co 
S.K.F. Industries 
Skilsaw, Inc 
Spring Washer Industry 13 
Standard Electrical Tool Co... 
Standard Pressed Steel Co....183 
Standard Shop Equipment Co., 
Ine. 1 
Standard Tool Co 
Stanley Works 
Div.) 
Starrett Co., L. S 
Stearns & Co., E. 
Strand & Co., N. A 
— Carlisle & Hammond 
0 
Taylor Chain Co., Ss. G 
Thermoid Company 
— Pipe Threading ee 


Trimont Mfg. Co 

Triplex Screw Co 

U. S. Electrical Tool Co 

U. S. Steel C 

Universal Plastics Corp 

Upson Walton C 

Utica Drop Forge & Tool Corp.198 

Valley Electric Corp 

Van Dorn Electric Tool Co. .14—15 

Victor Balata & Textile Belt- 
ing Co. 

Victor Electric Products Co... 

Victor Saw Works, Inc 

Vincent Steel Process Co 

Vogt Machine Co., Henry 

Wall Mfg. Supply Co., P..... 138 

.. &  & 2 eee 181 

Watson-Stillman Co. .........131 

Wells Manufacturing Corp.... 

Wesson Co. 2 

Wickwire Spencer Steel Co... 

Williams & Co., J 

Winter Bros. Co 

Wood’s Sons Co., 

Worthington Pump & Machin- 
See ree 149 

Wright-Austin Co. ........... 169 

Yale & Towne Mfg. Co 

Yarnall-Waring Co. 





